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Insurance Men At 
Hemispheric Meets 
In 14 Countries 


Emphasize Latin - American and 
U. S. A. Entente at Luncheon 
in Waldorf 


CONFERENCE 10 YEARS OLD 


Cos. Have Tables; Nations Plan- 
ning Inter-Exchange of Young 
Workers as Students 


Hemispheric Insurance Day was cele- 
brated on Monday at luncheons in 14 of 
the Latin American republics and in 
New York City. It was fitting that the 
New York luncheon should be held at 
the Sert Room, Waldorf-Astoria, be- 
cause the first Hemispheric Insurance 
Conference was held in that room ex- 
Some of the other 





actly a decade ago. 
where there were luncheons are 
Aires, Santiago, Chile, Lima, 
Caracas, Bogota, Havana, Mexico City, 
Sao Paulo and Rio de Janeiro. 


Bradford Smith, Jr., Presides 


‘Tn all of those countries,” said Brad- 
ford Smith, Jr., senior vice president, 
North America Companies, who presided 
at the New York City luncheon, “our 
Latin American friends, the executives 
of the insurance companies of those 
countries, are paying respect to the 
ideals which are behind our program of 
better inter-American relations and of 
technical assistance carried out through 
the Hemispheric Insurance Conference. 

“The purpose of this luncheon, while 
ostensibly to celebrate the auspicious 
launching of ten years ago, is to bring 
you information which we hope. will 
create a greater interest in and more 
active support of the Hemispheric In- 
surance Conference as a mechanism of 
the insurance business for promoting 
better and sounder relationships among 
the American Republics, for exchanging 
technical assistance and education, for 
building a better and more efficient pri- 
vate insurance industry through the 
Hemisphere and in developing insurance 
as a field in private enterprise as well as 
resisting the encroachment of zealous 
governments.” 


cities 
Buenos 


Next Conference at Buenos Aires 


Mr. Smith told briefly about the plans 
ot the United States delegation for par- 
ticipation in the next annual Hemi- 
spheric Conference which will be in 
Bu ‘nos Aires this November. Although 
the formal announcement of the meet- 
ng was only recently mailed by the 
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The Policy Your Prospects Want 


Level Protection equal to 4 times the base . . . THAT is what the 
United States Life's Quadruple Protection Contract offers. 


@ Low Guaranteed Premiums 
@ High Guaranteed Cash Values 
@ Valuable Conversion Options 


LOOK at some of the other features 


See your nearest United States Life General Agent... 
He is fully qualified to handle your insurance needs. 





y, 











Million Dollar Round 
Table ’56 Convention 
Cruise Under Way 


Working Sessions Aboard Kungs- 
holm, Friday and Saturday 
Recreation at Bermuda 


BACK IN NEW YORK MONDAY 


Chairman Arthur F. Priebe Pre- 
sides; Malcolm Adam Guest 
Speaker; Summary of Talks 


The Million Dollar Round Table for 
1956 sailed from New York on the 
Kungsholm Wednesday noon for a work- 
ing cruise to 
is due Friday morning. There will be 
a golf tournament at the Mid-Ocean 
Country Club, a fishing tournament at 
the Pompano Beach Club and tennis at 
the Elbow Beach Club, plus tours of the 
island, sailing, swimming and shopping. 
Saturday will be an open day until the 
“Cabin-Hopping” sessions that 
witer the ship has sailed. Sunday will be 
a full day of sessions, with a panel on 
techniques and two ad- 
dresses. The Kungsholm is scheduled to 
dock Monday morning at New York. 


sermuda where the ship 


evening 


basic selling 


Features of Opening Session 

The 
Table’s first cruise convention on Thurs- 
day was presided over by 1956 MDRT 
Chairman Arthur F. Priebe, CLU, Penn 
Mutual, Rockford, Ill. Guest speaker was 
Malcolm Adam, president of Penn Mu- 
tual, announcement that Penn 
Mutual would contribute a sum of money 
for an MDRT 
greeted with enthusiasm. Details of this 


opening session of the Round 


whose 


research project, was 
are given elsewhere in this paper. 
Stanley C. Collins, CLU, Metropolitan 
Life, Buffalo, president of National As- 
sociation of Life Underwriters, speaking 
on “Today’s Navigating Charts Tomor 
row’s Course,” that 
MDRT setting the 
pattern for 


stressed the role 


members have in 
other life 
years to come, the responsibility that the 


underwriters in 


present generation of underwriters has 
for seeing to it that the business is one 


that men in the future will want as a 
career, 
Mr. Priebe, besides acting as_ toast 


master, gave the traditional “state of the 
union” report on MDRT activities dur- 
ing the past year. He introduced the past 
chairmen and called on various members 
to receive recognition. 

“Business Insurance Opportunities Cre 
ated by Present-Day Developments” 
were thoroughly explored by three widely 
known authorities in this field. Their 
talks followed the traditional opening 
session Thursday morning and_ that 
afternoon they conducted “workshop” 
sessions on their respective subjects. 


(Continued on Page 3) 
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HACTS about 


John Hancock 


To bring the utmost in life insurance service and to 
meet the varying needs of the American people, the 
John Hancock maintains three separate sales organi- 
zations. As a result, Hexibility of work and career has 
been possible for those embarking on a sales future in 
the Company. Opportunity is always present for any 
man entering the sales department to choose the field 


of work most promising for his individual talents. 


aides RR: ja nok 
MUTUALJ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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Executives Compensation Approach 


Charles B. McCaffrey, director of ad- 
yanced underwriter training of North- 
western Mutual Life, addressing the 
business insurance session on the execu- 
tives’ compensation approach, said that 
there is no question that the proper use 
of life insurance in deferred compensa- 
tion arrangements, whether it be on the 
conventional key man basis or on the 
more recently developed split-dollar plan, 
can provide greater benefits for the key 
executive and his family than would be 
the case if he himself were to receive 
additional compensz ition and use it to 
purchase personal insurance. 

In many situations, there is no better 
way to benefit both the employer and 
the employe at so little net cost. When 
the basic underlying factors are clearly 
explained and understood, the method 
of funding a deferred compensation plan 
with life insurance meets with a high 
degree of acceptance. 

Life Insurance Funding 

“Having assumed the deferred com- 
se omigg obligations,” said Mr. Mc- 
Caffrevy, “the employer should set up a 
reserve for funding purposes. Sound ac- 
counting practice would require it. And 
since the liability for future payments 
may be accelerated in the event of 
death, insurance on the lives of the 
individuals concerned is certainly a most 
desirable method of funding. Where a 
deferred pay contract is funded by life 
insurance, the corporation may use the 
ultimate death benefit to off-set the 
payout. If the executive should die 
prematurely, the insurance proceeds can 
be used to indemnify the firm for his 
loss and to help meet the obligation to 
his chosen beneficiary. 

“When life insurance is used as the 
funding vehicle the following facts 
should be kept clearly in mind: 

1, The required annual premium de- 
posit is part expense, part the purchase 
of an asset. It is not a deductible item. 
The interest increment and any 


tr 


windfall profits when the policy matures 
at death will be income tax free. 

The benefits expensed out to the 
executive or his family will be deduc- 
tible, if reasonable, by the corporation. 

Describing the mechanics of the split 
dollar arrangement Mr. McCaffrey said: 

“Surprisingly enough, the mechanics of 
aa arrangement are very simple: 

The employer pays. that part of the 
site premium that is equal to the 
increase in Cash Value at the end of the 
year or the entire net premium, if less. 

2. The employe pays any amount re- 
maining after using the Dividend to 
reduce the premium and subtracting the 
employer’s contribution. In most cases 
this means a payment by the employe 
for only a few years. 

3. While the policy can be purchased 
by an employe on a personal form and 
assigned as collateral to the employer, in 
most instances it is considered the best 
procedure to have the employer apply 
for and own the policy and to support 
the contract with a signed agreement 
between management and the employe. 

“Where the foregoing mechanics are 
followed and the employer’s total ad- 
vance never exceeds the Cash Value of 
the policy, his investment is protected 
under all circumstances. 

“If the employe lives, he enjoys insur- 
ance protection at very low cost and the 
employer’s investment is always fully 
covered by the assignment of the policy. 

If the employe leaves, he can take 
over the insurance by paying the amount 
of the advance to the employer or the 
employer can recover his investment by 
surrendering the policy. 

If the employe dies, the employer will 
recover everything he has paid and the 
employe’s family receives the balance of 
the proceeds. It appears possible to 
work out an arrangement whereby the 
net insurance protection for the benefit 
of the employe can be kept out of his 
taxable estate.” 


Stock Perpetuation Approach 


Denis B. Maduro, well known New 
York lawyer and authority on taxation, 
estate planning and business insurance, 
addressed the business insurance session 
on stock perpetuation approach. 

There are two main types of normal 
cases, he said. 

(1) The Stockholder-Son Case. This 
is the case of the client who is inter- 
ested in perpetuating his stock because 
he wants to leave all or most of it to his 
son who is already wroking in the busi- 
ness, 

(2) The Majority-Stockholder Case. 
This is the case of the client, usually a 
majority stockholder, who is interested 
In perpetuating his stock because he 
believes that it is a more valuable asset 
than the cash his estate could obtain 
from any sale. 

‘In our Stockholder- Son Case,” said 
Mr. Maduro, “the client is motivated 
primarily by emotional factors. The busi- 
ness may or may not be profitable. The 
stock may or may not be more valuable 
than cash. The son may or may not 
get along with the co-stockholders. 
Those factors are secondary and inci- 
dental. The most dominant and motivat- 
Ing factor is that the client wants to 
leave all or most of his stock to his 
son already in the business. 

‘In our Majority-Stockholder -% 
the client is motivated primarily by fi- 
nancial factors. He may or may not 
ave a son in the business. He may or 
May not love his wife and family. He 
may or may not get along with his co- 
stockholders. Those factors are sec- 
ondary and incidental. The most domi- 
Nant and motivating factor is that the 





client believes that his closely held stock 
is an asset too valuable to sell. 
The Normal Stymies to Stock 
Perpetuation 

“Our second point for analysis is this: 
What are the normal stymies to stock 
perpetuation? In other words, what 
normal factor would make it impossible 
or impractical to accomplish the stock 
perpetuation which is desired by the 
clients in our Stockholder-Son Case and 
our Majority-Stockholder Case ? 

“In our Stockholder-Son Case, the 
normal stymie to stock perpetuation is 
the simple factor of “insufficient outside 
property,” that is, a lack of property 
other than the closely held stock. This 
normal stymie factor makes it impossible 
for the client to leave his stock to his 
son and, at the same time, also accom- 
plish his other personal objectives, such 
as providing (a) an adequate income for 
his wife and/or (b) an equality of divi- 
sion of his total estate among all of his 
descendants. 

“In our Majority-Stockholder Case, 
the normal stymie to stock perpetuation 
is often the same simple factor of 
‘nsufficient outside property,’ but it may 
also be any other factor which prevents 
the perpetuation of voting control. In 
other words, where closely held stock is 
retained solely for financial reasons, the 
problem of perpetuating the stock is 
synonyinous with the problem of per- 
petuating voting control. The reason is 
because voting control is the most im- 
portant single element in the financial 
value of closely held stock which is 
owned by an estate or a family not ac- 
tive in the business. Accordingly, the 
normal stymie factor of ‘insufficient out- 
side property’ would make it impossible 


MALCOLM ADAM ANNOUNCES 





Penn Mutual Contributing to MDRT 
for Use as Research Project 
Benefiting Field Men 
In recognition of the fact that one of 
Penn Mutual’s agents—Arthur F. Priebe, 
CLU—is MDRT chairman this year, 
Penn Mutual Life is contributing a sum 
of money to MDRT for use in a re- 
search project designed to benefit the 

field forces generally. 

This announcement was made by 
President Malcolm Adam of Penn Mu- 
tual, May 17, at opening session of the 
Round Table’s first cruise convention, 
which is on board the Kungsholm. Tra- 
ditionally, the chairman’s company pre- 
sents a handsome souvenir to each 
MDRT member. 

In making his announcement Mr. 
Adam mentioned what life insurance 
business is doing in medical research 
and told something of a research project 
that Penn Mutual has supported for 
some years, a follow-up on the results 
of cancer treatments. For a compara- 
tively modest outlay he saw opportuni- 
ties in research designed to benefit the 
field force. 

Chairman Priebe in thanking Mr. 
Adam and the Penn Mutual announced 
a committee to investigate projects for 


the use of this money and to make 
recommendations to MDRT executive 
committee. The tentative committee 


(designated as public relations commit- 
tee) has as its chairman William T. 
Earls, CLU, Mutual Benefit general 
agent, Cincinnati. other members being 
Philip F. Howerton, Connecticut Mu- 
tual, Charlotte, N. C., and Mr. Priebe. 





for the client’s estate to perpetuate vot- 
ing control and, at the same time, pro- 
vide for payment of all taxes and other 
obligations of the estate. 


The Normal Solution to the Stymie in 
the Stockholder-Son Case 


“Our third point for analysis is this: 
What is the normal solution to the 
stymie in our Stockholder-Son Case? 
In other words, how do you normally 
overcome the stymie of ‘insufficient out- 
side property’ which makes it impossible 
for the client to leave his stock to his 
son? 

“It is evident that there are as many 
normal solutions as there are ways for 
a client to increase the amount of his 
property in addition to his closely held 
stock. I am sure that your active brains 
are bursting with a number of these 
solutions, probably all centered around 
the peac eful ac quisition of additional life 
insurance. 

“T will give you what I think is the 
most obvious solution. This may have 
escaped your attention, not only because 
of its simplicity, but also because it does 
not necessarily require the use of insur- 
ance. Of course, if the client happens to 
be insurable, he will find that this ob- 
vious solution makes the use of insur- 
ance more practical because of the pro- 
visions in the 1954 Internal Revenue 
Code which eliminate the premium pay- 
ment test on the taxability of third 
party insurance. 

“For clarity, I give to my obvious 
solution the title of ‘Convertible Stock 
Perpetuation Sale.’ This means that you 
accomplish stock perpetuation through 
the medium of a stock sale which con- 
tains a ‘conversion feature.” In other 
words, the stock is sold to get the re- 
quired additional property to the es- 
tate, and then the sale includes a ‘con- 
version feature’ which enables the son 
to get the stock. The result is that the 
family unit winds up with both the stock 
and the required additional property.” 





Telephone Technique as 
Used by Henry F. Silver 


Some practical suggestions on_tele- 
phone technique were given by Henry 
F. Silver, New England Life, New York. 


MDRT Cruise 


(Continued from Page 1) 


Michael D. Bachrach, prominent Pitts- 
burgh CPA, showed thow the ability to 
interpret a balance sheet gives an agent 
a decided advantage over one who lacks 
this knowledge. A question that business 
men often ask and that is of equal inter- 
est to life underwriters is “How much 
can my business afford to pay for life 
insurance premiums?” ‘Mr. Bachrach 
said. He said his formula is entirely 
home-made and he has never heard it 
advocated by anyone else but “because 
clients who ask that question expect a 
satisfactory answer I have generally sug- 
gested a figure equivalent to 10% of the 
amount paid during the year for execu- 
tive salaries.’ 

Charles B. McCaffrey, Northwestern 
Mutual Life’s director of advanced un- 
derwriter training, said there is no _ques- 
tion but that the proper use of life insur- 
ance in deferred compensation arrange- 
ments, whether on the conventional key- 
man basis or the more recently developed 
split-dollar plan, can provide greater 
benefits for the key executive and his 
family than would be the case if he 
himself were to receive additional com- 
pensation and use it to purchase personal 
insurance. 

Denis Brandon Maduro, New York 
attorney and outstanding authority on 
taxation, estate planning and business 
insurance, said there are many situations 
where the prospect is much more likely 
to buy on the basis of stock perpetuation 
than selling the stock of his corporation. 

Summaries of these and other papers 
heard on the first half of the convention 
cruise are reproduced in this issue. 

The first session of “Cabin-Hopping,” 
at which members dropped in at dis- 
cussions on subjects of special interest 
to them, took place Thursday evening. 
Each cabin host gave out printed mate- 
rial giving his introductory talk and 
many also included exhibits and figures 
from hypothetical and actual (but dis- 


guised) cases. Here are some quotes 
from the cabin hosts’ talks: 
Nathan H. Burgheim, CLU, North- 


western Mutual, St. Louis: “In the past 
10 or 15 years of increasing business, 
many firms have expanded and_ their 
key-men have been given stock or given 
opportunities to buv stock. Today, these 
key-man_ stockholdings represent sub- 
stantial amounts, although originally 
they may have been very nominal. In 
this period of business expansion many 
companies have been started. As I see 
it, our job is to find the key-men who 
are successfully running these new or 
expanded businesses. Their original stock 
probably was quite nominal in amount, 
in many cases just a few thousand dol- 
lars. Today. these interests are worth 
$25,000, $50,000, $100,000 and even much 
more.” 

Tram H. Brewster, Phoenix Mutual 
Life, Pittsburgh: “ A recent survey 
showed that 'oss of executives to cor- 
porations, for reasons other than death 
or retirement, are at a pace exceeding 
the pre-war rate by almost one-third- 
in some engineering industries by more 
than 50%. Corporations are searching for 
an answer to (1) how to retain present 
executives and (2) how to recruit new 
managerial employes for replacement or 
expansion purposes, Our industry is in 
a unique position: We have the tools 
whereby companies can solve these two 
problems to a great extent through the 
use of our kev-man protection.” 

Harold M. Covert, Jr., Mutual Benefit 
Life, Allentown, Pa.: “The equity owner 
in a corporation realizes that a new look 
must be taken at his over-all combina- 

(Continued on Page 8) 


He uses a short, low pressure approach 
to get an interview, He also has a defi- 
nite plan for getting leads from clients 
in which he suggests contacts in the 
various channels of interest of the client. 
He gave a telephone approach he has 
used successfully for some time. 











May 18, 1956 











Million Dollar 


Round Table 


To 


Cruise 


Bermuda 








Earls Explains Split Dollar Idea 


Mu- 
the 


sessions discussed some 


William T 
tual 
“cabin hopping” 
thoughts on the split dollar idea 

“All the split dollar plan is,” said Mr. 
Earls, “is a regular life insurance policy, 
quite often Life Paid Up at 65, the pre- 
mium payments for which are split be- 
tween two entities, one, the owner of 
the cash value and two, ‘the recipient of 
the death benefit. Putting it perhaps 
even simpler, somebody pays the pre- 
mium for the investment part of the 
contract and somebody pays the pre- 
mium for the protection part. Who pays 
which part depends on the situation into 
which you inject the Split Dollar. This 
is really the only complicated thing 
about the subject—where to use it. 

“The actual mechanics are these. A 
proposal is prepared, and one is sub- 
mitted, showing the amount of pre- 
mium at an illustrated age. Then in 
separate columns is shown the amount 
paid by the corporation or the person 
who owns the policy per year. This is 


<arls, general agent 





Zenefit Life at Cincinnati, in 


accumulated cash value. The second 
column is the difference between the 
cash value and the net premium, whether 
it be paid by the insured or the person 
who will receive the death benefit. The 
next column is the amount paid to the 


owner in the event of death and this 
is the cash value. The last column. is 
the net death benefit which is the dif- 


cash value and the 
amount of the policy. What other 
columns are added, to make the deal 
clear, or fancy, or more complicated, or 
more sexy, or more exclusive, or to show 
"we are ‘smarter than you are, by us 
high powered guys with all the brains 
in the Million Dollar Round Table- 
sometimes this is done to confuse even 
the elect. In any event, that’s the me- 
chanical part to the presentation of the 
sale. 

“Then after the sale is made, at least 


ference between the 
face 


in our company, an agreement is en- 
tered into between the owner of the 
policy and the recipient of the death 
benefit outlining the provisions under 


which the plan operates.” 


Corporate Life Insurance Procedure 


\n extensive paper was prepared by 


Julian D. Walter, Northwestern Mutual, 
Chattanooga, on procedure and_ sales 
opportunities in corporation life insur- 


ance, in which he covered under section 
heads the following: 

Relation of Management to Business. 
Does Your Company Need Business Life 
Insurance? Your Company Without 
Business Insurance Upon the Death of 


a Key-Man. Your Company With Busi- 
ness Insurance Upon the Death of a 
Key-Man. Your Company With Busi- 


ness Insurance During the Life of Key- 


Men. Key-Man Indemnification and Col- 
lateral Values. Advantages of Business 
Life Insurance. Estate Conservation. 
Liquidation of Stock Interests. Tax- 


Accumulation of Corpora- 


Which Mistake Will You 


“For a number of years,” said Mr. 
Walter, “I have preferred to work on 
the basis of a written proposal which 
is usually mailed (or can be delivered) 
to the prospect after the initial fact- 
finding interview. This proposal is ac- 
companied by a transmittal letter which 


Free Income. 
tion Reserves. 


Make? 


I try to personalize. For several rea- 
sons, I find that I am doing more and 
more of my work through the mail and 
over the telephone. I find that I can 
expose myself to my potential market 
to a greater extent in this manner with 
less effort and time consumed on my 
part. 


“This proposal, 


my proposals, is standardized so that it 


like practically all of 





Balance Sheet as Tool 


The balance sheet as a tool for the 
life underwriter was discussed before the 
business insurance session by Michael D. 
Bachrach, CPA, of Pittsburgh. He cited 
six guideposts in the balance sheet which 
will help steer the underwriter to his 
goal when he reads the prospect’s finan- 
cial statement. They are, total 
the size of the business; ratio of capital 
to liabilities—the strength of the busi- 
ness ; to current 


assets— 


ratio of current assets 
liabilities—the working capital position; 
contingent liabilities—the “unrecorded 
mortgages”; surplus accumulation—the 


danger signal; executive payroll—how 
much insurance. 
Mr. Bachrach suggested a_ simple 


formula for answering the oft-asked 
question how much a business can afford 
to pay for life insurance premiums. He 
suggests a figure equivalent to 10% of 
the amount paid during the year for 
executive salaries. : 





is not necessary to spend much of my 
time on its preparation. On the .other 
hand, the prospect has often times been 
impressed with the typewritten propos: : 
and the belief that I have given a gr 
deal of time, thought and effort to - 
preparation for his benefit. I grant you 
it is a ‘catch-all’ proposal designed to 
explore where his principal interest may 
be, but it does attempt to get across the 
original premise that upon the death of 
a key-man there is an economic loss that 
should be insured and that there are 
collateral values in the purchase of such 
insurance. 

“The propos ul also attempts to guide 
the prospect’s thinking along the lines 
that I want him to think, and it attempts 
to discuss certain technicalities and tax 


laws in order that these technicalities 
and tax laws, which are important, do 
not have to be discussed in the sales 


interview except by reference, thus sav- 
ing a lot of time in explanation. 

“Very often the key-man, through 
false modesty or other facts, does not 
feel that he is in a position to push the 
idea of the purchase of insurance on his 
life, and may even take a negative atti- 
tude toward the purchase of such in- 


surance. In such cases, I know of in- 
stances where the key-man, upon the 
receipt of the proposal pencilled a 
memorandum to another person and 
asked, ‘What do you think of | this 
plan?’ with the result that this indi- 
vidual took the lead in pushing the pur- 


chase of the insurance. 





Package Selling—Streamlined 


Pacific Mutual, Mc- 
“Package Sell- 
about his 


Chester Ashford, 
Farland, Calif., discussed 
ing—Streamlined.” In telling 
methods, he said in part: 

“In my sales presentation I usually 
start with a simple eye catcher or opener 
to obtain interest and by talking about 
the problem of life and fixing the prob- 
lem of life on the prospect I offer a 
complete package (Plan) to do the com- 
plete job. For the salaried person, who 
more or less has a fixed income, with a 
wife and two children I would offer a 
package of, say, $5,000 basic coverage 
with Family Income Protection of $100 
to $200 per month income to guarantee 
protection for the family during depend- 
ency period. Plus income protection 
against disability of $200 per month. If 
I find my prospect is able to afford more 
protection for his family I would extend 
the family protection to a Life Income 
for the wife beyond the family depend- 





Latching on to Corporate 
Dollar Seen by Burgheim 


“Due to high income taxes and high 
costs of living,” said Nathan H. Burg- 
heim, Northwestern Mutual, St. Louis, 
“there is a definite ceiling on the amount 
of premium dollar we can get from the 
personal income of our clients. This may 
be $1,000, $2,000, $3,000, or as much as 
$5,000. If we want to go beyond this 
limitation, then we must ‘latch on to the 
corporate dollar.’ How do we go about 
its 

“In a corporation we usually have a 
number of individuals involved, and it is 
always best to sell one man on the idea 
we have in mind and then he in turn 
can help us convince the others. 

“Usually the first question our pros- 
pect asks us is—Are corporation life in- 
surance premiums a deductible business 
expense? No, they are not and I am 
sure that you would not want them to 
be, for if they were, the entire proceeds 
of the life insurance payable at death 
would be subject to income tax—which 
would practically defeat the purpose for 
which it was purchased. As a matter of 
fact, a similar investment by your com- 
pany in government bonds or some other 
like investment in other forms of prop- 
erty would not be deductible either. 

“T believe the best way to introduce 
our subject is by asking questions. Some 
of these are— 

“Does your business have a buy and 
sell agreement? Must the executor of 
your deceased associate sell, or just offer 
the interest for sale to the survivor at 
no stipulated or formula price? Do you 
know how the Treasury Department 
goes about setting a valuation for your 
stock? (Estate Tax 706). Do you want 
to be in business with your partner’s 
widow’s second husband ? (Matson’s clas- 
sic). Does your business pay dividends 
regularly? If yes—Then you will prob- 
ably want your family to continue own- 
ership of the business if anything hap- 
pens to you. Don’t you think it would 
be a good idea to indemnify the business 
in event of your loss? If no—Then you 
will want your faunily y to get out of the 
business, won’t you? 

“Are you planning to continue all or 
part of a decedent’s salary for a limited 
period? If no—Don’t you think it would 
be a good idea to have your wife receive 
all or part of salary for a few years, if 
something were to happen to you? If 
yes—Have you made such a provision in 
separate agreement ?” 





Employer Employe Problems 


Involving Compensation 
Harold M. Covert, Jr., Mutual Benefit 


Life, Allentown, Pa., in the business in- 
surance sessions, discussed compensation 
for employer and employe under the 
general headings of equity owners, man- 
agement employes and second line man- 
agement. He summarized his findings as 
follows: 

“The equity owner realizes that a new 
look must be taken at his overall com- 
bination of compensation plans, because, 
at all costs, he must make his profit be- 
fore he can diversify. 

“The proper combination actually cre- 
ates an economic balance for key em- 
ployes with insurance to guarantee bene- 
fits, while for ex: ample, equities increase 
through stock option and profit-sharing 
plans. 

“Very little thought is given to a de- 
flationary hedge, which will more quickly 
receive today’s business than “accepted 


gradual inflation.” The sound dollars 
placed into insurance are today at in- 
flation’s highest peak, proving them- 


selves to be more valuable than ever 
before in this tight money market, while 





ency period, or offer a base plan which 
will supplement his Pension plan or 
Social Security Plan at retirement age.” 


Valuation Clause in 
Restrictive Agreement; 


In a discussion of valuation clause jp 
restrictive agreements, Vincent A. \j- 
letti, Northwestern Mutual Life, Newark 
N. J., said he did not suggest that the 
life insurance man become an accountant 
and he also avoids placing a valuation on 
the client’s business interest as that falls 
within the province of the accountant, 

The approach to continuous revalu- 
ation of business interests may folloy 
two avenues, the said. (1) A_ thoroug! 
understanding of the valuation clause: 
incorporated in the agreements; and (2 
A reasonable knowledge of accounting 
practice to enable us to discuss with our 
clients the component parts of their 
balance sheet and/or the operating state. 
ment. 

“These valuation clauses follow four 
main patterns,” continued Mr. Miletti 
“There are many others, of course, but 
I think the four I am going to cite wil 
be sufficient to guide us. The valuation 
clause patterned after A.R.M. 34. 4 
valuation clause based on the average 
net earnings for a period of years. A 
valuation clause based on book value 
A valuation mutually arrived at. 

“As I have contended in the past, ir- 
respective of the phraseology, pattern, 
or formula incorporated in the valuatior 
clause, unless the parties to the agree. 
ment are fully aware of the need for. 
realistic determination of the fair mar- 
ket values as opposed to the book value: 
shown in the various items of the bal- 
ance sheet, the effectiveness of the valu: 
ation clause and the price per share wil 
have no basis in fact with the actual 
value of the business. 

“This, then, leads us into the second 
avenue that we must follow in under- 
standing and applying continuous revalu- 
ation as a source of new business. An( 
here I refer, of course, to a reasonable 
knowledge of accounting practices, par- 
ticularly to the extent that those item: 
in the balance sheet which will have : 
bearing on the ultimate price per share 
be understood by you.” 





at the same time yielding one thousand 
dollars for one dollar in event of death 

“The same men who speak of cot: 
tinued inflation are seeking a fixed dol- 
lar guarantee through living agreements 


which will reward their efforts. These 
men need economic balance. The one 
dollar in cash reserve must maintain 


its balance with the ‘working’ dollar 
but scales, at no time, can afford to be 
tipped beyond repair.” 





Key Man Coverages as 
Seen by I. H. Brewster 


The obvious reason for key man insur- 
ance, said I. H. Brewster, Phoenix Mu: 
tual, Pittsburgh, stems from the exect: 
tive turnover which exists and_ ha 
sharply increased in the last ten yeati 
and has presented corporations, larg 
and small, with an ever increasing prob: 
lem of great personnel cost and waste 
effort. Loss of executives to corpore 
tions, for reasons other than death © 
retirement, are at a rate of one-thir 
and in engineering industries it has e* 
ceeded 50% » 

“Our industry is in a unique position, 
said Mr. Brewster. “We have the too* 
whereby companies can solve these prob- 
lems to a great extent, through the us 
of Key Man protection. I feel they fa! 
into six main categories, namely: Inder 
nity to the corporation for the loss ° 
a key man; obtaining new personne: 
surplus shelter for the corporation; Cc 
lateral and credit benefits to the co 
poration; estate tax benefits to the ke! 
man, and last but not least, deferré’ 
compensation. 

Mr. Brewer discussed each of the 
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59,451,944 TIMES | iard-working 


Advertisements 


like this one will be seen by 

° 

eee New York Life millions in Life, Look, Saturday 

Evening Post, Collier’s, Time, 

Newsweek, Town Journal, 

8 e . : 

will present Has American Magazine, Better Homes 

& Gardens, American Home, 

Holiday, Atlantic Monthly, 

message ee browe cr Harper’s Magazine, The New 
Yorker, Sports Illustrated and 

other leading publications. They’ll 

help stimulate even greater 


H | 
sales horizons ° demand for New York Life 


products! 
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A MUTUAL COMPANY FOUNDED. IN 1845 


Modern policies for modern needs include Ordinary Life Insurance, Group Insurance, Accident and Sickness Insurance and Pension Trusts 





























Alan F. Lydiard 
WILLIAM WOOD PRINCE 


of the nation’s foremost business 
William Wood 
president and chairman of the 
Stock Yard & Transit Co., was 
a director of John Hancock Mu- 
Paul F, 


One 
executives, Prince of 
Chicago, 
Union 
elected 
tual Life, 
Clark, president. 

At 42, Mr. 


of nineteen 


it was announced by 


heads up a group 
enterprises, 


Prince 
commercial 


which includes the Union Stock Yards. 
He is a director of Armour & Co., the 


Baldwin-Lima-Hamilton Corp., the First 
National Bank of Chicago, and is chair- 
International Live 
Stock Exposition. A graduate of Groton 
School and Princeton University, Mr. 
was related to the late Frederick 
railroad finan- 
had a major interest in the 
affairs of more than 40 U. S. railroads, 
and was instrumental in the building of 
four. William Wood Prince becz ume 
trustee of the Prince enterprises in 1943. 


The elder Mr. Prince died ten years 
later. 


man of the board of 


Prince 


Henry Prince of Boston, 


cier, W ho 


Appoint James G. Bonser 


James G. Bonser, former agent for 


National Life of Vermont, has been 
named general agent in charge of Occi- 
dental Life of California’s first general 
agency in Albany, Georgia. Mr. Bonser 
joins Occidental with more than seven 
years experience in life insurance, in- 
cluding six years with National Life. 


He is a holder of the National Quality 


Award and e: arned membership in his 
former company’s organization for top 
salesman six consecutive years. 

A native of London, England, Mr. 
Bonser is a member of the Georgia 
Leaders Round Table, Albany Associ- 
ation of Lite Underwriters, Radium 
Country Club, and is president of the 


Executives Club of 
ant District 
scouts ot 


Albany and Assist- 
Commissioner of the Boy 
\merica. 
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Michael P. Coyle Heads 
New York City Ass’n Slate 


Michael P. CLU, Phoenix Mu- 
tual, has been nominated for president 
of the Life Underwriters Association of 
the City of New York to serve through 
1957. Other members of the slate 
include Arthur L. Sullivan, Fidelity Mu- 
tual, administrative vice president; Harry 
Phillips, 3rd, CLU, Penn Mutual, educa- 
tional vice president; Stanley R. Wayne, 
Mutual Benefit, membership vice presi- 
dent; Charles Anchell, New York Life, 
public relations vice president; and Ray- 
CLU, Berkshire Life, 


Ce ryle, 


June, 


mond F. Thorne, 
treasurer 

Directors to serve through June, 1959— 
Irving S. CLU, New England 
Zenjamin D, Goldstein, The Pru- 
Alfred S. Howes, Connecticut 
James J. McCann, Jr., Home 
Life; Thomas D. Mackey, Jr., Equitable 
of Iowa; Benjamin Rikelman, CLU, 
Metropolitan; Arnold Siegel, Union Mu- 
tual; Murray White, Aetna Life. 


Sober, 
Life; 
dential ; 


Mutual; 





SUN LIFE OF AMERICA MEET 
Over 300 Qeiiied fer Miami Beach 
Gathering May 24-26 To Be Trans- 
ported by Planes; Kesmodel Chrm. 


An attractive program has been pre- 
pared by the Sun Life of America, Balti- 
more, for the 1956 convention of its 
managers, assistant managers and agents 
to be held May 24-26 at the Sea Isle 
Hotel, Miami Beach. Harvey L. Kes- 
model, Jr., sales promotion manager of 
the company, is general chairman on 
arrangements for this gathering. 

A record number of over 300 from 
various parts of the country have quali- 
fied to attend and arrangements ‘have 
been made with Eastern Air Lines to 
provide transportation by air for one and 
all attending. Wives will be included. 

Program high spots include a “get 
acquainted” reception on Thursday, May 
24, and at the President’s banquet the 
next evening, followed by a_ business 
session, Stanford Z. Rothschild, Sr., 
president of the Sun Life, will deliver 
the principal address at the banquet. 





Soon to Start Construction 
Of New NALU Building 


The National Association of Life Un- 
derwriters has now completed the trans- 
fer of its headquarters from New York 
to temporary quarters in Washington 
preparatory to the eventual move into 
the proposed new Life Underwriter 
Memorial Building in the nation’s capi- 
tal city. The Fine Arts Commission has 
approved the architect’s drawing of the 
new structure. This approval was on 
the basis of a four story bnilding. Con- 
struction on the first three floors is 
scheduled to start soon, with the fourth 
floor to be added later as demands of 
space require. Meanwhile, NALU head- 
quarters are at 1800 H Street, N.W., 
Washington 6, pending the move into the 
new building. 


M. L. CAMPS, 





modest personal production job. 


Street, New York 38, for interview. 








We believe such a man is a temporary supervisor on his way to his 
own agency. Our company concurs in this idea. Salary plus incentive 
compensation. Write Box 2413, The Eastern Underwriter, 93 Nassau 


Are You an Apprentice General Agent? 
Growth-minded life agency in midtown New York needs you 
if you can: (1) Recruit, train and supervise men; (2) participate 
in all phases of agency administration and development; (3) do a 
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Maurice Blond Honored as 
Leader of Mutual Trust 

associated with the 

Mutual Trust 


Maurice Blond, 


3ergen-Eiber agency of 


Life in Brooklyn, has been awarded his 
company’s agent award, the Edwin A. 
Olson Memorial Achievement Trophy. 


Mr. Blond was also awarded a plaque as 
the 1955 leader in volume and a citation 
of merit “for his leadership and contri- 
bution to the profession of life insur- 
ance.” Awards were presented at a re- 
cent company convention, 

Mr. Blond, whose production qualifies 
him for membership in the Million Dol- 
lar Round Table, has been a life insur- 
ance agent since 1946 and has been a 
long time leader of Mutual Trust Life’s 
production club. He is a graduate of 
University of Connecticut’s Estate Plan- 
ning and Advanced Underwriting 
School, specializing in analysis of per 
sonal and business problems. Active in 
association activities, he has been a 
member of the board of directors of the 

3rooklyn branch of the Life Under- 
writers Association of the City of New 
York since its inception, and is cur- 
rently serving as educational vice presi- 
dent, 

Mr. Blond is also active in fraternal 
and charitable life in the New York 
area. He is educational director of the 
Henry Street Settlement Federal Credit 
Union, executive board member of the 
Lower East Side Neighborhood Asso- 
ciation; and secretary of the Clark 
House "Alumni Association. In addition 
to these activities, he is also a Mason 
and a Pythian. He is in demand as a 
speaker and has written many articles 
for the insurance press. 





United Life Expands Line 
Of Mortgage Protection 


To round out its lines of mortgage 
protection policies, ag Life and Acci- 
dent, Concord, N. , has added a 24- 
payment, 30-year limited payment, de- 
creasing term policy. 

Pointing out the continuous growth of 
residential building, President Douglas 
B. Whiting, in announcing the new 
policy, said “The importance of mort- 
gage protection is becoming more and 
more recognized. United Life now offers 
mortgage protection on plans to meet 
the needs of every homeowner and 
homebuilder.” 

Previously United Life had offered 12- 
payment, 15-year; 15-payment, 20-year; 
and 20-payment, 25-year mortgage plans. 
The new policy is designed to complete 
coverage in this field. 


General Agent 
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Dr. Heald Will Deliver 
First McCahan Lecture 


Dr. Henry Townley Heald, chancellor 
of New York University, will deliver the 
initial lecture of the recently formed 
David McCahan Foundation, according 
to the announcement of Harold M. 
Stewart, CLU, executive vice president, 
The Prudential, who is chairman of the 
governing committee of the Foundation. 

The first lecture will be given at the 

University of Pennsylvania in the spring 
of 1957 and will be a part of the 75th 
anniversary observation of the Wharton 
School of Finance and Commerce. 
_ The David McCahan Foundation was 
formed last year as a memorial to the 
late Dr. David McCahan, CLU, who 
was president of the American College 
of Life Underwriters at the time of his 
death in 1954. Plans of the Foundation 
call for a series of annual] lectures on a 
creative plane for the life insurance 
business and the public. 

Mr. Stewart recently appointed the 
following subcommittee chairmen to 
serve the governing committee of the 
David McCahan Foundation: lecture 
subcommittee, Ray D. Murphy, chair- 
man of the board, Equitable Society; 
arrangements subcommittee, Charles J. 
Zimmerman, CLU, managing director of 
LIAMA, who has been elected president 
of Connecticut Mutual Life; and publica- 
tions subcommittee, Hilbert Rust, CLU, 
president of insurance R.&R. Service. 





OCCIDENTAL NAMES J. A. WOOD 

James A. Wood, former agent in 
Riverside, Calif., for Penn Mutual Life, 
has been named general agent in River- 
side for Occidental Life of California. 
Mr. Wood joined his former company 
in Los Angeles in 1948, and in 1951 
moved his activities to Riverside. A 
native of Indiana, he is a graduate of 
the University of Southern California 
and served in the Navy. 
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Frank L. Rowland Views 
On Office Management 


ADDRESSES LOMA GRADUATES 





LOMA Managing Director Tells What 
to Expect in the Years Ahead in 
Annual Meeting Talk 





Cost reductions accomplished in recent 
years by office managers, expressed in 
terms of man-hours, have been at least 
equivalent to similar accomplishments 
by production workers throughout busi- 
ness industry, Frank L. Rowland, 
managing director of the Life Office 
Management Association and one of the 
pioneers in office management research, 
said this week. 

Addressing the annual meeting of the 
Society of Life Office Management As- 
sociation Graduates at the Belmont 
Plaza in New York City, Mr. Rowland 
further predicted that office management 
holds promise of even greater impor- 
tance to the future advances in business 
opers itions. 

“Within the next 25 years, tremendous 
teclinical advances will give rise to even 
greater social and economic problems 
that will affect us all,” he said, “and the 
need for dealing with these articulately 
wil] raise the status of the office produc- 
tion manager far beyond where it is 
now.” 


and 


Life Business Experience 


Mr. Rowland cited the experience of 
the life Insurance business to show the 
greater productivity of office workers in 
recent years. He said that a recent sur- 
vey of a representative group of com- 
panies showed three times as much busi- 


ness handled per worker as 12 years 
before. 
“This greatly increased productivity 


was not the result of any revolutionary 
changes in methods or machine installa- 
tions, but rather reflected consistent 
study and attention to every single phase 
of office operations by companies indi- 
vidually and jointly,” he said. 

Among the things to expect in the 
years ahead in connection with office 
management, according to Mr. Rowland, 
are. 

An even more clear-cut recognition of 
the staff nature of office management; 
office machinery, particularly electronics, 
will play an increasingly important role, 
relieving workers of considerable routine 
thinking, so that they may devote more 
time to real thinking; better selection 
and training of supervisory personnel; 
the office methods man will become the 
office engineer, comparable to the indus- 
trial engineer in the factory; more 
recognition will be given in wages to 
production results rather than time spent 
on the job; supervisory compensation 
will better reflect relative performance ; 
more industries will organize institu- 
tional educational courses on office man- 
agement, similar to the work being done 
by public utilities, banks and the insur- 
ance business. 


Management Planning Panel 


\ panel discussion on “Management 
Planning” featured the afternoon session 
of the meeting. William W. Eitel, meth- 
ods manager at Home Life, was moder- 
ator and pictured personnel management 
as everybody’s business, not merely the 
responsjbility of the “boss.” 

rhe effects of college recruiting on the 
people already employed were discussed 
by John M. Gapco, personnel manager 


of Guardian Life. Glen B. Gross, ex- 
ecutive assistant, New York Life, dis- 
ag salary administr. ation, emphasiz- 


ing the two points of view, paying and 
re -eiving, to illustrate that all are in the 
dual position. 

The part played on careers by atti- 
tudes, both in and out of the office, was 
discussed by Harold B. Brian, assistant 
vice president, Teachers Insurance and 
Annuity Association. Donald Hyer, as- 
Sistant personnel director, Mutual Life, 
discussed the basic principles of inter- 
View techniques and the use of in- 
terviews as a supervisory tool. 


JACK E. 
Occidental 


opened its first general agency in San 


NICHOLSON NAMED 


Life of California has 


Bernardino, California and has appointed 


Jack E. 


Nicholson, a former 


Nicholson as general agent. Mr. 
agent and division 


manager for Prudential, brings more 


than seven years experience in the in- 
surance field to his new He is a 
Million 


post. 


member of the Dollar Round 


Table. 


SAVANNAH ASSN. SLATE 

At the regular monthly meeting of the 
Savannah Association of Life Under- 
writers, the nominating committee put up 
the following slate of officers, which was 
unanimously approved. The officers will 
take office in June. 

John C. Watkins, Life of Virginia, 
president; Frank Cheatham, Prudential, 
first vice president; C. P. Morgan, Inter- 
state, second vice president; Capers F. 
Smith, Equitable, treasurer; Ralph S. 
Speir, Metropolitan, secretary. 


Occidental Names McNamara 

Arch McNamara, 
Antonio for Occidental Life of California 
has been named brokerage manager of 
the company’s San Antonio branch office. 


former agent in San 


Mr. McNamara, who attended the Uni- 
versity of Miami and is an Air Force 
veteran, is a member of the local Life 
Underwriters association and the Estate 


Planners Council. He was an agent for 
New York Life in San Antonio betore 
joining Occidental in January, 1955. 
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-2 Non-Contributory Pension Plan for Personal Security. 
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_MEN WITH AGENCY-BU 


who are especially interested in: 
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EVERY Agent in The Golden Rule Contract 
with The Golden Rule Company. 
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COLUMBUS MUTUAL 


The Golden Rule Life Insurance Company 
Home Office: 303 E. Broad St., 


Frederick E. Jones, President; Ben F. Hadley, C.L.U., Vice Pres. & Sup’t. of Agents 


Columbus 16, Ohio 


The Golden Rule Agents’ 
Contract will ATTRACT 
and HOLD every kind 

of Agent: 


PLUS 


Friendly and Effective 

Home-Office Field Help 

q for YOU in Recruiting, 

Training and Building 
YOUR AGENCY! 
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Pensions - Changing Picture In Canada 


Ralph E. Foster, Canada Life, Ottawa, 
told of the changing picture in Canada 
with reference to executive and employe 
His paper cited extracts from 
giving the 


pensions. 
the Canadian income tax 
changes. 

Mr. Foster said that comparatively 
few Canadian life underwriters devote 
their full time to pension plans but 
practically everyone has some cases to 
deal with. Some of his observations fol- 
low: 

“There are several ways by which ex- 
isting plans which provide relatively 
nominal benefits may be amended to 
look after the needs of a special group. 
The little blue book of ‘regulations’ put 
out by National Revenue says, ‘there 
shall be no discrimination’ as among 
employes, but our experience has been 
that wherever a sound reason has been 
advanced for taking a particular course 
of action, the regulations have been 
sufficiently elastic to stretch around it. 
I therefore suggest that you might con- 
sider amendments along the following 
lines to improve existing plans for the 
benefit of executives or special employe 
groups—all suggestions being subject to 
the particular set of circumstances war- 
ranting their being advanced to Ottawa 
for approval. 

“Amend your past service, for exam- 
ple, by jumping say a 1% benefit to a 
2% benefit for all employes with 10 
years or less to retirement. An im- 
proved benefit of this nature might also 
say 20 years of service or more, pro- 
vided your special personnel come within 
this group. You can also now use pres- 
ent day salaries as the basis for adding 
to the past service benefit instead of 
salaries as of the date of installation of 


the plan, a development in pension plan 
administration which represents a. re: il 
loosening up over previous administra- 
tive practices. 

“You might set up a separate cate- 
gory for personnel based on classifica- 
tions, such as salaried staff versus 
hourly-rated; union versus non-union; 
as a basis for a request to Ottawa for 
approval of an increase in past service 
benefits for the group. Above all you 
should not use a breakdown by sched- 
uled salaries—it just won't be approved. 

“Section 76 of our Income Tax Act is 
a delightful piece of legislation which 
offers real scope to an imaginative un- 
derwriter. This section provides for spe- 
cial payments by the employer to insure 
that the obligations of the fund or plan 
to the employes may be discharged in 
full. It could be used as a form of 
deficit financing to provide benefits be- 
yond the limits prescribed under the 
other sections of the Act in connection 
with approved pension plans. 

“No reason also why an improved cur- 
rent service section could not be set up 
for the group of employes selected. A 


14% formula could be increased to 
1%4%, 134 or even 2%. A 4 or 5% money 
Mier Ea plan could “be increased to 6 


or 7% or higher if the age and service 
distribution of the group warrant it. 
“In cases where no approved pension 
plan is in effect it is possible to select 
your employe group as carefully as pos- 
sible and still avoid ‘discrimination’ as 
Ottawa has no objections to your set- 
ting up ‘reasonable’ categories of em- 
ployes for eligibility purposes in the 
original plan. A small nucleus pension 
plan could thus be set up within a large 
organization and used as a basis for 
further expansion to other groups.’ 





“Locked-In” Corporation 
Dollars Put to Use 


Richard J. Katz, Massachusetts Mutual 
Life, Rochester, N. Y., told how to use 
effectively “locked-in” corporation dol- 
lars 

“Business life insurance can provide 
tax-free cash to indemnify the corpor- 
ation for the loss suffered upon the 
death of a key employe—whether or not 
he is a stockholder,” said Mr. Katz. 
“Good old fashioned key man insurance 
to indemnify the corpor: ation, because it 
is almost certain that the key man’s 
death will jeopardize the profit making 
ability of the corporation, represents 
business life insurance in its simplest 
and most fundamental form. Its benefits 
can be dramatized by using business 
terms that are familiar to the business 
executive. For example, assuming a net 
profit of 5% before income taxes, enables 
us to say to the prospect, ‘A $50,000 
policy on your important executive who 
dies may give your company the equiv- 

alent of more than $1,000,000 in gross 
sales, and may also return to the cor- 
poration every dollar paid for the insur- 
ance.’ 

“This same insurance policy that pro- 
vides such generous death benefits also 
has living advantages, for it enables a 
corporation to build up, through the 
medium of cash values and dividend 
accumulations, a segregated reserve that 
can minimize possible government con- 
tention of unreasonable accumulation of 
surplus dollars. 

“Old fashioned key man insurance, if 
written on a permanent plan, can be a 
double edged sword in providing living, 
as well as death benefits. It can provide 
the funds on a favorable tax basis for 
101 specific uses. Mr. Stockholder, your 
executive, if he remains in your employ, 
will either live to retirement or die pre- 
maturely. This same policy that will 


provide immediate non-taxable indemni- 
fication will also build a reserve usually 
equal to, or in excess of, 


all premium 


MDRT oe 


(Continued from Page 3) 


tion of compensation plans, because, at 
all events, he must make a profit before 
he can diversify. The proper combin- 
ation actually creates an economic bal- 
ance for key employes with insurance to 
guarantee benefits, while, for example, 
equities increase through stock option 
and profit-sharing plans.” 

Richard J. Katz, Massachusetts Mutual 
Life, Rochester, N. Y.: “Assets transfer- 
red within the corporation and held in 
the life insurance cash values represent 
a segregated and scan inteed source of 
credit that is always available when addi- 
tional working capital is needed. They 
have the advantage of available surplus 
without the disadvantages of substantial 
cash surpluses that are so frequently vul- 
nerable to government attack as unrea- 
sonable accumulation of surplus, The 
question, ‘Are premiums deductible as a 
business expense?’ is a question which, 
if asked by the prospective buyer, be- 
comes an objection. I strongly believe 
that this question should be raised by 
underwriter and then properly explained, 
thereby removing a serious objection 
which can frequently become an issue.” 

Vincent A. Miletti, Northwestern Mu- 
tual Life, Newark, N. “T will never 
be able to understand why a business 
man will become materially upset if 
General Motors, U.S. Steel, or A. T. & T. 
sells off a few points and yet agree to 
provide for the sale of his interest in a 
business at less than fair market value. 
T am of the opinion that we, as under- 
writers, have been substantially respon- 
sible for this willingness to sell at less 





deposits that will enable you to provide 
him with a retirement pension when he 
has fulfilled his life work, and has earned 
the right to take it easy. It can supple- 
ment your formal pension or profit shar- 
ing plan.” 


Round Table 


Cruise 





than fair market value and I cannot help 
but feel that we have brought this about 
by the emphasis on the fact that a re- 
strictive agreement will establish value 
for estate tax purposes and hence result 
in tax savings to the estate.” 

Julian D. Walter, CLU, Northwestern 
Mutual Life, Chattanooga,: “Very often 
the key man, through false modesty or 
other facts, does not feel that he is in 
a position to push the idea of the pur- 
chase of insurance on his life, and may 
even take a negative attitude. In such 
cases, I know of instances where the 
key man, on the receipt of the proposal, 
penciled a memorandum to another per- 
son and asked, ‘What do you think of 
this plan?,’ with the result that this 
individual took the lead in pushing the 
purchase of the insurance.” 

Chester Ashford, Pacific Mutual Life, 
McFarland, Calif.: (On streamlined pack- 
age selling). “It is our duty to our client 
to serve him well, as we may have to 
face his widow with the pay-off sooner 
than we think. Have we sold her and 
the children short by offering only a 
simple package, which was easily written, 
which took little time, and little money, 
a non-medical, and in the end a reduced 
commission to us and minimum protec- 
tion for the widow? Or shouldn’t we 
spend a little more time fixing the prob- 
lem and offer a streamlined package, 
one that will provide at least the basic 
needs of life. plus many extras for the 
wife, the children, replacement of income 
due to disability, and additional income 
for him if he lives to retirement?” 

William T. Earls, CLU. Mutual Benefit 
Life, Cincinnati, past MDRT chairman: 
“Like most really great sales concepts, 
the split dollar plan is really a very 
simple sales idea. The only possible 
cause for confusion lies in the presenta- 
tion of the proposal or the mechanics of 
working it out. If you passed addition 
and subtraction in school it should not 
take more than five minutes to under- 
stand a proposal and if there’s anyone 
at your home office who is cooperative 
... the mechanics for working out the 
split-dollar arrangement can be readily 
coordinated. There is no gimmick, 
no tax deal, no nothing in the split- 
dollar plan. Attempts to make it such 
only becloud the issuc and in the end 
make the government people think that 
there is a tax aspect or a rinky-dink to 
the plan, which of course there isn’t.” 

Henry Fluegel Silver, CLU, New Eng- 
land Life. New York City, gave examples 
of his telephone technique. 

Ralph E. Foster, Canada Life, Ottawa, 
Canada: (At a special session for Cana- 
dian members) “There are several ways 
by which existing plans (for executives 
and employe pensions) which provide 
relatively nominal benefits may be 
amended to look after the needs of a 
special group. The little blue book of 
‘regulations’ put out by National Rev- 
enue says, ‘there shall be no discrimina- 
tion’ as among employes, but our experi- 
ence has been wherever a sound reason 
has been advanced for taking a particu- 
lar course of action, the regulations have 
been sufficiently elastic to stretch around 
it. 





Key Man Coverages 


(Continued from Page 4) 


titles. On deferred compensation he said 
in part: “This has been the means, 
whereby, corporations have been able to 
obtain key personnel by contracts of 
Deferred Compensation, because they 
have a twofold benefit to its Key Man. 
One is the personal benefit. The other 
is family benefit. Some are funded, 
some are not. Naturally, we can show 
a corporation wherein the funded plan, 
through the medium of life insurance, 
is by far, the most satisfactory. As I 
said before, salary alone, does not satisfy 
men with ability. They want those mul- 
tiple benefits, free from taxation to 
themselves, at a time when their income 
is high. They want them deferred until 
such a time as they either retire or die.” 


Over 13,000 Complete Final 
Examinations of LUTC 


Over 13,000 Life Underwriters from 
every state in the United States have 
just completed LUTC final examinations, 
it was announced by Loran E. Powell, 
CLU, managing director of the Life Un- 
derwriter Training Council. First and 
second year students brought an end to 
their 25 weeks of study by completing 
the two and one-half hour examination 
designed to test them on the sales con- 
cepts and training techniques contained 
in the course. A highlight of this year’s 
examination in both the first and second 
year of the course was a programming 
problem which tested the students pro- 
ficiency in analyzing a_ hypothetical 
client’s needs and preparing a program 
of insurance adequate to meet them. 

All the examinations were prepared by 
the LUTC headquarters staff under the 


direction of the national 
board. 


Members of this examination board 
are: George F. Albright, Life of Vir- 
ginia; William T. Beadles, CLU, Illinois 
Wesleyan University; Laurence Bour- 
don, Mutual Life; John R. Carnochan, 


Union Mutual; Homer C. Chaney, CLU, 
New England Mutual ; James H. Clause. 


examination 


Philadelphia Life; Charles E. Drimal, 
Penn Mutual; Kenneth MacWhinney, 
Jr, John Hancock; H. Curtis Reed. 
Travelers; Anthony J. Siraguga, CLU, 
Prudential; Gordon Smith, CLU, Equi- 
table Society ; Roy L. Thomas, Liberty 
National. ; 


This examination board met for three 
days in January, 1955, to explore the 
best ways and means for testing LUTC 
students. Its purpose was to prepare in 
final form the actual examination ques- 
tions themselves, and to make certain 
that only the most important phases of 
LUTC training be used in testing the 
students. 

All examinations have been submitted 
by instructors to LUTC headquarters in 


Washington, D. C., and are now being 
graded by the headquarters staff. 
Thirty professional graders assist the 


staff in this work. All papers are graded 
from the standpoint of sound field prac- 
tices and sales techniques rather than 
theoretically correct, textbook type an- 
swers. 

Individual grades will be mailed to all 
LUTC students in late July or early 
August. 





Quarter-Century Employes 
Honored by Mutual of N. Y. 


Mutual Life of New York’s Quarter- 
Century Group, 540 home office employes 
who have been with the company for 
25 years or more, were honored at a 
dinner this week at the Park Sheraton 
Hotel in New York. President Louis W 
Dawson presided. 

Thirty-five new members were wel- 
comed into the group, and were awarded 
service pins for completion of 25 years 
with the company. Gold watches were 
presented to 26 employes having 35 
years of service, and special awards were 
made to three employes who have been 
with the company 45 years. 

About one-third of the home office 
staff has served MONY for a quarter- 
century or more. The longest term 0! 
service for an employe still active is 
49 years. 





HEADS OTTAWA BRANCH 

Earnest R. Harsh, assistant manager 
of Occidental Life of California’s branch 
office in Toronto, has been named mana 
ger of the company’s newly opencd 
branch office in Ottawa. Mr. Harsh 
joined Occidental in 1955 after serving 
more than a year as manager of West- 
ern Life’s Toronto branch, and ten years 
as assistant manager of Metropolitan 
Life’s Toronto branch. 
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“Our prospect can buy 


from 7.6 to 16% 


more life iInsuranee...”° 


Some observations about rates, dividends, etc. by Will F. Noble, CLU, 


our general agent in Omaha, Nebraska, 


quoted verbatim from a recent issue of his agency bulletin. 


ee M° of the business any Company gets 


comes without serious competition, at 
least net cost competition. Competition of 
ideas and reasons as presented to the buyer by 
competing agents is much more serious. 

New England Life is now, generally has 
been, and will probably remain, one of 
America’s lowest net cost companies despite 
its more liberal policy contract. 

Now, with our new low Ordinary Life rates, 
we are in a position to approach cost com- 
petition from an angle that is often effective. 

I have before me a certain list of seven other 
leading companies. You have probably seen 
the list. In five of the seven cases, our guar- 
anteed rate is from 7.6% to 16% lower. In the 
other two cases, rates are essentially the same 
as ours. 

Premiums and cash values are guaranteed. 
Dividends are not. I have been in the life in- 
surance business for over forty years. I have 


never heard of a legal reserve company at- 


A BETTER LIFE FOR YOU 





tempting to increase the premium rate on 
issued policies nor cut guaranteed cash values 
on them. 

On the other hand, I doubt if there has been 
a single year out of my forty-two years when 
some companies, and usually most of them, 
haven’t adjusted their dividend scales, up or 
down. This is as it should be. Every company’s 
dividends need adjustment from time to time if 
the theory of participating insurance is to re- 
main worthy of the confidence of the public. 

So — at our lower guaranteed premium, our 
prospect can buy from 7.6 to 16% more life 
insurance and have that same increase in 
guaranteed cash values, assuming that cash 
values per $1000 are the same. At the same 
time he is from 7.6% to 16% less dependent 
upon the non-guaranteed chances of equal re- 
sults. In the meanwhile, isn’t it life insurance 
he is wanting? I thought that was the main 
idea, so here is 7.6% to 16% more of it for the 


same guaranteed premium. 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1635 
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National Association of Life Cos. 


Reelects Pierce P. Brooks of Dallas, President; Expects Mem- 
bership of 100 by End of This Year 


The accompanying picture was taken 
at a recent annual convention of the 
Nationa] Association of Life Companies 
held in Dallas, Tex., an organization of 
smaller life insurance companies. Pierce 
P. Brooks of Dallas, chairman of Na 
tional Bankers Life, second from left, 


was reelected president of the Associa 
tion. He is being handed the president’s 


gavel by Ellis Arnall, former Governor 
of Georgia, and now president of an 
insurance company. Watching the cere- 
money are J. Herbert Graves (on ex- 
treme left) who was reclected secretary 
of the Association. Mr. Graves is vice 
president of National Old Line, and was 
former Arkansas Insurance Commis- 
sioner. On extreme right is Claude H. 
Poindexter of Atlanta, who was reelected 
chairman of the Association’s executive 
committee and who was a key figure in 
organization of the Association. He is 
president of Coastal States Life. Treas- 
urer is R. L. Carter, president Pioneer 
Life & Casualty, Gadsden, Ala. 

\ssociation 


When the was organized 
in February, 1955, it had 51 members 
On April 1, 1956, it had 75 members 


end of this 
than 100 


before the 
have more 


in 19 states and 
year it expects to 
members. 


Panels on Special Policies, A. & H., 


Reinsurance and Taxes 


Mi \rnall 


that discussed speci 


headed the panel group 
al insurance policies. 
In addition to emphasizing “the ever- 
growing need for modern, specialized life 
insurance policies,” he urged officials of 
\ssociation member-companies to “ex- 


ercise better discipline over field staffs 
in order to prevent any hint or shadow 
of misrepresentation.” Mr. Arnall was 
joined by John Bennick, of Houston, 
president, QOjil Industries Life, who 


termed the “fund policy the leading rival 
of variables as an investment-type in- 


surance contract.” 

Among other topics discussed were 
“Accident and Health Problems of Life 
Companies” and “Reinsurance to Meet 
Modern Needs.” Don Willmon, presi- 
dent, United Bankers Life, was chairman 
of the A. and H. panel. Among the 
speakers were Clifford McDonald, presi- 
dent, International Association of Acci- 
lent and Health Underwriters, and 
Travis Wallace, president, Great Ameri- 
can Life 

Chairman of reinsurance panel was 
G. 1. Henson, National Bankers Life. 
Others who spoke were Paul Miller, 
president, Employes Reinsurance, and 
Roy Wehrle, executive vice president, 


Republic National. 
A warning that 


proposed tax legisla- 


tion “that will take the total income 
approach rather than the traditional and 
more equitable investment income form” 
may be introduced late during the cur- 
rent session of Congress or early next 
year was voiced by Robert Ash, Wash- 
ington, D. C., tax attornty. He and J. J. 
O’Connell, also a Washington tax attor- 
ney, joined J. W. Perry of Cincinnati, 





and 


“Taxation 


in a panel discussion of 
the Insurance Industry.” 

Mr. Ash termed the “total income 
approach to taxation of the insurance 
industry a special threat to policyhold- 
mutual life insurance companies, 
as well as serving to prevent the de- 
velopment of necessary surpluses by 
stock life insurance companies.” He ex- 
plained that “the proposed insurance tax 
legislation threatens mutual company 
policyholders because it will increase the 
net costs of their policies by reducing 
their Givetends,” 


OCCIDENTAL BROKERAGE MGR. 


ers of 


Jack Smith Dugger, former agent in 
Nashville, Tenn., for Jefferson Standard 
Life, has been ni med brokerage manager 


of Occidental Life of California’s branch 
office in Nashville. 

Mr. Dugger joined his former company 
in 1954 and in 1955 received the National 
Quality Award. 

\ graduate of Vanderbilt University, 
Mr. Dugger is a member of the Nash- 
ville Association of Life Underwriters 
and is a charter member of the Green 
Hills Civitan Club. 





appointment. 








BRANCH SUPERVISOR 


Large Life Insurance Company, well established in Northern 
New Jersey and Philadelphia area, will appoint a branch super- 
visor to establish the Trenton territory. Applicant selected must 
be under age 40, at present successfully selling life insurance. 
Salary, commission and bonus. Write Box 2410, The Eastern 
Underwriter, 93 Nassau Street, New York 38, 


IN TRENTON 


N. Y., for 











D. B. Maduro Conducts Phila. 


Estate Planning Meeting 

The Philadelphia CLU Chapter held 
an estate planning conference this week 
at the Bellevue Stratford Hotel. “Com- 
mon Sense in Estate Planning,” was the 
subject review by Denis Brandon Ma- 
duro, New York lawyer and prominent 
member of the American Bar Associa- 
tion, who has specialized in the practice 
of law as it relates to estate planning, 
employe benefits and life insurance. Mr. 
Maduro, in his presentation, developed 
the techniques required in the common 
sense application of planning the estz ite 


of the individual whose mz lin asset is 
his interest in a closely held business, 
or his personal life insurance, or his 
benefits under a pension plan, profit- 


sharing pli in, or other deferred compen- 
sation plan of his employer. 
Leonard FE. Liss, CLU 

the Philadelphia Chapter, and partner 
in the firm of S. George Levi & Co., 
presided. L. Kent Babcock, Jr, CLU, 
general agent, Aetna Life, was chairman 
of the program. Committee members 
‘ncluded Harold C. ‘Colborn, Harvey 
Goodstein, A, F. Haas, David G. Hunt- 
ing, William F. Lee, Edward L. Reiley, 
A. D. Seltz, and Runcie L. Tatnall. 


president of 





Lena Lake Forrest Dies 

Lena Lake Forrest, 91, an agent of 
Massachusetts Mutual Life in Detroit 
since 1903, and dean of the company’s 
women representatives, died this month 
at Chelsea, Mich. She had the satisfac- 
tion in her later years of service of 
having an average of one annuity or en- 
dowment she had sold matured each day. 

Mrs. Forrest, who in 1914 became the 
first president of Detroit Business Wom- 
en’s Club, organized and was first presi- 
dent of the Michigan State Federation 
of Business and Professional Women’s 
Clubs in 1916. In 1920 she was elected 
the first president of the National Feder- 
ation of Business and _ Professional 
Women, and that year was 
nation’s outstanding business woman. A 
national scholarship for advanced train- 
ing of business and professional women 
bears her name. Mrs. Forrest has served 
as a member of five national “world 
peace” boards, and has been active on 
charities aiding Korean children. In 1953, 
she was honored at a 50th 
banquet by her agency. 











call or write: 





Now Available 


Major Medical Expense Insurance — Both 
Individual and Family Plans — in 


THE HOOSIER CASUALTY COMPANY 


$5,000 Maximum Benefits . . 
of hospital 
Ask about Attractive Premium under our Plan 15. 


Example: Man and Wife under Age 40 with two 
children—only $60 Annual Premium. 


For Complete Information, Sample Policy, FREE Sales Material, 


WILLIAM FORD, INC. 
State General Agents, The Hoosier Casualty Co. 


Raymond Commerce Bldg., Newark 2, N. J. ° 








Pays in and out 


Phone: MArket 2-1371 
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4 The BARON 


suggests: : 





OPEN THE DOOR 
WITH THE "BIG 4" 


NEW "Big 4" Term contract scores major hit 
among producers. Especially useful in moder. 
ate-to-large Key Man and Business cases. 


GUARANTEED Net Cost—second to none on 
the street. Ask "The Baron" for a "Big 4" 
rate card today and compare! 


DAVID H. BARON AGENCY 


United States Life Insurance Co. 


55 Liberty St. New York 5, N. Y. 
4 REctor 2-3861 








Chicago Agency Manager 
For American United Life 





Photo by Koehic 
EDWIN T. NAFF 


Edwin T. Naff is manager for Ameri- 
can United Life’s new agency in the 
Chicago Loop, at 208 S. LaSalle Street. 

In sales work for 14 years, Mr. Naff 
has been connected with insurance in 
Chicago for eight years as a_ general 
agent, special agent, broker and assis- 
tant agency manager. He is a_ board 
member of the Chicago Association ot 
Life Underwriters and is active in sev- 
eral other insurance organizations. 

He attended Western Reserve Univer- 
sity and was a Navy lieutenant during 
World War II. 


Larger Annuity Dividends 

The Manhattan Life has released to 
its field force a new dividend scale on 
its retirement annuities and life an- 
nuities. It is a generally upward revision 
of dividends on these annuities. 

All types of annuities offered by Man- 
hattan Life are on a participating basis. 
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H. W. Baird Heads Slate 
Of New York State Assn. 





HAROLD W. BAIRD 


Harold W. Baird, CLU, Northwestern 
Mutual, New York City, was nominated 
jor the presidency of the New York 
\ssociation of Life Underwriters 
the annual meeting, held last week 


at the Sheraton-Astor Hotel, New York. 


Other members of the slate include 
Joseph N. Desmon, CLU, Buffalo, vice 
president; Lewis J. Montani, Platts- 


Nominated 
for regional vice presidents were Chaun- 
cey D. Cowles, Jr., Michael Fron, Harold 
A. Loewenheim, R. H. Langford, Donald 
Cheesman, Donald I. Shapiro, CLU, and 
Louis J. Teall, CLU. A. Stewart Payne, 
whose term as president will end in 
June, has been endorsed for trustee of 
NALU. 

Seme of the discussed at the 
business sessions were unincorporated 
business tax, double dollar, results of 
amicus curiae cases, free insurance 
policies with the purchase of automo- 
biles, tax waivers for decedents. 
Delegates of the state association were 
guests at a cocktail party given by the 
Life Managers Association of Greater 
New York and at a luncheon given by 
the Life Underwriters Association of the 


New York. 


burgh, secretary-treasurer. 


issues 


‘ity of 


Leaders for Manhattan 
Life’s President’s Month 


In April, President’s Month, the Man- 
hattan Life’s field force set a new one- 
month record, submitting $19,169,032 of 
business, exclusive of Group plans. Group 
life written for April was $6,105,000. 

Richard E, Smith, CLU, Seattle agency 
led the company in personal volume, and 


Harold Regenstein, Peyser agency, New 
York, led nationally in number of lives. 
Mr. Smith also won a plaque for leader- 
ship in volume, Western territory, with 
William S. DiFabio, Fleming agency, 


nd, Ore., winning the lives award. 
in also won plaques for 
Wing in the five boroughs of New 
York City in volume and _ lives. 
In the Midwest territory, Royal L. 
brown, Kellev-Baum agency, Detroit, 
Wo vo awards: for volume and_ for 
ves. In the Eastern and Southern terri- 

Joseph S.  Harmelin, Harmelin 
gency, Newark, N. J., got the award 
Ha lume, with Joseph K. Schwartz, 
aan 


Mr. 


Regensteimn 


agency, Albany, winning the 
haque for number of lives. 

win Richard M. Grosten agency, Los 
\ngeles, led the company in agency 


volume, Ordinary, as well as in Group 
We volume. The Ranni agency, Miami, 
second in agency volume; 


via , stood 


‘Ne Seattle agency, third, and Cole A. 
Miller, lite, 


Charlotte, N. C., took fourth. 


Prudential Key Post Changes 


Kalteissen, Stalnaker, Lineberry, Deans, Carlin and Monley 
Promoted by Company 


Promotions to six key posts in Pru- 
dential’s Ordinary agencies and Group 
insurance departments are announced. 

William K. Kalteissen and Armand C. 
Stalnaker, CLU, were advanced to ex- 
ecutive director and executive general 
manager, respectively, in Ordinary agen- 
cies department. Edwin E. Lineberry 
was promoted to executive general man- 
ager in Group department. 

Mr. Kalteissen, who joined Prudential 
in 1940, was mangaer of the company’s 
Trenton agency when promoted to di- 
rector of agencies and assigned to the 
home office last year. He is a graduate 
of Rutgers University and New Jersey 
Law School. Mr. Stalnaker came to 
Prudential in 1950 from the faculty of 
Ohio State University. He has been 
general manager since 1953. A graduate 
of the University of Cincinnati he holds 
an M.A. degree from the University of 
Pennsylvania and a Ph.D. degree from 
Ohio State University. Mr. Lineberry 


has held increasingly important posts in 
the Group insurance department since 
joining Prudential in 1934. He moves up 
to executive general manager after being 
general manager since 1952. 

James R. Deans, promoted to general 
sales manager in Group department, had 
been associated with company Group 
sales offices in New York and Philadel- 
phia prior to his assignment. several 
years ago to the Newark headquarters 
where he has been an associate director. 

Other advancements in the Ordinary 
agencies organization included appoint- 
ments of Clair F. Carlin as director of 
agencies and H. Fred Monley as director 
of training. Mr. Carlin has served suc- 
cessively as special agent, agency bro- 
kerage manager and assistant director 
of agencies. Mr. Monley, a former ex- 
ecutive officer of Life Insurance Agency 
Management Association, has served as 
associate director of Prudential’s field 
training organization during the past 
three years. 





TWO NEW, AIR CONDITIONED 
PRIVATE OFFICES 44TH STREET 
WEST OF 5TH AVENUE. 


Available to Brokers on most reasonable 

volume Life and Non-Can A & H 

Insurance. Occupancy June |, 1956. 
Call immediately COrtlandt 7-3564. 











H. N. Sloane to Address 
New York CLU Chapter 


Harold N. Sloane, CLU, general agent 
of Continental Assurance, will address 
the May 23 luncheon meeting of the 
New York CLU Chapter, which will be 
held at the Hotel Martinique. 

Mr. Sloane will discuss the ramifica- 
tions of a recent ruling issued by the 
Internal Revenue Bureau which makes it 
possible for an employer to reduce turn- 
over of junior and/or executive employes 
by helping them protect their families 
with large amounts of life insurance 
at a relatively insignificant cost to the 
employes. 

The tax status, special problems, and 
the mechanics of the plan will be in- 
cluded in Mr. Sloane’s talk. 



















GROUP MAJOR MEDICAL 


There are many reasons why Lincoln National agents like to sell their 
Company's new Group Comprehensive Major Medical coverages. These 
flexible plans eliminate the prospect's need for a basic hospital and sur- 
gical plan. Available to all groups of 25 or more employees, they greatly 
expand the LNL agent's Group market. 


The 


Group Comprehensive 
Medical, added to Lincoln National's 
already broad range of employer- 
employee benefit programs, provides 
another reason for our proud claim that 


LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


lis Name Indicates Its Character 


Major 
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Dudley B. Martin, director of 


relations, Institute of Life Insurance, has 


press 


been elected vice president of the Alumni 
Association of Graduate School of Jour- 
nalism, Columbia University. Recently 
he was appointed an alternate delegate 
of the Alumni Federation’s alumni trus- 
tee nominating committee. 

Mr. Martin has been with the Institute 
of Life Insurance six years coming there 
after long service on the news staff of 
the New York Times, beginning as a 
reporter and then becoming a feature 
writer and copy-editor. While working 
his way through Columbia he was a 
reporter on the Brooklyn Eagle and co- 
publisher and news editor of the Darien, 
Conn., Observer. At Columbia he was 
class president in his senior year and 
he headed Columbia’s chapter of Sigma 
Delta Chi, national journalistic fratern- 
ity. 

Living in Leonia, N. J., he is on that 
town’s board of education and is active, 
too, in church affairs. His personal ac- 
quaintance among newsmen and maga- 
zine writers embraces a broad area. 



















































general agent of 
years one of that 


Maurice’ Linder, 
Travelers, and for 
company’s largest producers, will be 
guest of honor at annual dinner of life 
insurance men given for United Jewish 





Fabian Bachrach 
LINDER 


MAURICE 


Appeal at Hotel Biltmore May 24. Pre- 
siding will be Clarence Ochin, general 
agent of Home Life, and chairman of 


insurance division of UJA. Associate 
chairmen of life division are David A. 
Carr and Isidor Siegel. Chairman of 


UJA general insurance division in Man- 
hattan is Louis Berl. Chairman of the 
Brooklyn general insurance division is 
Louis L. Lehman. 


In the flood of letters written to 
David Lawrence, publisher of U. S. 
News and World Report, protesting 
against misstatements made by Michael 
H. Levy in an article on life insurance 
in that publication is a blistering one 
written by Lester O. Schriver, managing 
director of National Association of Life 
Underwriters. In commenting on the 
Levy article Mr. Schriver found enough 
inaccuracies and misstatements to use 
about nine pages of typewritten copy in 
rebuttal. 


General Robert Wood Johnson, chair- 
man of the board, Johnson & Johnson, 
was honored on May 12, by the East 
Orange General Hospital board of trus- 















DUDLEY B. MARTIN 


tees for outstanding contributions he has 
made to the hospitals of New Jersey and 
the nation, Richard B. Evans, president, 
Colonial Life, and a hospital trustee, pre- 
sented the institution’s first annual Citi- 
zen-Service Award to the General in 
ceremonies which were held in the 
School of Nursing. A highlight of this 
community’s observance of National 
Hospital Week, the presentation paid 
tribute to a man who has made singu- 
larly distinctive contributions to the 
American health picture. Following the 
ceremonies, the student nurses of the 
hospital’s School of Nursing presented a 
costumed “Pageant of Nursing,” tracing 
the “lady in white” through the ages. 
Members of the armed forces nursing 
services also participated. 


Uncle Francis 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Brooklyn Branch to Meet 


The Brooklyn branch of the Life Un- 
derwriters Association of the City of 
New York will hold an educational meet- 
ing May 24 at the Hotel St. George, 
Brooklyn. speaker will be Ber- 
nard Rawiszer, New York 
Life, whose subject will be “Time Con- 
trol—The Path to Success.” Mr. Rawis- 
zer has been a member of the Million 
Dollar Round Table every year since 
he entered the business in 1954. He se- 
cured 313 paid applications in 1954 for 
$1,050,000, and in 1955, his second year 
in the business, he »aid for 417 applica- 
tions for a total of $1,950,000. None of 
these sales included Group insurance or 
any large business insurance cases. 

The committee on nominations and 
elections for the Brooklyn branch will 
present the slate of 1950-57 officer and 
board of director nominees to the mem- 
bership. There is no admittance charge 
and non-members are invited. 


Guest 
agent for 





Dr. Hansen’s Wife Dies 

Mary Kline Hansen, wife of Dr. An- 
thony Hansen, well known medical ex- 
aminer of New York, died on Monday 
at Douglaston, L. I. Dr. Hansen has been 
for many years one of the most widely 
known medical examiners, serving sev- 
eral of the largest life insurance com- 
panies in this area. 
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VICTORY SQUARE o 








This new “Star of the North” insignia 
is the mark of the fast-growing, 
agent-minded 


MINNESOTA 
MUTUAL LIFE 


Insurance Company 


STAR OF 
THE NORTH 


ST. PAUL, MINNESOTA 























BROKERAGE SUPERVISOR 
WANTED 


Local life sales experience 
only qualification necessary 
for new position in live wire 
mid-town agency. No _ per- 
sonal production required. 
Salary, or drawing vs. over- 
riding. Phone MUrray Hill 
7-3460. 






























Adam Heads Pa. Federation 


Malcolm Adam, president, Penn Mu- 
tual Life, has been elected president of 
Insurance Federation of Pennsylvania. 
Kenneth B. Hatch, president of Fire 
Association of Philadelphia, has been 
elected first vice president. 

Other vice presidents elected are Sam- 
uel J. Carr, resident vice president, 
Standard Accident; William B. Corey, 
president, Provident Indemnity; Stanley 
Cowman, Mather & Co.; Ralph C. Dare, 
recorder, Artisans Order of Mutual l’ro- 


tection; Theo. A. Engstrom, Philadei- 
phia manager, Aetna Life Affiliated 
Companies; Edward A. Logue, state 


agent, Insurance Co. of State of Penn- 
sylvania; J. Maxwell Smith, president, 
Keystone Automobile Insurance Co.; 
H. H. Gilkyson, Jr., president, Chester 
County Mutual Insurance Co.; William 
H. Guthrie, director, Pa. State Council 
of General Contractors. 

Chairman of executive committee is 
John A. Diemand, president, North 
America Companies. Vice chairman is 
Robert Dechert, general counsel, Penn 
Mutual Life. Secretary-manager and 
general counsel is Homer W. Teamer, 
Philadeiphia. Treasurer is John H. Hoff- 
man, assistant secretary, The Loyalty 
Group. 





Pierce Heads New England 
Area Life Managers Ass’n 


Franklin F. Pierce, Mutual Benefit, 
Springfield, Mass., was elected president 
of the Life Insurance General Agents 
and Managers Association of the New 
England States at the recent conference 
held at New Ocean House, Swampscott, 
Mass. Other officers elected are Laurens 
F. Bruno, Equitable Society, Boston, vice 
president; Walter Holm, Connecticut 
Mutual, Providence, secretary; Howard 
J. Stagg, III, Connecticut General, Bos- 
ton, treasurer. Directors include Fred 
T. Jordan, Union Mutual Life, Portland, 
Me., and Stanley Slack, John Hancock, 
Concord, N. H. 





Canada Life Coast Changes 


Canada Life announces appointment o! 
a new general agency and two mana- 
gerial appointments in Southern Cali- 
fornia. 

Dunn & Thompson Inc. have been 
named general agents of the new branch. 
Los Angeles Spring. J. A. Barry, for- 
merly manager of company’s Wilshire 
Los Angeles branch, has taken ovef 
duties as vice president in charge of lite 
department at Dunn & Thompson. Rich- 
ard V. Snyder has been named manage! 
of company’s Wilshire Los Angeles 
branch, and B. R. Van Vleck, managet 
of the company’s San Diego branch. 
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Monday A.M., May 28 


9:00-10:00—Room 1, 2nd Floor: Auto 
Rate Credits for Safety Devices (L2) ; 
(Subcom. of Rates & Rating Organiza- 
tions (L) Com.) ; Wade O. Martin, Jr., 
chi airman—Louisiana. 

9:00-10:00—Room 3, 2nd Floor: Finan- 
cial Responsibility Laws on a Recipro- 
cal Basis between U. S. and Canada 
(C1); (Subcom. of Casualty & Surety 
(C) Com.); Alexander H. Miller, 
chairman—Vermont. 

9:00-10:00—Crystal Room: To Study 
Problems Incident to the Cancellation 
of A. & S. Policies (B4); (Subcom. of 
Accident & Health (B) Com.) ; Thomas 
J. Gillooly, chairman—West Virginia. 
j. Report of Meetings, March 20-21, 
April 26-27, 1956. 2. Any other mat- 
ter submitted for consideration. 

9:00-10:00—Ivory Room: To Study Re- 
serves for Guaranteed Renewable A. 
& H. Policies (B2); (Subcom. of Ac- 
cident & Health (B) Com.); Leffert 
Holz, chairman—New York. 
10:00-11:00—Room 9, 2nd Floor: Ex- 
aminations, Methods, Practices & 
Laws (E2); (Subcom. of Examinations 
(E) Com.); Thomas J. Spellacy by R 
QO. Hooker, chairman—Connecticut. 
1. Proposed Model Examination Law. 
2. Any other matter submitted for 
consideration. 

10:00-11:00—Room 7, 2nd Floor: Install- 
ment Premium Reporting in Annual 
Statements (Fl); (Subcom. of Fire & 
Marine (F) Com.); Leffert Holz, 
chairman—New York. 


10:00-11:00—Ivory Room: To Study the 


Advisability of a Uniform Surplus 
Line Law (11)7; (Subcom. of Laws 
& Legislation (1) Com.); Donald 


Knowlton, chairman—New Hampshire. 
10:00-11 :00—Crystal Room: Workmen’s 
Compensation Small Policy Economies 
(P1); (Subcom. of Workmen’s Com- 
pensation (P) Com.); Joseph A. Hum- 
phreys, chairman—Massachusetts. 
11:00-12:00—Room 9, 2nd Floor: Ex- 
aminations Manual Revision (E1); 
(Subcom. of Examinations (E) Com.) ; 
Thomas J. Spellacy by R. O. Hooker, 
chairman—Connecticut. 
11:00-12:00—Ivory Room: Insurance 
Charges Covering Installment Sales 
(2); (Reports to Executive (A) Com.) ; 
Leffert Holz, chairman—New York. 
1. Report of Meeting May 11, 1956. 
2, Any other matter submitted for 
consideration. 
11:00-12:00—Room 3, 2nd Floor: Special 
Policies (K6); (Subcom. of Life (K) 
Com.); Joseph A. Humphryes, chair- 
man, Massachusetts. 1. Report of 
Meetings, February 16, April 24, 1950. 


2. Any other matter submitted for 
consideration. 
11:00-12:00—Room 1, 2nd Floor: On 


State Laws Governing Misleading & 
Deceptive Advertising (B5); (Subcom. 
of Accident & Health (B) Com.) ; 
Thomas R. Pansing, chairman—Ne- 
braska. 1. Report of NAIC Zone 
Representatives. 2. Any other matter 
submitted for consideration. 


Monday P.M. 


‘00-2:00—Crystal Room: Blue Cross- 
3lue Shield (B1); (Subcom. of Acci- 
dent & Health (B) Com.); Thomas R. 
Pansing, chairman—Nebraska. 1. Ter- 
minal Maternity Benefits. 2. Compendia 
of State Laws Relating to Blue Cross 
and Blue Shield. 3. Any other matters 
submitted for consideration. 
‘00-2 :00—Room 3, ee Floor: To Study 
Future Sites for NAIC Meetings (Al); 
(Subcom. of Executive (A) Com.); 
Leffert Holz, chairman—New York. 
:00-2:00—Ivory Room: Varibale An- 
“ati (K5); (Subcom. of Life (K) 
Com.) ; August Pryatel, chairman— 
Ohio, 1. Issuance of Variable An- 
Nuities by Fraternals. 2. Any other 





— 


— 














Agenda For Commissioners’ Meeting 


Schedule of Committee Meetings and Plenary Sessions of 
Commissioners 87th Annual Meeting at Jefferson 
Hotel, St. Louis, May 28 to June 1 


matter submitted for consideration. 
2 :00-3 :00—Crystal Room: Flood and 
Hurricane insurance (J2) ng raha 


(Reports to Liaison (J) Com.); George 
A. Bisson, chairman—Rhode Island. 
Leffert Holz, vice chairman,—New 


York. —1. Report of Meeting, March 
13, 1956. 2. Any other matter sub- 
mitted for consideration. 
2 :00-3 :00—Room 7, 2nd Floor: Commer- 
cial Pension Funds & Trusteed Wel- 
fare Funds (K4); (Subcom. of Life 
(K) Com.); Joseph A. Navarre, chair- 
man—Michigan. 
:00-3 :00—Room 9, 2nd Floor: Tie-in- 
Sales of Insurance With Mutual Fund 
Shares (K2); (Subcom. of Life (Kk) 


to 


Com.); Thomas J. Spellacy, chairman 
—Connecticut. 

3:00-4:00—Room 3, 2nd Floor: Credit 
Life & Credit A. & H. Insurance 
Regulation (K3); (Subcom. of Life 
(K) Com.); Edwin Larson, chair- 


man—F lorida. 

:00-4 :00—Room 1, 2nd Floor: To Study 
the Subject of Group Life (K1); (Sub- 
com. of Life (K) Com.); Charles R. 
Howell, chairman—New Jersey. 1. 
Model Bill (NAIC) as of November 1, 
1955. 2. Letters of Retention. 3. Defi- 
nition of Group Creditor Life Insur- 
ance. 4. Inclusion of Dependents in 
Group Life Policies (Del.). 5. Any 
other matter submitted for considera- 
tion. 

:00-4:00—Crystal Room: To Study 
Problem of Insurance on Plants Using 
Radio-Active Materials (12); (Sub- 
com. of Laws & Legislation (1) Com.) ; 
Paul A. Hammel, chairman—Nevada. 
1. Are any Types of Coverage avail- 
able on: (a) Employes; (b) Proper- 
ties; (c) Operations. 2. Coverage, if 
any, granted by Standard Type Con- 
tracts: (a) Limitations or exclusions. 
3. Reinsurance Problem. 4. Any other 
matter submitteed for consideration. 
:00-4:00—Ivory Room: On Interpreta- 
tion of the NAIC Rules Governing 
Advertisement of A. & S. Insurance 
(B6); (Subcom. of Accident & Health 
(B) Com.); Thomas R. Pansing, chair- 
man—Nebraska. 1. Adoption of Pro- 
posed Interpretive Guide. 2. Recom- 
mendation as to Future Activity of 
Subcommittee. 3. Any other matter 
submitted for consideration. 


Tuesday A.M., May 29 


:00-10:15—Gold Room: Executive (A) 
Committee: Joseph A. Navarre, chair- 
man—Michigan; Donald Knowlton, 
vice chairman, New Hampshire. 1. Ex- 
ecutive (A) Committee Report (Meet- 
ing 11/1/55). 2. Future Sites for 
NAIC Meetings (Al) Subcom. Report. 
3. Insurance Charges covering In- 
stallment Sales (A2) Committee Re- 
port. 4. NAIC Constitution and By- 
Laws. 5. Assistant Secretary’s Report. 
6. Blanks (A3) Committee Report. 
7. Any other matters submitted for 
consideration. 

10 :30-11:30—Gold Room: Plenary 
sion 1; C. Lawrence Leggett, 
dent, presiding. 

11 :30-12:00—Gold Room: 

Nebraska Navy Commissions; 

R. Pansing, presiding. 


Tuesday P.M. 


1 :30-2:45—Crystal Room: Definition & 
Interpretation of Underwriting Powers 
(D) Com.; George A. Bisson, chair- 
man—Rhode Island; Cyril C. Sheehan, 
vice chairmz Minnesota. 1. Classi- 
fication of Fire, Marine, Casualty In- 
surance (Industry) Committee Report. 
2.Interpretation of the Nationwide 
Marine Definition (Industry) Commit- 
tee Report. 3. Any other matters sub- 
mitted for consideration. 
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(Continued on Page 46) 


Making Effective Use 
Of Bank Funding Plan 


GOLDSTEIN AGENCY, HARTFORD 





Champion Policy of Bankers National 
Life Enables Agency to Close Sizable 
Ordinary Life Funded Cases 





The Goldstein Insurance Agency, 
Hartford, leading general agent of the 
Bankers National Life, Montclair, N. ]., 
is 15% ahead in paid-for production over 
i955 up to May 1. The continued growth 
of the agency 


quarters so on or 


has necessitated larger 
June 15 
offices will be occupied at 945 Asylum 
Avenue, Hartford, which are twice the 
size of the offices at 54 Church Street 
in that city where this agency has been 


about new 


located for many years. 
the 
Goldstein, 


Asylum Avenue is a 


this 
co-general 


In speaking of new office 
Ellie M. 
agent, said that 945 
new, air conditioned building “in the 
heart of the new life insurance agency 
center of Hartford.” Two or three other 
general agencies of leading life compa- 
nies are also planning to move to this 
location. 

\ substantial portion of the Goldstein 
sears Agency’s production increase 
is due to its emphasis during the past 
nine months on a plan of bank funding 
of Ordinary life. Making effective use 
of Bankers National’s Champion policy, 
the agency has been able to close some 


week 


sizable bank funding cases, the average 
size policy being $50,000. Mr. Goldstein 


reports that the idea has been recep- 
tively received by Hartford business men 
and that local banks have cooperated 
in servicing these funded plans. He 
further told The Eastern Underwriter: 


High Interest Rates Have Negligible 


ffect 
“We have found that in today’s in- 
lated economy requirements of  sub- 
Stantial additiona] insurance can_ best 


banking funding of Or- 
dinary insurance. Although the interest 
rates charged by banks have steadily 
climbed to a high peak, this trend has 
caused no resistance in Hartfrod to 
funded plans. In fact, the cash outlay 
under our plan has been negligibly af- 
fected by the interest rate increase.” 

As an aid in selling bank funding 
plans all agents in the Goldstein agency 
have been supplied with a printed chart, 
giving the premium rates for ages 25 to 
50 and showing a complete bank funded 


be met by the 


20-year presentation. This chart is also 
available to insurance brokers. 

Mr. Goldstein pointed out that the 
recent action by Bankers National in 
increasing the limit of issue on _ its 


Champion policy from $100,000 to $225,- 
000 has been “of great assistance to us 
in handling even larger funded plans for 
business firms.” 

He further noted that one of the 
advantages in the Ordinary life bank 
funding plan is the fact that in most 
cases the initial collateral requirement 
and the amount of the loan are sub- 
stantially less than under the 10-year 
payment life plans. He also pointed out 
that interest payments made by the in- 
sured under the Ordinary life plan are 
“much less” than under a 10-year pay- 
ment life setup. 

3ernard B. Kaplan is associated as 
co-general agent with Mr. Goldstein in 
running the agency which, in 1955, cele- 
brated its 25th anniversary with Bankers 


National Life. 


big 


Elect Harold Chairman 


Clarence W. Harold, manager, mort- 
gage insurance department of South 
Brooklyn Savings Bank, has been elected 
chairman of Savings Bank Insurance 
Forum of State of New York. Vice 
chairmen are J. D. MacLennan, Bowery 
Savings Bank, New York City, and 
ag H. Dugan, Savings Bank of 
tica. 


Baltimore Life Appoints 
Landis at Home Office 


Baltimore Life has announced appoint- 
ment of Russell S. Landis as administra- 
tive assistant, succeeding Vernon Gilliss, 
who is entering private business. 

Mr. Landis started with the company 
as an agent in 1935. He was promoted 
to staff superintendent and later to the 
post of home office supervisor. In 1947 
he was made manager at Scranton, Pa. 

In his new post, Mr. Landis deals with 
field cashier operations, agency account- 
ing, planning and methods. 





Your Mutual 
Benefit Life 
Man says: 





insurance is 
like a suit— 
unless it 
fits—the 
client won't 


be happy.” 


“Fitting” life insurance to the indi- 
vidual’s needs is the foremost 
Mutual Benefit Life philosophy. 
And it’s one that’s shared by every 
Mutual Benefit Life agent. [t means 
more study, more training and 
more service to the client. But it 
also means “happy” clients—and 
more success, as in the case of 
Bill O’Kane of Danville, whose 
clientele has grown 
by leaps and 
bounds right 
from the begin- 
ning. The Mutual 
Benefit Life Insur- 
ance Company, 
Newark, New 
Jersey. 
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Kalmbach On Controversial Questions 


Massachusetts Mutual President Sees Variable Annuities as 
Threat to Stable Dollar; Gives Views Also of “Special 
Policies” and Some Trends in Group Field 


Leland J. Kalmbach of 


President 


Massachusetts Mutual Life reiterated 
his stand on the variable annuity ques- 
tion in a speech before the company’s 
recent Leaders’ Club conference at 


Fla. 


insurance 


Hollywood, 
“Life 
“have 
toward controlling inflation through the 
thrift and by empha- 
of a stable dollar. 


salesmen,” he said, 


made an invaluable contribution 
encouragement of 
Sizing the 
If they should now start selling variable 
believe result 


importance 


would 
in spreading the idea that inflation is 
something fundamentally advantageous 
to the purchaser, I am that 
the effect not only on our own business, 
the of the nation, 
would be most unfavorable.” 

Mr. Kalmbach attributed the high 
standing of the industry today largely 
to the guaranteed, fixed-dollar contracts 
being sold and carried out. He stated 
that the chief responsibility of life in- 
surance companies is to furnish insur- 
ance protection, and in his opinion, the 
sale of individual variable annuities 
would, in the long run, interfere with 
the adequate performance of that re- 
sponsibility. 


Situation With Agents 


annuities, which I 


convinced 


but also on economy 


He said he doubted that the public 
demand for variable annuities existed to 
the extent indicated by the proponents. 
He felt that an agent could make more 
money giving all his time to the sale 
of life insurance rather than devoting 
part of it to the sale of variable an- 
nuities. “Any reputable investment ex- 
pert,” he commented, “will advise that 
an individual not consider investment 
in equities until and unless he has made 
sound provision for a home, education 
for his children, and a minimum fixed 
income for his dependents in the event 
of death. In other words, an individual 
should have a sound life insurance pro- 
gram before he thinks of equity invest- 
ments, 

“Certainly there are considerably fewer 
people who have an adequate life insur- 
ance program and to whom a variable 
annuity may in all conscience be recom- 
mended than there are people who do 
not yet have sufficient life insurance. 
Therefore, | cannot agree that an agent 
can his income through the 
sale of variable annuities when there is 
a limited market for such annuities and 
an unlimited market for life insurance. 


lnerease 


“Furthermore, 1 do not believe that 
a conscientious agent can be effective 
selling fixed-dollar life insurance con- 
tracts on the one hand, and on the other 
hand selling contracts whose chief at- 
tractiveness to the buyer is based not 
only on the assumption that we are 


faced with depreciation in the value of 


the dollar for an indefinite period, but 
also the assumption that stock prices 
will increase at a more rapid rate than 
the cost of living.” 


Calls VA Guarantees Inconsequential 


President Kalmbach pointed out that 
the purchaser of an individual variable 
annuity is not interested in the long- 
term average experience and that if the 
level of stock prices during the benefit 


period is unfavorable in relation to the 
level during the premium paying period, 
the return would be unsatisfactory. This 
situation, the president felt, would oc- 
cur in many instances and would result 
in considerable criticism of the life in- 
surance business. “I feel that the guar- 
antees under the variable annuity con- 
tracts are so inconsequential as com- 
pared with the investment risks as- 


sumed by the policyholders that I would 


be embarrassed to have the Massachu- 
setts Mutual issue such contracts,” he 
emphasized. 

Concluding his discussion of variable 
annuities, he commented, “It is my sin- 
cere belief that the Massachusetts Mu- 
tual can more nearly meet its obligations 
as a great life insurance company by 
having a sales force dedicated to the 
sale of life insurance. It seems to me 
that no one would be benefited in the 
long run if we were to dilute the effec- 
tiveness of our professional sales force 
by the introduction of new products such 
as variable annuities or perhaps indi- 
vidual accident and health coverages. I 
am confident that specialization in life 
insurance, which is the primary function 


of a life insurance company, will result 
in greater service to the public and 
greater satisfaction and profit to our 


company and to our sales force.” 

He said he was not opposed to the 
sale of such contracts on a Group basis, 
for the buyer, in most cases, would be a 
corporation, having both full knowledge 





BERNARD A. 


HAAS 


AGENCY 


“Let’s 


MANHATTAN LIFE 


talk about tough cases” 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 











INDIANAPOLIS 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


OMAHA 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 








Telephone HAnover 2-5840 





of the hazards 


obligation to 


pay 


involved and a 
supplemental inc 


moral 


ome 


to retired employes should the experi- 


the 
prove 


ence under 
contract 


group. variable 


unsatistactory. 


Discusses “Special Policies” 


Mr. 
so-called 
by a 
months,” he 


number of 
said ‘ 


companies. “In 


annuity 


Kalmbach went on to discuss the 
“special policies” being offered 


recent 


‘we have heard a great 


deal about an extension of the 
idea. Instead of offering a ‘special’ 
a single plan of insurance, there is 


discussion of 


establishing 


different 


‘special’ 


on 
now 
pre- 


mium schedules for all plans of insurance 
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WELCOME 


ANICO 


"on target of public 
demand" plans 


@ PREFERRED 99 PLAN—a low-cost, high cash- value protection. 
(One third of sales currently on this plan.) 


@ NON-CAN plans and Major Medical. Complete line of Loss of 
Time and Hospital and Surgical policies. With the industry’s 
newest features and provisions. 


@ ANICO CO-OP PENSION PLAN 
Designed for the small employee group. 
Priced for the small employee group. 


@ SPECIAL MTG. PLAN—covers death or temporary disability. 


Something new in this big 


@ Complete Sub-Standard consideration. 


field. 


Franchise. Bank Draft. 


Leadership in Merchandise is part of the answer to ANICO 
tripling its size in ten years. Such growth develops room for 
more to share in future growth... 


REPRESENTATIVES @ 


BROKERS e 


Openings everywhere in 38 states 


SPECIAL BROKERS 


Inquiries about these or other openings for those 
with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


AMERICAN NATIONAL 


| E51 6) 29: W'( 0) DEE OOS 


GALVESTON, TEXAS 





OVER 3% BILLIONS OF 


INSURANCE 


IN FORCE 





minimum 
graduated 
policies in- 


standards of certain 
with premiums 
the size of 


meeting 
amounts, 
downward as 
creases. 

“The justification for 
policyholder costs on large policies is 
the fact that overhead expenses per 
$1,000 of insurance on such policies are 
lower than on small policies. The de- 
gree to which refinements in the assess- 
ment of expenses should be carried 
a serious problem for a life insurance 
company. I can assure you that there 
is no method of assessing overhead ex- 
penses which does not involve a great 
deal of averaging, and it appears obvious 
that if a company goes too far in re- 
flecting actual unit expenses in the cost 
of insurance, it would end up with such 
high .premiums for small policies that 
their cost would be prohibitive.” 


Gives 20-Pay Life Illustration 


Citing examples of how prorated ex- 
penses would affect the cost of 20- 
payment life policies, Mr. Kalmbach 
stated, “The purchasers of these small 
20-payment life policies were largely 
fathers buying insurance on their chil- 
dren, young women desirous of limiting 
the number of their premium commit- 
—-, and men in the lower income 
groups interested in paying up_ their 
insurance during the period of their 
highest earnings. Certainly they were 
people who had a real need for life 
insurance. I believe that providing in- 
surance for these and compari able seg- 
ments of our population is in the public 
interest, and furthermore, that all life 
insurance companies have a_ social ob- 
ligation to conduct our business in such 
a manner that we are able to provide 


more favorable 


such persons with life insurance at a 
reasonable cost. 
Undoubtedly, in the months ahead, 


minds in our business will be 
the solution to the problem 
policies. Compromises_ will 
made, because, as a pri ictical 
matter, I believe it is impossible t 
have absolute equity. The Massachusetts 
Mutual shall be among those studying 
this problem, and I assure you that, sub- 
ject to the practical considerations in- 
volved, we shall constantly strive for the 
greatest possible degree of equity among 
our different classes of policyholders.” 


the best 
focused on 
of ‘special’ 
have to be 


Views on Group Trends 


Mr. Kalmbach declared that he con- 
sidered certain trends in the Group in- 
surance field disturbing. He felt that 
some companies are going well beyond 
the original concept that Group insur- 
ance should be issued only for modest 


amounts and that some Group operations 


were encroaching on the Ordinary 
market. 

“T am convinced that Group-writing 
companies can continue to grow at a 
favorable rate and to render effective 


and extensive service to the public with- 
out following practices which over a pe- 
riod of years would reduce the Ordinar} 
market considerably. It is difficult to 
decide how far a Group insurance depart- 


ment should go in following present-day 
trends. Personally, IT am in favor of 
the 20-40 limit. I can assure you a 


‘though our Group department will con 
tinue to be both aggressive and comp: “a 
tive, it will endeavor at all times t 

void practices which would, in the long 
run, interfere with the normal functions 
of the Ordinary agent.” 
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The Late A. Thomas Lehman 





A. THOMAS LEHMAN 
The death last week of A. Thomas 
Lehman, vice president, actuary and sec- 
retary, Union Mutual Life, after a heart 
attack was a shock to his associates as 
it occurred after he had spent the day 
at his desk, seemingly in good health. 
He had been with the company 22 years, 
starting with it as an actuary after hav- 
ing a similar post with North American 
Life & Casualty, Minneapolis; Standard 
Life, Pittsburgh, and Detroit Life. Also, 
he had been State Secretary of Indiana 
Insurance Department and assistant ac- 


tuary for Iowa Insurance Department. 
A Fellow of Society of Actuaries, he was 
a member of Federal Actuarial Asso- 
clates, 

Born in Michigan and a graduate of 
University of Michigan, Mr. Lehman 
belonged to Rotary International, the 


Executives Club, and was a Mason. He 
is survived by Mrs. Lehman and a 
daughter, Mrs. Belford Richards. 





H. B. Clay, III, Appointed 
By Bankers National Life 


Harry B. Clay, IIT, Basking Ridge, 
J., has been appointed general agent 


and insurance consultant for Bankers 
National Life, Montclair, N. J. An- 
nouncement of the appointment was 


made by Ralph R. Lounsbury, president 
of the company. 

Mr. Clay attended New York Univer- 
sity and has graduated from both parts 
of the Life Underwriters’ Training 
Course and completed Part A of the 
Charter Life Underwriters’ Study Course. 

He previously was associated five years 
with The Prudential and was a member 
of their President’s Honor Club for 
the past four years. 


Bankers of Iowa Gains 

New business issued and paid-for in 
Bankers Life Co., Des Moines, Towa, 
for April totaled $22,473,441, an increase 
of more than $3 million over same month 
last year, Ordinary sales for the month 
were $13,698,432, and Group sales, $8,- 
775,009. 

Production for the first four months 
of the year totaled $94,866,630, an in- 
crease of $16 million over the same 1955 
period. Of this total Ordinary sales 
amounted to $50,740,001, and Group sales, 
$44,126.629. 

Total insurance in force at Bankers 
Life reached a new high at the end of 
April of $2,526,552,793. Ordinary life 
insurance in force amounted to $1,583,- 
103,022, and Group life in force to 
$943,449 771. 





FOR OCCIDENTAL IN LAREDO 

R. James Crake, former Amicable Life 
agent, has been named general agent to 
head Occidental Life of California’s first 
general agency in Laredo, Texas. Mr. 
Crake joined his former company in 1952 
and earned membership in the Amic- 
able’s top production club. Prior to join- 
ing his former company, he was a re- 
cording agent for two years for a fire 


and insurance company in 


Laredo. 


casualty 


APPOINT KENNETH E. TRUAX 

Kenneth FE. Truax has joined the home 
office staff of American United Life of 
Indianapolis as assistant superintendent 
of agencies. A graduate of Purdue Uni- 


versity he has been in insurance at 
Indianapolis since 1947, 


Mr. 


dianapolis Life Underwriters Association 


Truax is a member of the In- 
and General Agents and Managers Asso- 
ciation. 
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Ward a New York Visitor 





Fal 
m/ b/ — 
J. RICHARD WARD 


J. Richard Ward, superintendent of 
Equitable Life 
of Towa, is paying a visit to New York 
City. 

A native of New Mexico he was reared 
on ia While a student of 
University of New Mexico he life 
insurance on a part-time basis in 1928. 
In 1934 he became an agent of Equitable 
of Iowa at Pueblo, Colo., 
quently was made a district agent and 
then a general agent at Grand Junction, 
Colo. In January, 1942, he was appointed 
home office field supervisor, his insur- 


agencies, Insurance Co. 


cattle ranch. 


sold 


and subse- 


ance career being interrupted by military 
service. After two years in the Army 
he returned to the Equitable home office, 
supervisor at 


later becoming 


Portland, Ore., and then was made gen- 


agency 


eral agent in that city. As general agent 


there he doubled production and_ the 
agency ranked in the top ten of the 
company. He served a year on the 


company’s general agents advisory coun- 
cil. In February, 1952, he was appointed 
to his present position. 

Mr. Ward is a member of the educa- 
tional and training committee and of its 
inanagement training subcommittee, Life 
Insurance Agency Management Associa- 
tion, 


Bankers National Has 
65% Ordinary Increase 


Bankers National Life, Montclair, 
N. J., enjoyed an outstanding 65% in- 
crease in paid-for Ordinary business for 
April, over April, 1955. Paid-for busi- 
ness, including Group, showed an_ in- 
crease of 288% for the month over April 
of last year. April was the third largest 
paid-for Ordinary production month in 
the history of the company and was only 
exceeded by January and February of 
this year. 

Paid-for Ordinary for the first four 
months of the year showed an increase 
of 31.7% over the same period last 
year. The combined increase of Ordi- 
nary and Group sales during the first 
The insurance 


four months was 96%. 
in force increase for the first third of 
the year was 169% better than the 


insurance in force increase for the cor- 
responding period in 1955. As of April 
30, Bankers National Life had a total 
$339,193,605 of life insurance in force 

Another outstanding feature of the 
record 1956 Ordinary production is at 
average size paid-for policy of $10,205 
against $7,727 for the same period in 
1955. 
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Chicago Lake Front “Air Rights” 


Figured in Negotiations Between Prudential and _ Illinois 
Central R.R. During Planning of Company’s 
Mid-America Home Office There 


The legal method used and some of 


the related problems involved in the 


development of “the air rights” over the 
Randolph Street suburban station of the 
Iinois Central R. R., which resulted in 
Mid- 


building of The 


the construction of the 41-story 


America home office 
Prudential in Chicago, were described by 
James J. Brennan, associate counsel, The 
Prudential, Chicago, in a talk made a 
few days ago in Memphis. The Pruden 
tial building is in part located at the 
foot of Randolph Street near Lake 
Michigan. 
The term “air rights” is a popular ex- 


pression with a legal connotation, In 


principle, it goes back to early English 
common law and has as its basis in the 
‘egal maxim, “To whomsoever the. soil 
belongs. he owns also to the sky and to 
the depths.” The term “air rights” was 
probably first applied to the commercial 
use of space over railroad terminals 
and the tracks leading thereto, begin- 
ning with the development of the Grand 
Central Terminal area in New York City 
about half a century ago. The term now 
has a more general application as indi- 
cated by the Illinois statute referring 
to the power of cities to lease the space 
over streets and other public places. 


Long Series of Negotiations 


The negotiations in Chicago between 
the railroad and the insurance company 
were exceedingly complicated, but finally 
were all straightened out. The Illinois 
Central preferred to acquire fee title 

» the railroad areas and The Prudential 
preferred to acquire fee title not only 
ty the air space but also to the areas for 
supporting columns and foundations, 

One complication for The Prudential 
resu'ted from the fact that the railroad 
area was at a lower street elevation and 
in order to provide access to the building, 
it proposed to build, four upper level 

aduct streets had to be constructed. 

Under the Chicago Lake Front Ordi- 
nance it was an obligation of the city of 
Chicago to construct a viaduct over 
Beaubien Court, the lower level dead-end 
street. along the west boundary of the 
tract. It was the obligation of the rail- 
road to construct the northhalf of the 
Randolph Street viaduct bordering the 
tract on the south and also viaducts 
along the north and east boundaries. 
The title to the areas comprising the 
Randolph Street and Beaubien Court 
viaducts is vested in the city of Chicago. 
The railroad owned the areas within 
which the viaducts along the north and 
east sides of the tract were to be built. 
\s part of the transactions Prudential 
agreed to assume the obligations of the 
railroad to construct the viaducts on 
the north, east and south sides of the 
proposed building. 

Sky and Subterranean Subdivision 

Mr. Brennan described in detail han- 
dling of situations where the deed from 
the railroad contained covenants of 
“after acquired” title and of further as- 
surance with respect to these areas so 
that in event of a vacation of the streets 
on viaducts the title to the viaduct struc- 
ture and its supports and foundations 
would revert to the owner of the air right 
property rather than the railroad as 
would otherwise be the case under IIli- 
nois statute. For the same reason, con- 
veyance of columns, foundations and air 
space in the viaduct areas to the north 
and east of the site owned by the rail- 
road was also required. In concluding 
his Memphis talk Mr. Brennan said: 

“We have truly not only a sub-division 
in the sky composed of lots of air but 
also a subterranean subdivision com- 


posed of lots of earth. Interesting and 
intriguing as this subdivision method 
may be, nevertheless I would advise 
that before it is adopted for use in an 
air right development considerable 
thought be given whether the particular 
situation warranted or necessitated its 
use and whether its advantages out- 
weighed its disadvantages. It was cre- 
ated in this case by necessity, not by 
choice. It is expensive; it is time- 
consuming; and it is inflexible, requiring 
a resubdivision to reflect new lot loca- 
tions and sizes brought about by archi- 
tectural and engineering changes made 
not only before but during and after 
construction. It is, however, an added 
step in the creative law of real property, 
prompted by the economic pressure to 
provide more growing space in the con- 
gested commercial areas of our large 
cities. Despite its complexities the sub- 
division method will undoubtedly be the 
pattern for future air right developments 
over the Illinois Central tracks in Chi- 
cago’s Lake Front area. 


Mass. Mutual 105 Years Old 


Massachusetts Mutual Life was 105 
years old on May 15, having been organ- 
ized on that date in 1851. 


Transfer J. I. B. Moore 


J. 1. B. Moore, Pacific Mutual Life 
district claims representative at Dallas 
since 1939, has been transferred to the 
Los Angeles home office claims depart- 
ment as home office claims representa- 
tive. The move was announced by Pa- 
cific Mutual Claims Director Harry 
Samm. 

Mr. Moore has been with Pacific Mu- 
tual since 1928 and his entire career has 
been devoted to claims work. Prior to 
his Dallas 
representative at 
Kansas City. 


assignment he was claims 


Minneapolis and at 


Equitable of Ia. Increases 

New paid production in the Equitable 
Life of Iowa for the first four months 
of 1956 reached an all-time first four- 
month high of $51,181,121, it was an- 
nounced by Ray E. Fuller, agency vice 
president. This represented an increase 
of 5.4% over the corresponding period 
in 1955, and brought life insurance in 
force at the end of April to $1,441,942,795. 

The Chicago agency, Griffin, Ingram 
and Pfaff, general agents, placed first 
among all agencies throughout the 
country. 





IMPERIAL LIFE DIVIDEND 
Imperial Life of Canada has declared 
a dividend of 50 cents, payable July 1, 

to shareholders of record June 15. 


Travelers Insurance Cos. Education Center 





Construction of the Travelers Insur- 
education 
center in Hartford is expected to begin 


ance Companies. three-story 
in about two weeks. Architects plans for 
the building have been submitted by the 
firm of Walker, Smith & 
Smith and have been approved by the 


Voorhees, 


Travelers. 

The education center will be of red 
brick and limestone trim in classical 
style. It is to be constructed on the 
site of the present Hunt Memorial 


Building on Prospect Street. Razing of 
that building is practically complete. 

Construction will be supervised by the 
George A. Fuller Co. It is expected that 
by the end of 1956 the new education 
center will be complete. 

At that time all training facilities now 
located at the Hartford branch office on 
Asylum Street and at the home office 
will be moved to the new location. 

Featured in the education center will 
be six classrooms, two on each floor; 
staff offices, a library, recording room, 
student lounge and other facilities. 
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tuff Will Be Happy to 5 You 
AT HIS FINE RESTAURANTS 


23 PARK ROW 
Near Ann St#., N. Y. 
Phone: WOrth 2-2514 
Newly Elected Member of Esquire Charge 
also members 
Club and Trip Charge Systems. 


EMIL PANGAL—Genial Host to Downtown Diners for over 26 Years 


213 PEARL STREET 
Near Maiden Lene, N. Y. 
Shone: Digby 4-2348 


of Gourmet and 








Northwestern Mutual Sales 


Northwestern Mutual Life sales of $52 
million for the month of April, bringing 
to $224 million the company’s sales in 
the first four months of 1956, were re- 
ported by Grant L. Hill, vice president 
and director of agencies. Also an- 
nounced were the following top sales 
leaders for April among Northwestern 
Mutual’s 91 general agencies nationwide: 

J. R. Mage, Los Angeles, C. R. Eckert, 
Detroit and Stumm & Poeder, Aurora, 
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For Cost Age 30 
10 yrs. 8 payments 




















i 64.70 | 97.05 | 129.40 
i. 81.70 | 122.55 | 163.40 
16 88.20 | 132.30 | 176.40 
20. 97.30 | 145.95 | 194.60 

















Protection against loss of income at a 
very low premium. 


A predetermined income to assure fam- 
ily security during the years of 
growing up. 


A contract for a minimum $100 month- 
ly guaranteed income. / 


A contract trimmed to the essentials. 
Written for a selected period of 
10-25 years from ages 20-60 with 
conversion privilege. 


In the event of death during the 4 
years preceding the expiration of 
the contract, income is guaranteed 
for 48 monthse 


A reducing term contract, Columbian 
National’s Guaranteed Income 
Policy is minimum in cost for sub- 
stantial positive return. 
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Split Dollar And Bank Loan As 
Viewed By Price H. Topping 


In his talk before Home Office Life 
Underwriters Association meeting in Hart- 
fod this month his theme being “Under- 
writing Tax and Legal Life Insurance 
Sales,’ Price H. Topping, associate gen- 
eral counsel, Guardian Life, discussed split 
dollar and bank loan plans among other 
subjects. His remarks on these subjects 


follow: 
Split Dollar Plan 

The most discussed plan for a legal 
ond tax sale at the present time is the 
Split Dollar Plan. A number of good 
sized sales have been made with this 
plan. However, I think there is much 
more talking about the plan than there 
are sales under it. Anyway, it is an ex- 
cellent tool for the field underwriter to 
use to open the door of the business man 
and to get his foot in. Whether the sale 
is thereafter made as a Split Dollar sale, 
or merely a straight sale is immaterial. 


How Name Was Derived 


The name of the plan was derived 
from the theory that the premium dol- 
lar is split two ways, part toward the 
cash value, and part toward pure insur- 
ance. In its simple and conventional 
form, an employer buys a life policy on 
the life of an employe. Usually, it is a 
medium premium policy, as Ordinary 
life or 20 or 30 pay life. It is never 
Term insurance. The employer is named 
as the owner of the policy. The em- 
ployer and the employe execute between 
them an agreement providing, in sub- 
stance, that the employer will pay that 
portion of each annual, premium which 
is equal to the increase in the cash value 
of the policy as a result of that premium 
payment. Dividends are usually used in 
reduction of premiums. The agreement 
calls for the insured to pay the balance 
of each year’s premium. The agreement 
further provides that the employer is 
the owner and beneficiary of the policy 
to the extent of the cash value. The 
wife of the insured, or other favored 
person selected by the insured, is the 
beneficiary for the excess of the death 
proceeds over the cash value at any 
time 

An Illustration 


An illustration of the plan will show 
that the insured will pay all the first 
year’s premium, about half the second, 
and about one-quarter of the third 
year’s premium, and then small amounts 
annually through about the seventh 
year. After about the seventh year the 
cash value increases more than the net 
Premium payment so the insured need 
pay nothing further, and the employer 
will make a slight gain on his investment 
provided the plan is retained over seven 
years. If the plan is maintained through 
15 or 20 years, the employer gains a 
material return on his investment as 
then the cash value materially exceeds 
the total employer contributions. 

Frequently, the agreement provides 
that all premium payments will be spread 
equally over the first seven years so as 
to ease and level the insured’s payments. 

This, of course, produces very inex- 
pensive insurance for the insured. No 
cost to him at all after the seventh 
year, and in fact, but little cost after 
the second year. Naturally, his coverage 
is gradually reducing as the cash values 
build up, but that reduction, is modest. 
All that is necessary is to find an em- 
ployer who is willing to lay aside such 
sums of money without interest as equal 
the cash value. He takes no financial 
tisk, as his investment is always 100% 
sectired by the cash value, but he reaps 
no real return on his until 
the 12th to 15th year. If the employer 
and employe make the Bins Bos agree- 
ment previously mentioned of leveling 
the insured’s contribution through the 
lirst seven years, with the difference 
advanced by the employer, there is then 
a small amount not 100% so secured on 
the employer’s investment. 


A favorable tax ruling issued last 


December holds that all phases of the 
trans: ction are exempt from income tax 
uniess th» policy is surrendered, and 
then the employer only pays a tax on 
the excess of the surrender proceeds 
over the total of his contributions. 

Some companies are encouraging this 
plan and some are not interested as 
they do not believe it is good business. 


Bank Loan Plans 


Another artificial tax plan of selling 
life insurance is the Bank Loan Plan. 
Originally, the conventional Bank Loan 
Plan called for the sale of a 10 pay life 
policy. The insured paid the first pre- 
mium with his own funds. He borrowed 
the next seven premiums from a bank 
and paid them to the insurer in advance 
at a discount. In the second year of 
the policy the eighth annual premium 
was borrowed from the bank and paid 
to the insurer at a discount. The fol- 
lowing year the ninth premium and the 
following year the tenth premium were 
similarly borrowed and paid to the in- 
surer at a discount. The policy and the 
advance premium agreement were as- 
signed to the bank as security for the 
loan by the bank to the insured. 

If the insured was in a very high in- 
come tax bracket, as 60 or 70%, if the 
money was borrowed from the bank at 
a reasonably low interest rate, generally 
not over 3%, and if the premiums paid 
in advance were discounted by the in- 
surer at 2% or better, the combination 
produced very inexpensive insurance. 
The interest paid to the bank was de- 
ductible in computing income taxes and 
the gain realized by paying premiums 
at a discount was not taxed if the policy 
matured as a death claim or unless it 
was surrendered and the cash value re- 
ceived exceeded the premium cost. 


1954 Revenue Code 


The 1954 Revenue Code plugged that 
loophole. It is no longer attractive to 
sell that plan as the interest under that 
old plan is not now deductible in com- 
puting income taxes. Plugging that loop- 
hole did not completely close out the 
plan. There is still a considerable amount 
of such insurance being solicited by some 
companies, and some other companies 
are unknowingly selling some under the 
new plan 

The 1954 Internal Revenue Code pro- 
vides that if substantially all premiums 
on a policy are paid within a four-year 
period with borrowed funds, or if a 
substantial number of premiums are paid 
in advance to the insurer with borrowed 
funds, the interest on the loan to pay 
those premiums is not deductible in com- 
puting income taxes. 

No regulations have been issued under 
the applicable section of the 1954 Code 
(Sec. 264) so no one yet knows what 


CIES. 


MORGAN O. DOOLITTLE, 
President 











EMPIRE 


is proud that it can now offer the buying public a new series 


of GUARANTEED RENEWABLE TO AGE 65 POLI- 


We welcome your inquiries about these competitive 
Accident and Accident and Sickness additions to our already 
complete disability sales portfolio. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 
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Pension Planning Co. Now 


At 625 Madison Ave., N. Y. 


Pension Planning Co., of which Meyer 
Goldstein is president, has moved from 
260 Madison Avenue to 625 Madison 
Avenue, New York City. Its work in 
the employe benefit field in the capacity 
of being independent consultants on a 
fee basis dates back to 1931 when it was 
organized. Since that time it has had 
approximately 600 clients. While a few 
are or have been philanthropic bodies, 
municipalities or business partnerships 
most of the clients were or are corpora- 
tions. Pension Planning Co. has a work- 
ing personnel of 41. 

During his career Mr. Goldstein was a 
New York City general agent of Con- 
necticut Mutual and then a manager 
here for Equitable Society, but for some 
time he has not acted in a managerial 
capacity for any life insurance company. 
Numerous articles on employe benefit 
subjects written by him have been pub- 
lished in various periodicals. 





is a “substantial number” of premiums. 
Certainly five premiums paid in advance 
on a 10 pay life is a substantial number. 
But what lesser number is not substan- 
tial? And what number is substantial 
on an Ordinary life or even a 20 or 30 
pay life? The answer will not be avail- 
able until the regulations are issued. 
Keeps Borrowing From a Bank 


In the absence of regulations the pres- 
ent plan is sold by having the insured 
buy almost any plan of insurance, fre- 
quently 20 or 30 pay life. The insured 
pays each premium as it becomes due 
and keeps borrowing the maximum 
amount available from a bank, pledging 
the policy as collateral. A few further 
premiums may be so borrowed from the 
bank and paid in advance at a discount. 
Generally, that will not exceed four an- 
nual premiums on a 20 pay life or longer 
policy. 


Essentially, at the present time the 
plan only calls for paying premiums 
currently (not in advance) with bor- 


rowed funds. An individual in a very 
high income tax bracket, able to borrow 
at a moderate interest rate, can thereby 
obtain fairly inexpensive insurance with- 
out tying up much of his own money. 


DOUGLAS S. FELT, 
Agency Vice Pres. 
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$104,800.00 


worth of immediate 


LIFE PROTECTION 
for only $480.90 a year 


(at age 35) 
IMPOSSIBLE? Let us 
show you how! 











WHITE & 
WINSTON 


INC. 


271 Madison Ave. (at 40th), N. Y. 16 


Phone: LExington 2-8518 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 





Mutual Trust Life Holds 
Spring Regional Meetings 
During April, Mutual Trust Life con- 
ducted its Spring sales meetings. The 
four regional meetings, which were held 
in Chicago, Atlantic City, 
Santa Barbara, attended by the 
company’s production club leaders, mem- 
bers of the agency department, and 
guests. 
Featured at the new two-day meetings 


Cape Cod and 


were 


was an informative business session which 


important aspects of 
Section 303 of the 
Premium 
Deduction, 


dealt with such 
estate planning as 
Internal Revenue Code, the 
Payment Test, the Marital 
and the Clifford Regulation. 

At the meetings, it was announced that 
the company will now write 10 year 
term policies on a substandard basis and 
that the family income rider may now 
be added to policies already in force 


JACOB ROSEN DEAD 
Founded a Brooklyn Travelers Agency 
40 Years Ago; Also Had Banking 
Experience 
Jacob Rosen, 77, long in the insurance 
and banking business in Brooklyn, died 
in Beth David Hospital there last week. 
In Brooklyn he founded the former Wil- 
liamsburg Agency, Inc., of the Travelers, 
40 years ago. At the time of his death 
he was president of the York Broker- 
age Co., Inc., and a member of the 
insurance firm of Rosen & Rosen, run 
by him and his son, Milton A. Be 
tween the two concerns all kinds of 

insurance was written. 

Mr. Rosen was a founder of the com 
munity loan system which became th« 
Commercial State Bank and Trust Co. 
He also founded the Rosen News 
Agency. He was active in the Jewish 
Hospital and charitable groups, 
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Sales And ‘Tax Implications Of 
The Split Dollar Plan 


Harry S. Redeker, general counsel of 
Mutual Life, addressed a capac- 
heon meeting of the Life Under 
writers Association of New York City 
last) Friday He described the actual 
split-dollar plan case on which Revenue 
Ruline 55-713 was issued last December. 
He felt that knowledge of this impor- 
tant background, including the Treasury 
Department's attitude on the split-dollar 
idea, might be helpful in other cases in 

hich such plan is ecentemplated. 

The General Rule 

Myr. Redeker said there was little law 
on the problems presented by split-dollar 
plans. Generally speaking, payment of 
premiums by an employer on an indi 
vidual policy of insurance on the em- 
plove’s life is considered taxable income 
to the emplove either if the employe has 
the right to designate the beneficiary or 
if the policy is taken out for the benefit 
of the employe. Premium payments by 
the employer may be additional compen- 
sation to the employe as in the Yueng- 
ling case or they may be considered divi- 
dend distribution as in the Paramount- 
Richards Theatres case. 


More Favorable Rules for 
Split Dollar Plans 

The general ruling was held inapplic- 
able to a split-dollar plan under Revenue 
Ruling 55-713, published last December. 
The split-dollar plan actually covered by 
this Revenue Ruling may be summarized 
as follows: 

(1) The policy was applied for and 
owned by the employer. 

(2) The employe’s rights were covered 
by a supplementary agreement. 

(3) The employer agreed each year to 
pay an amount of premium equal to the 
increase in cash value. The employe 
agreed to pay the balance, if any, of the 
premium, 

(4) Dividends 
premiums. 

(5) The death benefit was to be di- 
vided as follows: 

(a) An amount equal to the cash value 
to be paid to the employer. 

(hb) The balance to be paid to bene- 
ficiaries designated by the employe. 

The actual Revenue Ruling covered 
these important points: 

(1) The payment by the employer of 
a substantial portion of the premium 
payments did not result in realization of 
taxable income by the employe. The rul- 
ing implied that the forbearance of in- 
terest by the employer was an important 
element in the transaction and that “in 
essence” the arrangement was the same 
as if the corporation made loans without 
interest to the employe. However, it was 
stated that such forbearance of interest 
did not result in the realization of tax- 
able incoine by the employe. 

(2) The division of the death benefit 
would) produce no taxable income to 
either the employer or to the beneficiary 
designated by the employe. , 

The Actual Case Behind the Ruling 

Mr, Redeker pointed out some inter- 
esting aspects of the case related to the 
ruling which was given him by Lewis G. 
Kearns of Ostheimer & Co., Philadel- 
phia, the insurance brokers identified 
with the transaction, and Herman C. 
Biegel, Washington, D. C. attorney who 
represented the client. 

\ corporation had entered into 
a comprehensive employment contract 
with its new president. This contract 
contained benefit provisions in event of 


the president’s disability, death before 


were used to reduce 


retirement age, and for deferred com- 
pensation benefits after age 65. The pol- 
icy of insurance in question was taken 
out by the employer-corporation to in- 
demnify itself against the liabilities it 
had assumed. The president had the op- 
tion to participate in a split-dollar ar- 
rangement in later policy years. 


It is of interest that the employe 


owned no stock in the employer-corpora- 
tion. In the conferences with the Treas- 





ury Department that covered a period of 
about a vear, Treasury officials felt that 
an income tax should be imposed on the 
employe because of the very substantial] 
insurance protection afforded for such 
a low cost to the employe. Three 
theories were discussed for taxing the 
employe but all were ultimately aban- 
doned: 

(1) The term insurance cost as de- 
termined under P.S. 58 for pension trust 
cases, 

(2) The commercial rate for one year 
renewable term insurance for the par- 
ticular company. 

(3) The economic benefit to the em- 
ploye of an interest-free loan. 

Mr. Redeker said that the approval 
finally obtained may have reflected ab- 
sence of valid basis on which to levy a 
tax rather than an enthusiastic adoption 
of the principle of this plan. Certainly 
this background should be kept in mind 
when departures are considered from the 
facts of the case on which the ruling was 
based. 

Variations From the Basic Plan 

There are several variations from the 
basic ruling that Mr. Redeker has ob- 
served, He commented on their probable 
tax consequences. 

(1) Cash value in excess of the em- 
ployer’s premium outlay to reduce the 
employe’s cost, instead of passing to the 
employer in event of surrender, Such 
excess value, if owned by the employer 
at the time of surrender, will certainly 
be taxable to him as ordinary income. 
If it passes to the employe, an argument 
may be made that it merely reduces the 
employe’s total premium cost. In_ the 
many cases where there is a good reason 
to keep the employe’s cost at the lowest 
possible figure, this variant will be ap- 
pealing, even if the income tax conse- 
quences are the same. 

(2) Transfer to the employer of exist- 
ing policies on the life of the emplove. 
The employer is not likely to be disad- 
vantaged in this instance by becoming a 
“transferee for value.” Any “profit” to 
him in the transaction, in event of sur- 
render, will be taxable as ordinary in- 
come in any case. Such transfer would 
attract tax on the “profit” on death pro- 
ceeds that might otherwise be avoided, 
but there is not likely to be a large 
potential “profit” element in a split-dol- 
lar plan in any case. 

(3) Bank financing of the employer’s 
share of the premium outlay. This vari- 
ant should attract no adverse tax con- 
sequences. Many companies that would 
frown upon bank loan plans may not 
object to bank financing of split-dollar 
arrangements because of the difference 
in motivation and objectives behind the 
latter. 

(4) Leveling of employe’s share of the 
premiums. Plans have been suggested, 
according to Mr. Redeker, for leveling 
the employe’s cost over a number of 
years, to spread out the high cost to the 
employe in the early years. Mr. Redeker 
thought that a conservative plan might 
limit the period to five or ten years, al- 
though a leveling arrangement for any 
number of years should be valid if there 
were actually a liability for repayment 
assumed by the employe. 

(5) Absence of employer-emplove re- 
lationship. Revenue Ruling 55-713 was 
limited to the case of an employer and 
employe. The plan should attract no 
potentially adverse tax consequences in 
many other situations. For example, as 
between the partnership as an entity and 
the individual partners, it would fre- 
quently be found that the funds used 
by the partnership represent the capital 
contributions of the partners themselves. 
In the case of a plan used between 
father and son, there may be a basis for 
finding a taxable gift as respects the 
forbearance of interest by the father. 

(6) Employe as a stockholder in an 
employer-corporation. If the employe 
is the principal or sole shareholder in 





HARRY S. REDEKER 


the employer-corporation, it is possible 
that the Treasury Department may at- 
tempt to apply the theory of the Para- 
mount-Richards Theatres case in ruling 
that the premium payments represent a 
dividend distribution to the employe- 
shareholder. 

(7) Inclusion of supplementary  fea- 
tures. Disability and Accidental Death 
provisions should pose no special prob- 
lems, particiularly if the premiums for 
these extra ‘benefits are paid by the em- 
ploye. 


State Laws Limiting Corporation’s Right 
To Make Loans to Employes 


Mr. Redeker felt that the usual split- 
dollar plan does not result in a loan 
from the employer to the emplove. There 
seems to be involved only a payment by 
the corporation of a premium on a policy 
owned by the corporation. However, in 
those states where laws contain limita- 
tions on loans to officers or other em- 
ployves of corporations, a lawyer must be 
consulted to determine their possible 
effect on a split-dollar arrangement 
where a corporation is the employer. 


Differences in Company Practices 


Mr. Redeker commented on some dif- 
ferences in company practices which he 
felt should not alter the tax results. 
Some companies prefer to show the 
split ownership between the employer 
and the employe in the insurance con- 
tract. Other companies make the parties 
joint owners. His own company suggests 
ownership in the employer with the rights 
of the employe being covered in a side 
agreement. Since corporate funds are to 
be used in a somewhat unusual way, Mr. 
Redeker felt that the plan should have 
the sanction of a corporate resolution. 
He also believes that the plan is best 
adapted to a whole life type of coverage 
or to a long term limited payment policy. 
If the term insurance feature is to pre- 
dominate the employe’s cost will too 
nearly approximate his cost under an in- 
dividually owned policy. At the other 
extreme, if cash values build up too 
rapidly, the protection feature will too 
rapidly decrease. 


Federal Estate Tax Consequences 


Mr. Redeker felt that the portion of 
the proceeds payable to the beneficiary 
designated by the employe would be in- 
cludible in the employe’s gross estate 
for Federal estate tax purposes in the 
same manner as would an individually 
owned policy, and that the same con- 
siderations would apply if the employe 
desired to eliminate estate taxes by a 
transfer of ownership. ; 

Two Views About Split Dollar Plans 

There are two schools of thought con- 
cerning this plan, according to Mr. Re- 
deker. Under one theory, the plan is a 
“tax gimmick” of expectable short dur- 
ation. Under the other theory, this plan 
may become one of our newest type of 
permanent fringe benefits for emploves. 
It has an attractive natural market for 
younger executives with lower salaries 





H. Ley, Founder, Life | 
Extension Inst., Dies 


ALSO A PROMINENT BUILDER 





Originated Idea of Free, Periodic Exam. 
inations of Life Insurance 
Policyholders 


Harold A. Ley, 82, founder of the Life 
extension Institute which made period- 
ical examination of policyholders of life 
insurance companies, died May 12 in his 
New York apartment at 1 Sutton Place. 
His principal residence was in Melvin 
Village, New Hampshire. 

Mr. Ley, who had been prominent in 
building construction, conceived the idea 
in 1913 of insurance companies having 
their policyholders given free a_ period- 
ical checkup through an organization, 
which he called the Life Extension In- 
stitute, objective being helpfulness in in- 
‘reasing length of life of those policy- 
holders. The first executive he inter- 
ested was President Haley Fiske, who in 
1913 made such an arrangement with Mr, 
Ley’s organization. It continued the ar- 
rangement until about eight years ago. 
In the meantime, contracts were made by 
Life Extension Institute with some other 
life insurance companies. 

Mr. Ley some years ago sold his in- 
terest in Life Extension Institute to an 
organization called Life Extension Ex- 
aminers which has its main office at 11 
East Forty Fourth Street. At the pres- 
ent time the Life Extension Examiners, 
medical director of which is Dr. Harry 
Johnson, has as major part of its work 
the physical examination of executives 
of corporations, some of them large na- 
tional ones, and also of some private 
individuals not necessarily connected 
with corporations or businesses. 


Was Prominent in Building Construction 

In the world of building construction 
Harold A. was prominent and was closely 
associated with his brother Fred, and 
Harold became president of Fred T. Ley 
& Co., Inc., which post he held when the 
Ley corporation constructed the Chrysler 
Building in the Grand Central zone, at 
the time being the largest skyscraper in 
the United States. Harold was also 
president of the National Junior Achieve- 
ment. For some years he was a director 
of Massachusetts Mutual Life, of the 
Bush Terminal Buildings Co. and had 
association with Case, Pomeroy & Co. 
and Detroit & Canada Tunnel Corpora- 
tion. 

Surviving are his widow and_ four 
daughters. When Mr. Ley was. presi- 
dent of Life Extension Institute he was 
a host each December to presidents of 
life insurance companies who were hav- 
ing policyholders examined by the Insti- 
tute. The dinner was held when the 
old Association of Life Insurance Presi- 
dents was in annual convention in this 
city. 





and high family responsibilities. It can 
provide a phenomenally low annual cost 
to an employe—less than 60 cents per 
thousand of protection over a 20-year 
period. The employer’s cost is limited 
to the loss of interest on premium ad- 
vances for the duration of the plan, and 
the premium advances are fully secured 
by the cash values. The plan can be 
limited to a few employes of the em- 
ployer’s choice. It requires no Internal 
Revenue Service qualification. It is very 
simple to administer. The willingness ot 
the employer to forego interest on his 
advances can afford tremendous benefits 
for the employe’s family without adverse 
income tax consequences. 

If the growth of the split-dollar idea 
is not impeded by court decisions or by 
legislation, we may look for an increas- 
ing number of sales of these plans in 
the years ahead. There is bound to be 
enthusiasm for disability, retirement and 
family death benefits purchasable with 
fewer income tax-exposed dollars than 
under conventional plans. This is par- 
ticularly so as respects key employes 


who may be expected to be the principal 
beneficiaries of these plans, and to whom 
income tax considerations are so impor- 
tant. 
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ARTHUR J. TUFTS 


Life Office Management Association 
has announced the promotion of Arthur 
J. Tufts to assistant secretary and Alden 
F, Jacobs to the new position of assis- 
tant treasurer. 

Mr. Tufts, before joining the associa- 
tion as research associate in 1952, was 
director of planning at the Equitable 
Life in Washington, D. C. 

Mr. Jacobs joined the association as 
a research associate in 1954 from the 
American Casualty Companies, where he 
was director of personnel. Prior to five 
years in military service, retiring as a 
lieutenant colonel, he was associated with 





Rouse a N. Y. Life Architect 


Marshall J. Rouse has been named 
architect for the real estate and mort- 
gage loan department of the New York 
Life according to R. Manning Brown, 
vice president of the department. Mr. 
Rouse most recently has been associated 
with the H. K. Ferguson Co. and served 
as project architect for a $22 million 
synthetic fibre plant in Canada and also 
worked on the Brookhaven National 
Laboratory. His architectural experience 
has included housing, hospitals, industrial 
and power plants and office buildings. 
Mr. Rouse, a graduate of the College 
of Architecture, University of Michigan, 
is registered with the New York State 
and National Council of Architectural 
Registration Board. 





Get Buffalo, Seattle Posts 


Leroy McWhinney of Des Moines has 
been appointed associate regional Group 
manager in the Buffalo Group office and 
Harold R. Swanson is made Group man- 
ager at Seattle. 

Since joining the company in 1934 Mr. 

McWhinney has been in home office 
Group department and before that was 
in Group department of a large Eastern 
company. Born in Denver, he is a gradu- 
ate of Williams College, majoring in 
economics. He belongs to Des Moines 
Junior Chamber of Commerce. 
_ The territory to which Mr. Swanson 
Is assigned includes Oregon, Washing- 
ton, Montana and Idaho. Before joining 
Bankers Life he was with a western 
hospital service organization where he 
had a field management position. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 














Promoted by Life Office Management Association 





ALDEN F. JACOBS 


Manhattan Life as manager of personnel 
and planning activities. 


MERE RT 
EVERYONE’S TALKING! 


OUR GENERAL AGENTS— 
about Crown Life’s 


© Lower Rates. 
@ New Policy Plans. 
© Greater Opportunities. 


about Crown Life’s 


they need. 
POLICY OWNERS— 


about Crown Life’s 


® Low Cost Protection. 


ment. 
@ Our outstanding record. 








BROKERS and SURPLUS WRITERS— 


e Ability to provide the extra services 


@ Understandable Policies of achieve- 


For comparisons at a glance—ask for Crown Life’s dial-a-rate card— 


rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


ROWN 


INSURANCE 
Home Office: 120 Bloor St., E., Toronto, Canada 





OVER ONE BILLION IN FORCE IN OUR 54th YEAR 





Licensed in: Alabama, Alaska, Arizona, Arkansas, California, Colorado, Delaware, 
District of Columbia, Florida, Georgia, Hawaii, Idahe, Indiana, Kansas, Louisiana, 
Maine, Maryland, Michigan, Minnesota, Mississippi, Missouri, Nevada, New Jersey, 
New Mexico, North Dakota, Ohio, Oregon, Pennsylvania, Puerto Rico, South Carolina, 
Tennessee, Texas, Utah, Vermont, Washington, Wyoming, and now in NORTH 
CAROLINA, the 33rd state. 


Great American of 


’ 

Dallas’ New Look 
Dallas — Travis T. Wallace, president 
of Great American Reserve Insurance 
Co, disclosed results of nearly a year’s 
exhaustive planning, research and crea- 
tive effort during which hundreds of the 
company’s forms and the company’s in- 
signia have been simplified and modern- 
ized. In the process Great 
Reserve Insurance Co. has adopted a 
“calling name” or 
Great American of Dallas—for better 
remembrance and easier identification. 
The legal or corporate name will, how- 
ever, remain unchanged. : 
Mr. Wallace’s public announcement of 
the company’s “new look” came simulta- 
neously with disclosure of the moderni- 
zation plan to the firm’s sales and home 
office personnel. Reaction of the nearly 
300 employes and salesmen to the 
changes was “unanimously and enthusi- 
astically affirmative,” Wallace indicated. 
Great American engaged the services ot 
a national advertising agency—The Mc- 
Carty Co. of Texas. The McCarty Co. 
then brought in George S. Hunt, noted 
California industrial designer, formerly 
associated with Raymond Lowey and 

Henry Dreyfuss. 


American 


shorter nickname— 
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Mutual Benefit Life Insurance Co. 





Liberalize Mass. Mut. Policies 


Massachusetts Mu- 
tual contracts were announced by Presi- 


Liberalization of 


dent Leland J. Kalmbach of Massachu- 
Mutual at 
Leaders 


setts the company’s recent 


Conference in “Hollywood 
3each, Fla. 
Effective immediately, the minimum 
issue age for Disability Waiver will be 
reduced to age 10 for both males and 
females. Also, this provision may now 
be attached to a Juvenile policy which 
is issued with a Payor clause. 

The Disability Income provision will 
be available for the 10-Year Term plan 
of insurance. 

“At the present time we offer some 
type of Term insurance coverage to age 
65 for all ages at issue from 45 to 60, 
inclusive, except at ages 56 through 59,” 
he said. “In order to complete our Term 
insurance portfolio we are now making 
available 9, 8, 7, and 6-year Term insur- 
ance to be issued respectively at ages 
56, 57, 58 and 59. 


Accident Death Benefit 


“The experience under our accidental 
death benefit has been so favorable that 
we have decided we can safely liberalize 
this form of protection with respect to 
the nature of the coverage itself and also 
with respect to the cost. Accordingly, 
in the near future we shall announce 
certain changes in our A.D.B. accidental 
death benefits riders to be issued on 
new policies. Coverage will be con- 
tinued to age 70, instead of age 65, and 
the 12 exclusions from coverage will be 
reduced to nine. Also, the new rider 
will be issued down to age 10. 

“Premiums for this expanded benefit 
will be computed on a more favorable 
basis and, in many instances, will ac- 


tually be less than those charged at 
present. 
“The conditions which make these 


liberalizations possible will be reflected 
on existing A.D.B. coverage by liberaliz- 
ing the exclusions consistent with those 
in the new riders. Furthermore, recom- 
mendations will be made to the board of 
directors that dividends be allowed be- 
ginning in 1957 on A.D.B. provisions now 
in force so that these older 
riders will be comparable with the new 
rates. 

“Occasionally you may encounter a 
situation in which the purchase by a 
lump sum of a short-term Endowment 
is called for. Therefore, I am sure you 
will be pleased that we are now prepared 
to issue Single Premium [Endowments 
running for terms as short as five years, 
in place of the previous minimum term 
of ten years.” 


costs on 
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Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
59 Court S¢#. MAin 4.7951-2-3 





























Page 20 

















UNDERWRITER 


—_— 















THE 


EASTERN UNDER WRITE 





Owned and published every Friday by the Eastern Underwriter Co., a New York 
Corporauon. Office and place of business, 93-99 Nassau Street, New York 38, N. Y. 


WOrth 2-4868 





CLARENCE AXMAN, President-Treasurer 


W. L. Haney, Vice President 


Guapys P. Reap, Secretary 








Editorial Division 


CLARENCE AXMAN, Editor 
Epwin N. Eacer, Associate Editor 
A. V. Mutter, Editorial Secretary 


L. JEROME PHILP, Managing Edito: 
W. L. Capp, Associate Editor 
ARTHUR E. O’Lgary, Associate Editor 


OLIveR J. JoNEs, Associate Editor 





Business Division 


W. L. Hapiey, General Manager 


Guiapys P. Reap, Assistant Manager 





Subscription price in the United States and possessions, $5 a year. Canadian subscriptions, 


$6 a year. Foreign countries $6.50 a year. 


Single copies 25c. 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, pavable in United States Funds. 


Entered as second-class matter April 5, 1907, at the post office of New York City under act of 


Conyress, March 3, 1879 


LOWER EAST SIDE WATERFRONT 


One of the most extraordinary angles 
situation 
that so 
done in a century with 


downtown real estate 
Kast 


little has been 


of the 
near the River is the fact 


respect to tearing down old buildings 


and erecting new ones. Until a big sky- 
scraper went up on Pine Street near the 
East River there had not been a large 
new building of any consequence erected 
on the East River area below Fulton 
East of Gold Street. 


Just how that situation is changing is 


Street and 


being demonstrated by the fact that a 
33-story building is now to be erected 
Wall and 


To be known as the In- 


at the northeast corner of 
Pearl Streets. 
have en- 


Water 


structure it will 


Building it will 
Wall, 


ancient 


ternational 
trances on Pearl and 
Streets. The 
replace has been occupied principally as 
a restaurant. Not far away will be the 
great building and plaza which will be 
on the site of the old Mutual Life build- 
demolished. Numerous 


Ing now almost 


other new buildings, especially in the 
neighboring insurance districts, are un- 
der way. 

That the property near the East River 
had not been torn down for so many 
decades although so close to the finan 
cial and insurance districts has been in 
omprehensible. 


CONVENTION ON SHIP 
Many members of the Million Dollar 
Round Table, the organization of the 
largest producers of life insurance in the 
field, sailed this week for Bermuda and 
return on the SS. Kungsholm which they 
have chartered for meetings to be held 
on board. It is the Round Table’s annual 
convention. As an important part of 
MDRT conventions is the sessions called 
no diffi- 
finding 


there will be 
ship in 


“room hopping” 


culty on the Swedish 
room space for these forums. 


Chartering of an ocean liner as a 
convention locale is not a novelty. Some 
Equitable Life Assurance 


Society was given full possession of the 


years ago the 


Berengaria on a similar trip to Bermuda. 


The Equitable’s convention was a suc- 





cess socially, but flopped as a convention. 
The reason: main sessions were held in 
the Jounge where, when the windows 
were closed the big room became uncom- 
fortable because of lack of fresh air. 
When the windows were raised the con- 
ventional noise of the teen-agers and 
others walking the deck made it impos- 
sible to follow the speakers. 

Another bit of 


the Berengaria, too large for a Bermuda 


tough luck was that 


harbor, remained some distance outside 
the port, a tender arriving to take mem- 
bers of the convention to Hamilton, 
principal city in Bermuda. Unfortunately, 
because of a high sea, none of the pas- 
sengers could board the tender, so they 
rever reached the Bermuda mainland. 
Among other conventions on ships was 
that 
years ago on the SS. Dixie sailing from 


of Lamar Life of Mississippi some 


New Orleans, Those sessions were soon 
curtailed. 

MDRT 
is being made under good weather con- 
that the 


aspects will go over ef- 


The trip to Bermuda of the 
ditions and there is no doubt 
“room-hopping” 
whether or not the lounge 
that 
will be able to hear the addresses. 

Constantly growing in stature, MDRT 


fectively 


meetings will be such everybody 


has also made its membership require- 
MDRT 
on an agent’s card, as is also the case 
with CLU, adds to the 


agent, making the approach stage easier, 


ments stricter. The designation 
stature of the 


especially when soliciting people in the 
business world. 


Charles R. Howell, New Jersey Com- 
missioner of Banking and Insurance, 
will address the luncheon meeting of the 
New York Chapter, American Society of 
Insurance Management, on May 24 at 
the Downtown Athletic Club, New York 
City. Mr. Howell, a former president of 
Trenton Association of Life Underwrit- 
ers and a holder of a CLU degree, at- 
tended University of Pennsylvania and 
after two years as an agent opened his 
own insurance agency in Trenton. While 
a member of Congress he was on com- 
mittee of education and labor. Commis- 
sioner and Mrs. Howell reside in a farm- 
house built in 1728, located in the sub- 
urbs of Pennington, N. J. There they 
have an interesting collection of antiques 
and also breed Airedale terriers often 
seen in dog shows. 











HARRY G. AMBROSE 


Harry G. Ambrose has been elected 
secretary of the Eagle Fire of Jersey 
Citv, N. J. He was formerly associated 
with Guy Carpenter & Co., Inc., in New 
York City, having joined that firm in 
1948. Mr. Ambrose has had 23 years of 
experience in the insurance and reinsur- 
ance fields. 

* ok Ok 


Chester O. Fischer, vice president of 
Massachusetts Mutual Life, has been 
elected a trustee of Springfield College. 
A co-educational institution, Springfield 
College was founded in 1885, and _ its 
present student body numbers 1,032. The 
college is unique in that it concentrates 
on preparing its students for work in 
the character building, youth leadership, 
community service and educational agen- 
cies. There are more than 6,000 alumni 
actively engaged in this field in the 
United States and 43 viher countries. 





Italian Line Photo 


Mr. and Mrs. Roy Gundersdorff 


Roy Gundersdorff, general agent in 
northern New Jersey of Equitable Life 
of Iowa, and Mrs. Gundersdoff, are 
spending two months in Europe. The 
accompanying picture was taken on the 
S.S. Christoforo Colombo of the Italian 
Line when they sailed from New York. 

* * x 

Joseph I. Cummings, president, Empire 
Life and Accident, Indianapolis, has been 
elected a director of the Fidelity Trust 
Co. of Indianapolis. 





R. Donald Quackenbush, manager of 


Group sales for Bankers National Life 
Montclair, N. J., was recently honored 
at the state convention of the New Jer- 
sey Junior Chamber of Commerce. Mr, 
Quackenbush lauded for his out- 
standing service as immediate past presi- 
dent of the Junior Chamber of Com- 
merce of New Jersey. He also served as 
chairman of the resolutions committee, 
policy committee and credentials commit- 
tee. He was presented with plaques rec- 
ognizing his efforts in these offices dur- 
ing the 1955-1956 terms. He was desig- 
nated the State winner of the Junior 
Chamber of Commerce National Contest 
entitled “Speak Up Jaycee.” 
x * x 


was 


John V. Slickis, claim manager in the 
Washington, D. C., branch of Standard 
Accident and affiliate, Planet Insurance 
Co., recently addressed the Association 
of Claimant’s Atorneys in Washington, 
D.C. He later served as a member of a 
panel which discussed current claim op- 
erations. 


< Gh 





L. to R. Thomas J. Watson, Jr. 
Thomas J. Watson, Sr. 


Thomas J. Watson, Sr., chairman of 
the board of International Business Ma- 
chines Corporation, announced follow- 
ing a meeting of the IBM executive com- 
mittee, the election of Thomas J. 
Watson, Jr., as chief executive of tlie 
company. Mr. Watson, Jr., has been presi- 
dent of IBM since January, 1952, and will 
continue in that office. He is a trustee 
of Mutual Life of New York. Mr. Wat- 
son, Sr., will continue as board chairman. 

x x Ox 


D. Edward Hudgins, vice president and 
general counsel, Jefferson Standard Life, 
has been named president of the Chil- 
dren’s Home Society of North Carolina, 
Inc. Founded in Greensboro in 1903, the 
Society is North Carolina’s only volun- 
tarily supported adoption agency serving 
the entire state. More than 6,000 chil- 
dren have been placed in adoptive homes 
through the efforts of the Society. 

* * xk 


Dr. Earl T. Opstad, medical director, 
Northwestern National Life, has been 
elected a member of the board of di- 
rectors of the Hennepin County Tuber- 
culosis Association. 

x Ok Ok 


Arnold P. Baker, manager of the St. 
Paul-White & Odell agency, Northwest- 
ern National Life, was recently elected 
president of the National Sales Execu- 
tives of St. Paul. 
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Yale’s “Insurance World” 

John Arthur Neumark is chairman 
and Roger T. Donald is editor in chief 
of “Insurance World 1956,” which will 
be issued by Yale Daily News. Objec- 
tive of the publication is to demonstrate 
to college students as effectively as pos- 
sible that insurance is an attractive ca- 
reer. 


“Insurance World 1956,” which will 
come out in two parts, one covering 


property insurance and the other life 
insurance, will have a total circulation 
of 300,000 and be widely distributed 
throughout the country among colleges 
and universities. Some of the principal 
figures in the insurance business will 
be authors of articles, 

Mr. Neumark, whose home is in New 
York City, is a junior at Yale, and he 
was editor of “Wall Street 1955,” a large 
publication which ran many articles on 
finance, the Stock Exchange, Federal 
Reserve Bank and other subjects with 
which college students should be ac- 
quainted if they intend to follow finance 
as a career. It made a deep impression 
on these students, Mr. Neumark, a 
graduate of Taft School, is national ad- 
vertising manager of Yale Daily News 
and is a member of St. Elmo. 

Mr. Donald whose home is in West- 
port, Conn., is a junior at Yale. He is a 
senior editor of Yale Daily News as well 
as being editor in chiet of “Insurance 
World 1956.” 

The staff of “Insurance World 1956” 
follows: 

Editorial directors, John George Frit- 
zinger, Jr., and Scott Gregory Sullivan; 
advertising directors, David Potter Good- 
man and Robert Campbell Shackelford; 
production manager, Harry S. Valentine, 
III; business associate, David Cutcheon 
Breasted; production associate, Jeremy 
Hunt Biggs s; circulation manager, Donald 
Edwin Cutler. 

*k * x 
Elect Langmead Secretary 


Peter Langmead is now full-time sec- 
retary of the International Union of 
Aviation Insurers. At the Oslo meeting 
of IUAI the organization accepted an 
offer of British members to be hosts at 
the annual meeting to be held in Eng- 
land this year. 

Ata meeting of a legal committee held 
in Hague a revision of the Warsaw rules 
Was discussed, and a protocol incorpo- 
rating a number of amendments to the 
convention was adopted. Among the 
Principal alterations affecting insurers 
Were these: 

An increase in the 

£6,000. 

Servants or agents of the carrier acting 

within the scope of employment have the 

nefit of convention limits. 

While a passenger ticket and baggage check 

‘re still required, these need only contain 
rtain reference to the convention and its 

imitation of carriers’ liability. 

The limit of liability per passenger 
under the present convention is roughly 
£3,000, so that it would seem that in the 
near future the insurer will have to cater 
ior double the limit on an ever-expand- 
ing seating capacity. 


passenger limit to 

















Gov. Meyner Makes a Hit 

A surprise appearance at the annual 
meeting of Surety Association of Amer- 
ica last week at the Sheraton-Astor 
Hotel was that of Governor Robert 
Meyner of New Jersey who madea short 
talk over the microphone before the 
luncheon began. He had stopped in to 
pay his respects to the surety insurance 
men while en route to a luncheon ap- 
pearance at another hotel. 

One of the most attractive and intel- 
ligent personalities in Gubernatorial 
ranks, possessed of a fine sense of humor 
and recognizing the great role played 
by insurance in the nation’s economy his 
remarks were received with enthusiastic 
applause. To the crowd at the luncheon 
Governor Meyner looked like very good 
Presidential] timber. During his talk he 
spoke warmly of Warren N. Gaffney, 
former Commissioner of Banking and 
Insurance in New Jersey and now gen- 
eral manager of Surety Association of 
America. 

“T have a cabinet of 14,” he said, “and 
when Commissioner Gaffney was there 
I regarded him as one of the most able 
of my lieutenants. I gladly pay this 
tribute although he is a Republican.” 

x * Ok 
Commonwealth Investment Co. 
Commonwealth Investment Co. of San 
Francisco reports insurance stock hold- 
ings at December 31, 1955, market total- 

ing $2,943,900. 

They consisted of 1,025 Continental 
Casualty; 3,500 Fidelity-Phenix; 900 
Connecticut General Life; 808 Continen- 
tal Assurance; 2,300 Fire Association; 
8,500 Firemen’s of Newark; 4,000 Gen- 
eral Reassurance; 6,000 Great American; 
6,500 Home; 500 Lincoln National Life; 
1,600 Phoenix of Connecticut ; 500 South- 
land Life; and 2,040 United States Fi- 
delity & Guaranty. 

kk Ok 


Want Editor Colegrove Honored 


The District of Columbia Accident & 
Health Association has nominated AI- 
bert M. Colegrove as its choice for the 
industry’s “Man of the Year” award. He 
is executive editor of the San Francisco 
News, one of the Scripps-Howard news- 
papers. The award is the Harold H. Gor- 
don Memorial for the person “outside 
or inside the accident and health insur- 
ance industry who has done a great serv- 
ice to enhance the welfare of the indus- 
try.” 

The nomination was based on the 
series of stories he wrote as a member 
of the Washington staff of the Scripps- 
Howard newspapers in instigating fur- 
ther legal safeguards on health insur- 
ance. Decision as to the award will be 
made at a convention in Miami. 

x ok x 
Fidelity Fund, Inc. 

Fidelity Fund, Inc., reports that dur- 
ing the first three months of 1955 its 
holdings of Springfield Fire & Marine 
were increased from 1,800 shares to 
10,500 and its Maryland Casualty stock 
holding was decreased from 33,000 to 
19,500. 








JOHN ARTHUR NEUMARK 


Wants U. S. to Quit International 
Labor Organization 
William L. McGrath of Cincinnati, 
prominent Cincinnati industrialist, in an 
address before National Association of 
Credit Men at its recent congress took 
the position that the United States 
should withdraw from the International 
Organization. His reason was 
belief that 


Labor 
based on his “Communists 
are preparing to take the ILO over.” 

Mr. McGrath in 1954 was elected an 
employer member of the ILO governing 
body which is composed of representa- 
tives of governments, workers and em- 
ployers serving as a board of directors. 
However, last year he withdrew from 
participation in ILO committees claim- 
ing that Communists had been seated 
as “so-called employers.” Mr. McGrath 
had served as nominee of Chamber of 
Commerce of the U. S. and National 
Association of Manufacturers, as adviser 
to the U. S. employer delegation at four 
annual international labor conferences 
atch as: (U2. employer-delegate to the 
1954 and 1955 conferences. 

In its earlier years the ILO had con- 
centrated upon labor welfare, and had 
proposed a series of cunstructive prac- 
tices for employment conditions. Then, 
the situation began to change and he 
charges that the ideology of state so- 
cialism “came into ascendency and _ the 
ILO fell completely under domination 
of a socialist government-labor coalition.” 
The ILO, he alleged, decided that any- 
thing in industry, government or social 
systems that in any way affected the 
working man was a subject for consid- 
eration. He alleged that the original 
objectives of ILO were being completely 
subordinated and the American phil- 
osophy of free competitive system was 
being stamped by ILO as “an old- 
fashioned out-worn concept.” 

Mr. McGrath, thereture, urged the 
credit executives to write to their Con- 
gressmen and Senators in support of 
resolutions passed by directors of U. S 
Chamber and National Association of 
Manufacturers recommending a thorough 
investigation by Congress and the ex- 
ecutive branch of the Government to 
determine if the U. S. should withdraw. 

A proposal in Senate Joint Resolution 
No. 97 that Congress raise the ceiling 
for U. S. contribution to ILO from 
$1.75 million a year to $3 million, would, 
if passed, he said, “be just another ex- 
ample of taxpayers’ money going for 
a purpose that most Americans have 
never even heard of.” Furthermore, of 
the ILO budget the United States pays 
25% and the other members 75%. Hence, 
"4 boost our contribution to $3 


if we 
million, this would make it possible to 


DONALD 


ROGER  T. 


boost the total ILO budget from $7 mil- 
lion to $12 million and would en: tble it 
to expand its activities accordingly.’ 

Many of the socialist proposals in- 
troduced in Congress, Mr. McGrath 
commented, had their origin in the ILO, 
which originated with the League of 
Nations and kept on going after the 
demise of the League. 

William L, McGrath has been presi- 
dent for more than 25 years of the Wil- 
liamson Co., Cincinnati. The Williamson 
Co., formerly Williamson Heater Co., is 
66 yer irs old. Starting with manufacture 
of hot air furnaces the company ex- 
panded in the field of automatic furnaces 
of all types, including air cooling and air 
conditioning systems for summer and 
winter. The company has plants in Oak- 
ley, a Cincinnati suburb, and Madison, 
Ind. The concern has 700 employes. 

* * x 


Large Cocktail Parties 


One afternoon last week at the Hotel 
Roosevelt during the convention of the 
American Management Association there 
were half a dozen cocktail parties being 
held. Late in the afternoon the hosts 
included Marsh & McLennan and Rol- 
lins, Burdick Hunter Co. At noon John- 
son & Higgins entertained. 

* * x 


Los Angeles Harbor 


One of the busiest ports in 
is that of Los Angeles. It is called a 
$150 million man-made port. About 50 
new cargo ships, 37 of them foreign-flag 
vessels and 13 American ships, many of 
new types, were among the 4,228 ships 
to be logged into Los Angeles Harbor 
area last year by the Los Angeles Marine 
Exchange. These ships were cz apable of 
carrying a total net tonnage of more 
than 18 million tons. 

Shifting trends of cargo movement 
have made a huge increase in coffee 
movement from Africa, mainly Ethiopia, 
to Southern California; large gains in 
copper shipments from Peru; increased 
cotton exports; a boom in citrus exports 
and a terrific upsurge in Southern Cali- 
fornia manufactured articles, headed by 
export of more than $2,260,000 worth of 
electronic products alone. However, there 
has been a dip in the petroleum move- 
ment. 

The 47th annual report of Board of 
Harbor Commissioners of City of Los 
Angeles has just issued an unusually 
impressive looking illustrated report with 
many colored pages of ships and hz irbor 
views. Bernard H. Caughlin is genera! 
manager of the Los Angeles Harbor 
Department. The report among other 
things tells what new ships have been 
added to the fleets of the principal steam 
companies which make calls at Los An 
geles Harbor. 
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Munich Reinsurance 
Reenters the U.S. 


O’'BOYLE IS NAMED CHAIRMAN 


Sudekum, U. S. Manager of Union Re. 
of Switzerland, President of Munich 
Management Corp. in New York 
The Munich Reinsurance Co. has re- 
entered the United States and has estab 
lished headquarters for its United States 

branch office at 70 Pine Street. 
Munich Management Corporation will 

serve as United States managers for the 

Munich. Thomas O’Boyle of Shearman 





Margaret G. Marbeck 
LOTHAR SUDEKUM 
& Sterling & Wright has been elected 


chairman of the board of the manage- 
ment corporation, and Lothar Sudekum, 
, S. manager of Union Reinsurance 
of Switzerland, has been named _ presi- 
dent, 


Kstablished in 1880 in) Munich, Ger- 
may, the Munich Re. had a branch 
office in the United States prior to 


World War | and held an important 


participation in the First Reinsurance 


Co. of Hartford, and until World War 
abe : . d 

Il] a large inteYest in the Pilot Rein- 

surance of New York. The company 


paid $5,500,000 in losses arising from the 
San Francisco fire. Carl Schreiner 
served as manager of the company’s 
United States branch before World War 
1 and as president of the Pilot. 
Board of Directors 
Members of the board of directors for 


Munich Management Corporation are 
Mr. O'Boyle; Alois Alzheimer, gen- 
eral manager of Munich Reinsurance; 
Lt. Gen. Withers A. Burress, U. S. A. 


(retired) ; Berkley Gaynor, vice president 

f J. P. Morgan & Co., Ine.: C. F. 
Huetz, vice president, Munich Re.: 
lames Nicely, vice president, First Na- 
tional City Bank, and Mr. Sudekum. 

J. P. Morgan & Company, Inc. of New 
York are United States trustees. The 
trusteed deposit is $3,000,000. The United 
States branch is licensed for multiple 
line business. 


Veeeladiies: Bleoes Sonitn. 
Deverall Vice Presidents 


8. L. Deverall and J. Strain have been 


elected vice presidents and A. J. Falke, 
Jr, has been appointed assistant secre- 
tary of the Yorkshire Insurance Com- 
pany of New York and the Seaboard 
Fire & Marine. 


Federal Flood Bill 
Passed by Senate 


STATE PAYMENTS ARE INCLUDED 


Bill, Now Going to House, Largely Fol- 
lows Administration Plans; Lehman 


and Bush Critical 


A Federal flood insurance program was 
approved last week by the U. S. Senate, 
but not before it adopted an Administra- 
tion amendment which opponents warned 
would cripple the entire plan. 

The measure, passed by a 61-7 vote, 
would authorize the government to in- 
sure up to $5 billion of property against 
flood losses—$3 billion initially, with 
authorization to put another $2. billion 
in force at the discretion of the Presi- 
dent—and to reinsure any private poli- 
cies which might be issued by com- 
mercial carriers, within that limit. 

The bill provides for a policy limit of 
$250,000 per person, with a $10,000 limit 
on dwelling units. 


No Competition With Private Companies 


Competition with coverage available 
through private carriers would be barred, 
and the facilities of the insurance busi- 
ness would be utilized to the maximum 
possible extent, principally in a service 
capacity. 

The program would be set up on a 
five-year “experimental ‘basis,” in the 
hope that its successful operation would 
pave the way for private insurance com- 
panies to enter the field on a full-scale 
basis 

As finally approved, the bill would re- 
quire the policy purchaser to pay at 
least 60% of the premium—the rate 
would not be loaded to include adminis- 


trative costs, which would be absorbed 
by the government. The remainder of 
the rate—the subsidized portion—would 


be paid in full by the Federal govern- 
ment for the first three years, and after 
that would be split equally by the Fed- 
eral government and the states. 

As originally proposed by the Admin- 
istration, the plan would have required 
financial participation by the states upon 
enactment. However, in the face of 
overwhelming opposition during the 
hearings, the Senate Banking and Cur- 
rency Committee eliminated mandatory 
state financial contributions, and substi- 


Phoenix, Hartford Appointments in 


New York, New Jersey, Pennsylvania 


The Phoenix of Hartford Companies 
announces several field appointments in 
New York, New Jersey and Pennsyl- 
vania. Robert E. Anderson is special 
agent in eastern New York, John R. 
Manter, special agent in western New 
York, Raymond Chapell, special agent in 
northern New Jersey, Richard H. Kelly, 
special agent in eastern Pennsylvania, 
and Robert P. Stacy, Jr., special agent 
in western Pennsylvania. 

Mr. Anderson will be associated with 
Manager Arthur H. Kimble in the 
Phoenix district office in Albany, N. Y. 
He attended the University of Connecti- 
cut and joined the company in 1954, Mr. 
Anderson is a veteran of the United 
States Navy and recently completed a 
field training program in the company’s 
home office in Hartford. 


Mr. Manter will represent the com- 
pany in western New York and_ will 
be associated with Manager Henry 





tuted a requirement that states be re- 
quired, within two years of enactment, 
to undertake flood-zoning operations to 
reduce flood hazards. This compromise 
was accepted by Sen. Prescott Bush (R., 
Conn.), Administration spokesman on 
the Banking Committee. 

President Eisenhower, however, re- 
affirmed the Administration’s insistence 
on financial participation, and when the 
bill hit the floor Minority Leader Wil- 
liam Knowland = (Calif.) successfully 
steered it back into the bill by a 39-31 
vote, virtually along party lines. One 
change was made in the original pro- 
posal, under which the states would not 
be required to contribute to the program 
for three years. 

Differ on State Provision 

Sen. Knowland said this revision would 
answer the valid objection that many 
states have constitutional barriers or 
other statutory restrictions which would 
prevent them from participating. During 
the three year period in which it would 
operate as a strictly Federal program, he 
maintained, those states could enact 
legislation or constitutional amendments 
which would permit them to comply with 
the sharing requirements. 

Senators Lehman and Bush both 
warned that adoption of this provision 
would “ruin the bill” and make it almost 
ineffective in many ways. Many states, 
they declared, would be unable to enact 
the necessary measures for compliance 

(Continued on Page 27) 
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O’Laughlin. He joined the company jn 
1954 following his discharge from the 
United States Navy. He is a graduate 
of Bates College and has recently com- 
pleted a field training program in the 
company’s home office. 

Mr. Manter will make his headquar- 
ters in the Marine Trust Building, Buf- 
falo. 

Mr. Campbell augments the staff of 
Manager Roger S. Henry in New Jersey 
and will work directly with State Agent 
Robert Runz in the company’s casualty 
production. Mr. Chapell was employed 
by the company in April, 1955. He js 
a graduate of Nichols Junior College 
and has recently completed a field train- 
ing program in the company’s home 
office. He will make his headquarters at 
the Phoenix’ Newark district office. 

Mr. Kelly augments the staff of Man- 
ager John V. Down in the company’s 
Philadelphia district office. A graduate 
of Brown University, Special Agent 
Kelly was employed by the company in 
1954 following a tour of duty with the 
United States Army. He has recently 
completed a field training program in 
the company’s home office. 

Mr. Stacy augments the staff of Ex- 
ecutive State Agent Charles Kappert in 
the western Pennsylvania territory. A 
graduate of the University of North 
Carolina, Mr. Stacy joined the company 
in 1954. He is a veteran of the United 
States Air Force and has recently com- 
pleted a field training program in_ the 
company’s home office. He will make 
his headquarters in the Pittsburgh dis- 
trict office. 


North America Opens 
New Office in Atlanta 


CEREMONIES HELD ON MAY 15 


Executives Attend From Philadelphia 
Home Office; Thompson Fire and 
Cornfield Casualty Manager 





The new Atlanta service office of In- 
surance Company of North America 
Companies at 1308 Peachtree Street, was 
opened formally on Tuesday, May 15. 
Agents from Georgia and Alabama civic 
leaders and prominent business men of 
Atlanta and vicinity joined executives of 
North America’s head office and _ the 
Atlanta service office staff in observing 
the occasion. 

Those from Philadelphia who attended 
the opening were from the Indemnity 
Insurance Company of North America: 
Herbert P. Stellwagen, executive vice 
president; James M. Crawford and R. S. 
Robins, vice presidents; William J. 
Schiff, Edwin H. Marshall, Richard E. 
Miller, assistant secretaries, and Frank- 
lin Vanderbilt, resident vice president, 
New York office, and from the Insurance 
Company of North America: Richard G. 
Osgood, Charles F. Littlepage, Russell 
H. Petefish, vice presidents; Arthur T. 
Moyer, fire secretary; Richard B. Light, 
assistant secretary; Frank G. Harring- 
ton, advertising manager, and James H. 
Reese, technical supervisor. 

Cecil Thompson is manager of the At- 
lanta office for the North America and 
Philadelphia Fire & Marine, and Robert 
J. Cornfield is manager for the Indem- 
nity Co. 

Strikingly faced with brick and lime- 
stone, the one-story structure is one 0! 
the most modern buildings in Atlanta. 
The foundation was planned to accom- 
modate the addition of a second floor at 
a future date. The building provides 
more than 8,000 square feet of sound 
proof office space equipped with air 
conditioning, fluorescent lighting, and 
underfloor conduit for electrical and 


telephone plug-ins. Offstreet parking fa- 
cilities for customers and employes are 
in the rear. 
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AMA SPRING 





Fire Deductible and Catastrophe 


Plans Written 


Fire deductibles during the past five 
years have advanced beyond the stage 
of matriculation in the insurance cur- 
riculum and, in some quarters at least, 
are receiving passing grades, Lon Varna- 
, Weyerhaeuser 
Timber Company, Wash., re- 
ported to the American Management 
Association’s Spring Insurance Confer- 
ence at the Hotel Roosevelt in New 
York last week. Corporate insurance 
executives from all parts of the country 
attended the three-day meeting of the 
management educational association. 
Deductible plans are being written in 
increasing number, Mr. Varnadore noted, 
states have not yet ap- 
filing of fire deductible 
insurance. However, many insurance 
companies that originally opposed the 
deductible idea have remained uninter- 
ested. Most assureds with “catastrophe 
plans” have been obliged to place a 
sizeable percentage of the cover abroad. 


dore, insurance manager 
Tacoma, 


and only five 
proved some 


Two Distinct Forms 


Deductible fire insurance has emerged 
in two distinct forms, Mr. Varnz idore 
said. One, known as a “deductible plan,” 
was designed to provide protection with 
a range of deductibles from $5,000) to 
$250,000. The other, aimed at excess of 
loss indemnity with retention of $100,000 
and upwards, is frequently described as 
a “catastrophe plan.” They are alike in 
that the assured participates in the first 
loss. But the deductible plan employs 
the use of a specific rating schedule, in- 
cludes a co-insurance provision, and 
follows conventional forms of coverage, 
while with the catastrophe plan premium 
is determined as a matter of judgment 
and the coverage is written without co- 
insurance under a negotiated blanket 
form. 

Before adopting any excess fire plan, 
tlle speaker emphasized, the corporate 


assured must carefully consider four 
basic factors: financial position, spread 
of risk, loss experience, and fire pre- 


vention. A strong financial position is 
axiomatic. Analysis must show adequate 
reserves to cover that portion of the loss 
to be assumed. Decision to assume a 
significant portion of -any risk should 
have the full approval of the board of 
directors or executive committee, he ad- 
vised, 

Units of exposure should be widely 
spread geographically or in clearly de- 
fined fire divisions at locations with sub- 
stantial accumulation of values, the 
speaker pointed out. The assured’s loss 
experience must reveal a relatively low 
frequency of loss, and the losses in- 
curred must not be excessive. 


Loss Prevention Important 


Most important is loss prevention. 

“Without a completely organized pro- 
gram of prevention and loss control with 
clear-cut authority from top manage- 
ment for its execution, any consideration 
of risk assumption or partial self-insur- 
ance is unwarranted,” Mr. Varnadore 
asserted. 
_ Weyerhaeuser evaluated its coverages 
in relation to risk, loss experience, and 
loss prevention and concluded that a 
“calculated risk” assumption was sound. 
The decision was to adopt a catastrophe 
plan “which in our judgment embodies 
the basic components of a sound insur- 
ance program, specifically—risk assump- 
tion, insurance, and loss prevention.” 

The plan, he reported, has resulted in 

substantial premium savings. The cost 
of full coverage would have been ap- 
Preciably greater than the costs of excess 
Premium, losses assumed, and internal 
administration. Time and effort devoted 


in Larger Numbers 


to the mechanics of policy handling have 
been reduced to a minimum. The pro- 
cedure for interpret ation or modification 
of contract provisions has been simpli- 
fied. From the tax standpoint the results 
are less clear; assumption of uninsured 
losses does not result in an over-riding 
tax advantage or disadvantage, he said. 


Excess Plan Advantages 


The special emphasis on protection, 
Mr. Varnadore reported, has produced 
improved risks from an operating as well 
as an underwriting sti idpoint. It has 
developed the attitude in management 
and other personnel that no one gains 
by destructive fires, reg gardless of insur- 
ance. “The excess plan, in our opinion, 
provides the buyer with a wider choice 
and enables him to concentrate his in- 
surance dollars where, in his considered 
judgment, they will do the most good.” 

Developments in the foreseeable future 
probably will be largely confined to re- 
finements or modifications of present 
plans, Mr. Varnadore predicted. He sug- 
gested an “aggregate stop loss” type of 
deductible for the assured who is willing 
to assume a certain level of loss but 
wants protection against an abnormal 
accumulation; the “franchise” practice of 
marine insurance where the deductible is 
not applicable under certain conditions ; 
and the arrangement of covers in layers 
as in reinsurance. With respect to pre- 
mium and service, particularly in the 
excess field, practicé al economics mav 
point to the produc er’s assuming the role 
of a specialist whose services are con- 
tracted for by the assured, 





STEWART ON LONDON LLOYD’S 


Underwriting Member Discusses Placing 
Risks, Payments to Brokers and 
Adjustment Procedures 
Alexander B. Stewart, an underwriting 
member of Lloyd’s of London, outlined 
underwriting and loss adjustment opera- 
tions of Lloyd’s in a talk given last week 
before the Insurance Conference of the 
American Management Association in 
New York City. He said that all busi- 
ness comes through a broker, who de- 
makes sug- 
underwriter 


termines his client’s needs, 
gestions, and goes to the 
who will give the best terms. 
underwriter has been chosen, 
underwriters cooperate by taking shares 
until the risk is fully placed. 
are spread among markets as well as 


Once an 
the other 


Large risks 


among underwriters. 
The broker also negotiates 
of the claim. Although he represents the 
client, he is not paid by him but by a 
commission from the underwriter. The 
client goes to him as to a consultant. 
Lloyd’s has nearly 1,500 agents and 
sub- agents, who represent not the un- 
derwriters but the corporation of 
Lloyd’s. Their function is to distribute 
shipping news and to service claims. 
“So, when you take out insurance, you 
not only get rid of the risk, but you 
place at the disposal of your consignee 
a tested and smoothly running machine, 
accepted and understood by the banks 
and by all engaged in overseas trade. 
This service alone would perhaps be 
worth the premium in view of the small 
cost of insurance. (With a normal rate, 
for many voyages, the cost of an article 
is merely raised from one dollar to one 
dollar and half a cent.)” 
The agent does more 


collection 


than fix the 
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INSURANCE _CONFERENCE IN NEW YORK 
Attend AMA Conference 


Among guests at the tenth annual 
May 10 by the Kemper 
Group for more than 200 
American Management 
attended the 


breakfast given 
Insurance 
members of the 
who spring 
Conference at the Hotel 
RKoosevelt, New York, Cornell B. 
Blanding, left, Crouse-Hinds of Syra- 
N. Y., and Peter \merican 
Management, New 


Association 
Insurance 
were 
cuse, Burke, 
Society of Insurance 
York City. 





amount of the claim to be paid. He also 
can arrange for the consignee to get 
immediate payment on the spot in the 
currency of the policy or in local cur- 
rency, thus avoiding exchange difficul- 
ties. His charges, too, are borne by the 
underwriters. 

In the case of a mator 
underwriters usually call in the help of 
a body known as the Salvage Associa 
tion. It attempts to hold the = scales 
fairly between underwriter and client 
and work toward a fair and just settle 
ment. Again, the fee is paid by the un 
derwriter. 

This system, Mr. 
“has evolved with the chai 
If and when new needs arise, 
done, will find a way 


claim Lloyd's 


Stewart emphasized, 
wine times. 
we, as our 
predecessors have 
to meet them.” 


McCarthy Resident V. P. 
Fireman’s Fund in N. Y. 


G. Doane MeCarthy, if. 
pointed resident vice president and man- 
ager in charge of ocean marine business 


has been ap- 


on the Atlantic and Gulf seaboards by 
the Fireman’s Fund Insurance Group, 
President James F. Crafts has an 


nounced. 
Mr. McCarthy succeeds Woodward 
Melone, resident vice president and man- 
ager for that post, who will be trans- 
ferred to San Francisco on July 1 to 
assume executive duties in connection 
with the Pacific Coast operations of the 
group. 
Charles L. 
manager of 
ment inland 
Vice President 


Seibert will continue as the 
the group’s Eastern depart- 

marine operations under 
Arthur T. Fleischhauer. 


Neumann Graduation 

Lois Ann and Mary Jane, beautiful 
twin daughters of Joseph A. Neumann 
nad Mrs. Neumann, prominent agent at 
Jamaica, N. Y., past president of the 
National Association of Insurance Agents 
and holder of many honors received 
from insurance and civic organizations, 
will be graduated in June from Colby 
Junior College at New London, N. H. 
One of the Neumanns’ two sons is now 
finishing his third year at the Naval 
Academy at Anapolis. 
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Accountant Discusses ‘‘Actual Loss 


Sustained’? Under The New BI Form 


Glendening, head of Frank S. 
certified public ac- 


Frank 
Glendening & Co., 
spoke on the 


countants of Philadelphia, 


meaning of “actual loss sustained” 
the new business prin oe Form No. 
$ of item earnings form- 
manufacturing, pia he appeared before 
the recent luncheon meeting of the New 
York Chapter of the American Society 
of Insurance Management. This new 
form reads as follows: 
“Recovery in the event 


. 1 ° 
singie gross 


of loss here- 


under shall be the actual loss sustained 
by the Insured directly resulting from 
such interruption of business, but not 
exceeding the reduction in gross earn- 
ings less charges and expenses which 
do not necessarily continue during the 
interruption of business, for only such 


length of time as would be required with 
the exercise of due diligence and dis- 
patch to rebuild, repair or replace such 
part of the property herein described as 
has been damaged or destroyed, com- 
mencing with the date of such damage 
or destruction and not limited by the 
date of expiration of this policy. Due 
consideration shall be given to the con- 
tinuation of normal charges and ex- 
penses including payroll expense, to the 
extent necessary to resume oper ations 
of the insured with the same quality of 
service which existed immediately pre- 
ceding the loss. ; 

“3° Resumption of operations: It 1s a 
condition of this insurance that if the 
insured 

‘(a) By resumption of complete or 
partial oper ition of the property here 
in described, whether damaged or not, 
or 

‘(b) By making use of stock (raw, in 

finished) or other property 


process or ) 
described herein or 


at the location 

elsewhere, 
could reduce the loss resulting from the 
interruption of business, such reduction 


shall be taken into acount in arriving 
at the amount of loss hereunder. 
Uninsured Hazards 
‘There are uninsured hazards such as 


are mentioned in the electrical apparatus 
clause, the clause on interruption by 
civil authority or the one on interference 
by strikers or other persons,” said ‘Mr. 
Glendening. “There are the limitations 
found in the pro-rata and the contribu- 
tion clauses. Then there is the exclusion 
or any loss of time in excess of 30 days 
for the replacement of raw stock or of 
stock in process and no time at all for 
replacing finished Extraordinary 
expenses incurred to reduce the loss may 
exceed the amount by which the loss 
iadlet the policy is thereby reduced and 
that excess is not recoverable. Remote 
losses are excluded, but how far away is 
remote ? 

‘Another clause states that ‘if the 
insured by resumption of complete or 
parti il oper: tions of the property herein 
described, or by making use of other 
property, equipment or supplies could 
reduce the such reduction shall 
be taken into account... .’ It sometimes 


stock. 


loss 


happens that an assured could reduce 
the loss but fails to do SO, 
‘The ‘loss of production’ versus ‘loss 


continues unabated 
statements have 
subject. This 


of sales’ argument 
and many contradictory 
been published on this 
debate has attached itself to every manu- 
facturing form of business interruption 
policy ever written. Under valued forms 
there is no requirement for an insured 
to prove a money because any 
interruption in the use of manufacturing 
facilities may produce a_ recoverable 
claim against the underwriters. How- 
ever, since most other policies mention a 
limit to the recovery called ‘actual loss 
sustained’ it would be well to study this 
phrase.” 
Quotes Prentiss B. Reed 


Mr. Glendening quoted the late Pren- 
tiss B. Reed, famous loss adjuster, as 


loss of 


under 


‘shall be 


stating that a profit can be made only 
upon a sale of goods by a manufacturing 
organization as a whole to some outside 
person who pays for them and hence a 
claim for lost production without loss of 
sales should not be sustained under 
U. & O. 

Mr. Glendening, after quoting several 
court decisions, then stated: 

“In point of sequence, the business in- 
terruption forms covering net profit and 
such charges and expenses as must nec- 
essarily continue preceded the adoption 
of the gross earnings form. The net 
profit form embraces loss of net profit 
plus continuing charges and expenses, 
while the gross earnings form embraces 
loss of gross earnings less the charges 
and expenses which do not necessarily 
continue. In the operation of a business, 
gross earnings less expenses which do 
not necessarily continue should be equal 
to net profits and such expenses as must 
necessarily continue. 

“The already established net profit 
form reads, in part, that the company 
liable for not exceeding the 


actual loss sustained by the insured . 

on the net profit which is thereby pre- 
vented from being earned and. such 
charges and other expenses ... as must 
necessarily continue during the interrup- 
tion of business, to the extent only that 
such charges and expenses would have 
been earned had no loss occurred.’ 


Measure of Recovery 


“The established gross earnings form 
reads, in part, ‘the measure of recovery 
in the event of loss hereunder shall be 
the reduction in gross earnings .. . less 
charges and expenses which do not nec- 
essarily continue during the interruption 
of business but not exceeding the 
actual loss sustained by the insured re- 
sulting from such interruption of busi- 
ness,’ 

“The clause ‘not exceeding the actual 
loss sustained’ is present in both the 
established net profit and established 
gross earnings forms 

“Tt has sometimes been contended that 
the net profit forms permits a recovery 
of net profit on production lost during 
the period of interruption even though 
there is no cancellation of sales and even 
though a monetary loss has not been sus- 
tained, upon theory that the interruption 
prevented the earning of net profit on 
the quantity of finished goods that could 
have been produced during the period 
of interruption. In the main, this con- 








by acts and services 








multiple line operation 


An outstanding development of recent times in the insur- 
ance business is the spread and growth of multiple line 


underwriting through 
operations. Economy. 


integration of Fire and Casualty 
efficiency and the strengthening of 


the agent’s selling position in today’s stern, competitive 
market are compelling reasons for this. 


Being in a position to handle all of a client’s 


insur- 


ance. Fire and Casualty, in one group of companies makes 
strong appeal in simplicity and convenience and broadens 
the agent’s sales potential without substantially increasing 


his sales expense. 


This is based on the theory that an 


agent’s best prospects for additional sales usually are the 


clients he has on his books. 


The Fire and Casualty companies of the Commercial 
Union—Ocean Group form an ideal combination wherein 
the agent can obtain the advantages of co-ordinated un- 


derwriting. 
Fire and Casualty 


Long experience and keen understanding of 
insurance are valuable assets of our 


Management and Underwriting Departments. 


You will find it profitable to represent the companies 
of the Commercial Union—Ocean Group whose “Endorse- 


ment of the Local Agent by Acts and Services” 


includes 


provision of up-to-date progressive multiple line facilities. 


Commercial Union 
Assurance Co. Ltd. 


The Ocean Accident & 


Guarantee Corp. Ltd. Company 


American Central 
Insurance Company 


Company 


The British General 
Insurance Co. Ltd. 


The California Insurance 


Columbia Casualty 


The Commercial Union 
Fire Insurance Co. 


The Palatine Insurance 
Company Ltd. 


Union Assurance Society 
Limited 
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tention has been rejected by the courts 
Ww hich have held that the net profit form, 
is a contract of indemnity and not 
valued form. 

“The time element committee 
Inter-Regional Insurance Conference 
held a meeting at San Francisco jp 
1953, at which were present representa- 
tives of the Eastern Underwriters Asso. 
ciation and other similar associ: tions, 
and at that meeting the committee con. 
curred in the principle that the gross 
earnings manufacturing forms No. 2 and 
No. 4 are ‘actual loss sustained’ contracts 
and are intended to provide for payment 
only when there is an actual monetary 
loss resulting from an interruption. 

“Many persons advocating the ‘sales 
value of production’ viewpoint quote the 
court in the Anderson Prichard case 
when it held that ‘a manufacturer’s profit 
in his manufactured products is realized 
as, if, and when they are manufactured 
and not when they are sold and _ such 
profit is ascertained on the basis of the 
prevailing market prices when the prod- 
ucts are manufactured.’ Inspection of 
the Anderson-Prichard case discloses 
that the court was dealing with a unique 
situation. 


a 


of the 


Loss of Production 


“T disagree with the idea that loss of 
production facilities must always result 
in a loss of sales,” said Mr. Glendening, 
“There have been many losses adjusted 
on the basis of lost production bec: ause 
it has been established that a loss in 
sales would result therefrom but all 
claimants have not lost sales. 

“The ‘actual loss sustained’ proviso is 
a statement of the elementary rule that 
the measure of recovery provided for is 
not to be applied so as to put the in- 
sured in a better position than it would 
have occupied if no damage had_ oc- 
curred. 

“The ‘business interruption value’ is 
merely a basis for computing rate and 
premium. It does not control the inter- 
pretation of ‘actual loss sustained.’ The 
‘twelve months’ in the value statement, 
for example, is not a limitation on the 
time of recovery. 

“No manufacturer ever made a profit 
merely by conversion. His products must 
be both manufactured and sold before he 
makes a profit. If you eliminate sales 
from any operating statement, you will 
eliminate profit. The insurance writers 
are merely saying that a manufacturer 
cannot make a profit when he cannot 
make his products. However, they would 
not pay losses if there were no market 
for the product. 


Fixing Sales Value 


“We cannot even determine sales value 
of production unless the production is 
sold. Where production is double sales, 
the dumping of the surplus upon the 
market could affect the sales price. ‘Cur- 
rent’ sales prices would apply only if 
‘current’ sales are lost. 

“The chief difference between the new 
gross earnings form and the established 
form is in the specific mention of the 
‘use of stock’ under the resumption of 
operations clause. The established form 
fails to mention stock specifically but 
it does state that if the insured ‘by 
making use of other property, equipment 
or supplies could reduce the loss, such 
reduction shall be taken into account in 
arriving at the amount of loss here- 
under.” My dictionary says that property 
is anything that may be owned; among 
its synonyms are chattels, goods and 
possessions. I have always been con- 
vinced that raw stock, goods in process 
or finished stock is property. 

“Tt remains to be seen how the new 
form will be applied when losses occur 
but to sum up it occurs to me that there 
is little difference between the established 
form and the new one. Moreover, it 
appears that we shall continue to argue 
over what is the actual loss sustained.” 





JOYCE PHOENIX SPECIAL 

The Phoenix of Hartford companies 
have named Raymond M. H. Joyce to 
special agent in Louisiana. He will as- 
sist Garner J. Knoepfler and will be 
headquartered in California Company 
Building, New Orleans. Mr. Joyce is a 
graduate of Holy Cross College. 
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IAC Aids Agents in 
Newspaper Advertising 


NEWSLETTER FEATURES ADS 


Tells What Should Be Said in Ads, 
Where to Get Ideas and Copy, 
Size and Frequency of Use 


newspaper 





How can advertising be 
used to tell the value of independent 
local agency service? How and why will 
this advertising win business for agents 
and brokers instead of letting it go to 
the direct writers? These questions are 
answered in the third 
Agency Service Newsletter, published by 


issue of the 


the Insurance Advertising Conference 
and sent to most officials of local and 
state associations of agents countrywide. 

“People buy things on price for two 
reasons,” the Newsletter states. “When 
they actually can’t afford to pay more 
or when they don’t believe the additional 
cost of another product or service will 
be worth more money. To say, in the 
midst of today’s prosperity, that there 
are hundreds of thousands of car owners 
who can’t afford to pay 20% more for 
their automobile insurance is absurd. 
They’re paying $2,500 each for their new 
cars, and are glad to get them. So it 
must be that these people simply don’t 
know that insurance they buy from a 
good, independent, local agent is worth 
more money.” 


Sell People on Value of Services 


“As a local agent, or a local board 
official,” the Newsletter continues, “your 
job is to convince an ever larger circle 
of insurance buyers that they'll be far 
wiser and safer if they buy insurance 
from independent local agents. The price 
of your independence as a local agent is, 
in fact, your willingness and ability to 
sell people the value of your services.” 
Reproduced in the Newsletter are 
eight agency-service newspaper adver- 
tisements, made available by member 
companies of the Conference, as exam- 
ples of the type of material local agents 
should use and to show how much help 
they can get from their own companies. 
[he issue discusses such subjects as 
why newspaper advertising should be 
used, what should be said in it, where 
to get ideas, copy and art for the adver- 
tising and the best size and frequency 
of the advertising. 

Single copies of the Newsletter will be 
sent free to agents who request them 
of Mrs. M. C. Ellson, executive secre- 
tary, Insurance Advertising Conference, 
14003 Barcalow Street, Somerton, Phila- 
delphia 16, Pa. In bulk, for distribution 
to groups of agents, the Newsletters are 
sold at 20 cents each. 

_ The Insurance Advertising Conference 
is made up of the advertising managers 
of the leading capital stock, agency fire- 
casualty companies. The Newsletter is 
their cooperative effort to help local 
boards and agents combat the inroads 
of the direct writers on the local agents’ 
business, Chairman of the Newsletter 
committee for the Conference is Alden 
M. Taylor, director of public relations 
of the Phoenix Insurance Co., Hartford. 
he editor is Jarvis Woolverton Mason, 
vice president, Wilson, Haight, Welch 
and Grover, Inc., Hartford advertising 
agency. Mr. Mason is the author of 

Agents’ Advertising Primer” and has 
been in the local agency business or 
Working in insurance advertising for 25 
years, 





Phoenix Appoints Jones 
Special in Virginia 
(he Phoenix of Hartford announces 
Promotion of T. Allan Jones, Jr., to 
special agent for the group in Virginia. 
He joined the Phoenix in 1954 in the 
company’s home office at Hartford, fol- 
lowing a tour of duty with the United 
States Army in Korea. Special Agent 
Jones augments the staff of State Agent 
Clyde B. Marshall and will make his 
headquarters in Richmond. 


University of Illinois 
Management Institute 


Insurance agency heads—who normally 
help others plan for the future—will 
learn at a University of Illinois manage- 
ment institute how to arrange for their 
business to continue in event of 
own retirement or death. 





their 


The problem of agency continuation is 
among the aspects of management which 
will be considered during a three-day 
program at Robert Allerton Park, the 


University’s conference center 
Monticello, May 21 through 23. 

Other problems to be discussed by in- 
surance executives and University spe- 


near 


cialists in management will be recruiting 
personnel, keeping records, accounting, 
tax planning, business letters, advertis- 
ing and community relations—all geared 
to meet the specific needs of the general 
insurance agency. 

The program has been planned by a 
committee representing the University’s 
Bureau of Business Management, Divi- 
sion of University Extension, and the 
Hlinois Association of Insurance Agents. 





The 
monkeys 


that had f 
no fun! § 


You’ve heard the expression: “More 
fun than a barrel of monkeys.” 


An American builder in Colombia 
feels differently ! 


On the site of a housing develop- 
ment, two monkeys jumped into a 
barrel, knocked over a can of clean- 
ing fluid (containing turpentine) onto 
a can of bleach (containing hypo- 
chloride). The result: a chemical re- 
action—and a fire that destroyed thou- 
sands of dollars worth of property! 


Monkey business like this can be 
bad business for American firms with 
investments overseas. But this Amer- 
ican company was repaid every penny 
—through American insurance! The 
protection was written by a broker in 
the United States, working through 
AmericanInternationalUnderwriters. 


AIU has saved profits for thou- 
sands of American firms — and made 
profits for thousands of U.S. brokers 
and agents. They make foreign risks 
as easy and rewarding to handle as 





New Orleans 12, La. 
Dallas 1, Texas...... 
Houston 2, Texas. 
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domestic business ... and show the 
way to new accounts through the 
foreign-market door. 


AIU can thicken your portfolio, 
too. Discover what foreign business 
your clients and prospects have. Bring 
AIU the same kind of information 
required for domestic insurance. AIU 
will do the rest! 


AIU is equipped to handle all kinds 
of overseas insurance. Policies are 
written in familiar contract terms, 
and take into consideration every law, 
custom, and peculiarity of the coun- 
try involved. Claims are paid on the 
spot, anywhere in the world, in any 
currency premiums are paid in — 
including U. S. dollars where local 
laws permit. 


You don’t have to be an expert to 
handle foreign risks. Take it to AIU 
— and AIU is your expert! 


For full information and litera- 
ture, write to Dept. F of the AIU 
office nearest you. 





International 
Underwriters 











Pennsylvania Insurance 
Educational Conference 


SEYMOUR NOGI 


The Pennsylvania Association of In- 
surance Agents is sponsoring the Ninth 
Annual Pennsylvania Insurance Educa- 
tional Penn- 
sylvania State University, June 10-12, at 
University Park, Pa. Co-sponsors include 
11 fire, 
associations in 
men of the 
Seymour Nogi, 
vania 


Conference conducted by 


casualty and surety company 

Peunsylvania. Co-chair- 
planning committee are 
CPCU, of the Pennsyl- 
Association, and R, H. Wherry, 
head, Department of Commerce, Penn 
State. Members of the teaching staff 
of this prominent short course include 
the following: 

William C. Beutler, auditing superin- 
tendent, middle department, Association 
of Fire Underwriters, Philadelphia; Al- 
fred E. Bowman, assistant secretary, 
American Insurance Co., Newark; A. F. 
Buffington, professor of German, Penn 
State; James Copp, special agent, Hart 
ford Fire; Joseph I. Creedon, personnel 
director, middle department, Association 
of Fire Underwriters, Philadelphia; Ber- 
nard J. Daenzer, vice president, Security 
Co. of New Haven. 

Also Lawrence E. Dennis, provost, 
Penn State; Robert F. Degener, vice 
president, Appleton & Cox, Inc., New 
York City; Paul M. Holland, AFCO 
Incorporated, New York City; Elmer 
Miller, insurance editor, Journal of Com- 
merce, New York City; Addison Roberts, 
vice president, Fire Association of Phil- 
adelphia; Stuart H. Smith, director of 
education, Agricultural Insurance Co., 


Watertown, N. Y. 


Kernan Agency of Utica 
50 Years With Security 


The E. F. & J. S. Kernan, Inc., Insur- 
ance Agency, one of the oldest agencies 
in Utica, N. Y., was honored April 19 
on the occasion of its half century repre- 
sentation of the Security Insurance Co. 
of New Haven. 

The agency was started in 1904 by 
Edward F. Kernan and James S. Kernan 
as a partnership and was incorporated in 
July, 1951. Following the death of Ed- 
ward F. Kernan, one of the original 
founders, in December, 1951, James S 
Kernan became president of the agency 
Leslie W. Kernan, son of James S 
Kernan joined the agency in 1946, after 
returning from the Air Force, and is nov 
in charge of the agency operations as- 
sisted bv Philip A. Kernan, who became 
affiliated with the agency in 1948. 

A special half Century Certificate com 
memorating the occasion was presented 
to the agency by Martin F. Bardorf, 
secretary, and David T. Tobin, Jr.. spe 
cial agent of the Security at a dinner 
party held at the Fort Schuyler Club, 
Utica. 
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Wikler Cites Problems 
Of Multiple Coverage 


FORMULA FOR LOSS RESERVES 


N. Y. Deputy Supt. Says Entirely New 
Approach to Statistical Plans and 
Rate Standards Is Called for 
Julius S. Wikler, New York State 
First Deputy Insurance Superintendent, 


called “Multiple Line” a new horizon 
in the insurance business during an 
address he made Monday at Hemi- 
spheric Insurance Conference meeting 


at Waldorf-Astoria Hotel. 

After sketching the recent origin of 
multiple peril underwriting and the re- 
laws in the various states to 
insurance and inland marine 
casualty and vice 
“are on the 
lowering of 


vision of 
permit fire 
companies to write 
he said the frontiers 
whole well guarded. The 
the bars to permit writing of multiple 
lines did not bring about the millenium 


versa, 


in insurance, 
Single All-Risk Policy 


“A single all-risk policy which would 
cover all property, real and personal, of 
a business concern, at one rate, against 
all insurable risks of damage, on an ex- 


posure basis which could readily be 
obtained and at a premium which was 
economically feasible, was, and _ still is, 
in the unforeseeable future,” he said. 
“However, the multiple-peril policies 
that have emerged thus tar cover im- 


sured property against all perils except 


those perils specifically excluded. They 
cut across the traditional fire and casu- 
alty lines and, in some instances, even 
include personal liability coverage and 


Some insurance peo- 
ple distinguish the ‘multiple peril policy’ 
trom the ‘package’ policy, insisting that 
the former term should only be used for 
an all-risk policy with né imed_ exclusions 
which is sold at a single premium, and 
the latter term, for a policy which in- 
cludes several named perils and allocates 
a premium to each peril. Others preter 
to use these terms interchangeably and 
to refer to the differences as the di- 
visible and indivisible premium approach. 


medical payments, 


“Multiple line underwriters are now 
offering their wares at the manutac- 
turer’s, the distributor’s and the con- 
sumer’s level. The manufacturers’ out- 


put policy permits the manufacturer to 
secure a single nationwide contract cov- 
ering all of his personal property away 
from his manufacturing premises, such 
as stocks of goods in warehouses and 
distribution outlets, imports and exports, 
goods in transit, salesmens’ samples, 
construction equipment, rolling stock 
and automobiles. All such personal prop- 
erty is blanketed by one reporting form. 
The policy is offered at a single in- 
divisible premium and covers such risks 


as fire, extended coverage, theft, col- 
lapse, water damage and a number of 
other contingencies.” 


Mercantile Block and Home Owners 


The mercantile block policy, not as 
yet approved in New York, is variously 
referred to as the commercial property 
policy or the dealer’s policy and covers 
stocks of goods and merchandise against 
all risks of direct physical loss or dam- 





specific exclusions, he 
continued. Perils included are fire, ex- 
tended coverage, burglary and theft, 
water damage, transit and others. 
“Homeowners’ policies not only cover 
the house and out buildings, their con- 
tents, personal property away irom 
eee and additional living expenses 
gainst the perils of fire, extended cov- 
arene, additional extended coverage and 
thett but personal liability and 
medical payments. I might point out 
that ‘all-risk’ coverages that include 


age, subject to 


also 


third-party liability coverage have been 
written on dwellings in Great Britain 


for some time.” 
The Comprehensive Dwelling policy is 
generally comparable in protection to 


that of the Homeowners’ policy except 
that under the Comprehensive policy, 
premiums for the separately named 


perils are, after appropriate discounting, 
added together to arrive at the over-ail 
premium. 

“Our newest arrival is the Tenants’ 
policy which offers substantially — the 
same protection to tenants of dwellings 
and apartment houses as that provided 
by the Homeowners’ or Comprehensive 
policies, except that the coverages on 
the buildings themselves are, of course, 
excluded,” said Mr. Wikler. 

The Package Approach 

“What are the claimed advantages of 
the package approach? It has resulted 
in simpler policies and fewer policies, 


thereby removing some of the night- 
mares of the insurance buyer,” he stated. 
“It minimizes the possibility of unin- 


tentional gaps in coverage, both in time 
or in peril covered. Renewal procedure 
is simplified since all of the elements 
of coverage are concurrent. There is no 
possibility of waste arising out of over- 
lapping protection. If all of the risks 
covered by the policy are in fact needed 
by the policyholder, it is a better buy 
than the sum of the coverages on an in- 
dividual separate policy basis would be. 
Claims procedures are simplified since 
the policyholder need deal only with one 
company under one policy and loss set- 
tlement practices are more uniform.” 

For the insurance underwriter, the 
multiple peril policy means fewer policy 
forms; the elimination of duplicate pre- 
mium collection, accounting and_ statis- 
tical records; savings in loss adjustment 
expenses and savings in acquisition 
Much of this saving in expenses 
can be passed along to the policyholder, 
placing the multiple-line underwriter at 
a distinct competitive advantage. 


The Problems 


“The emergence of multiple lines has 
created a host of problems in the in- 
surance industry. It has forced us all— 
company executives, producers, rating 
organizations and supervisory officials— 
to sit down and take stock of the means 
at our disposal and the job to be done.” 

In enumerating a few of these prob- 
lems, Mr. Wikler said the premium tax 
laws of a number of states still talk in 
terms of fire premiums = and casualty 
premiums and make no reference to pre- 
mium taxes for these new hybrid forms. 
The problem of formula reserves for 
coverages where the exact amount of 
apparent only after a long 
period of time, such as catastrophe cov- 
erages, remains to be worked out. He 
felt that a complete review of the capi- 
tal requirements is necessary in order 
to determine whether such requirements 
should be eased for companies engaged 


costs 


losses are 
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in specialized package policy underwrit- 


ing such as—let us say—all types of 
physical damage to dwellings. With re- 
gard to the visitation and examination 
function, insurance laws continue to dis- 
tinguish between fire and casualty com- 
panies, calling for an examination once 
every five years for the former and 
once every three years for the latter. 

The battle between the advocates of 
the indivisible premium and those that 
champion the divisible premium remains 
to be resolved but regardless of its out- 
come, an entirely new approach to sta- 
tistical plans and rating sté iundards must 
be developed in his opinion. The rating 
laws of the several states and the rating 
organizations in the industry, all estab- 
lished along traditional insurance lines, 
must take on the new look or find 
themselves developing a bad case of 
obsolescence. Where interstate average 
rates or experience is employed in com- 
mercial package policies, some means 
must be devised to obtain agreement 
among the states that such rates will be 
accepted. 


The Multiple Lines Men 


Most laws make provision for the 
qualifying and licensing of fire agents 
and casualty agents but few provisions 
Sasi been made to qualify and license 
this new breed of producer—the multiple 
lines man. 

“In other words, in most states, only 
a part of the insurance law—generally 
that part dealing with the permissible 
lines that may be written—has_ been 
converted to multiple line underwriting,” 
said Deputy Wikler. “In so doing, it 
was simply assumed that the existing 
regulatory machinery was adequate, for 
the most part, to permit multiple line 
underwriting without undue obstruction 
and that the statutes were sufliciently 
flexible to cover the problems that 
were likely to arise. Subsequent events 
have proved otherwise. 

“However, much progress has been 
made and every effort is being exerted 
to give this new prodigy room to grow. 
The National Association of Insurance 
Commissioners has been fully cognizant 
of its problems. As far back as 1950, 
special committee of this organization 
devised and obtained acceptance of a 
new annual statement blank designed to 
accommodate itself to either a fire com- 
pany, casualty compeny or both. Rating 
organizations are developing the tech- 
niques of cooperating with one another 
in the development of rates for package 
policies. New or reorganized rating bu- 
reaus, operating on a nationwide basis, 
and specializing in multiple peril poli- 
cies are appearing on the scene. The 
Standard Fire Policy has been found to 


be not quite as rigid as anticipated. 
With a few endorsements here and 
there, it can be shaped to meet new 


needs, 

“However, much remains to be done 
by both the insurance industry and its 
interested organizations and by the 
regulatory agencies. 

“The multiple lines development has 
provided the insurance industry with a 
kind of technological spurt, and, as in 
all industries, such a period of rapid 
development of new products and proc- 
esses calls for retooling and reorgani- 
zation. This process of retooling and 
reorganization is taking place not 
only throughout the industry but in 
practically every insurance regulatory 
agency.” ; 
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Hemispheric 
(Continued from Page 1) 


Commerce, 
20 top insurance executives 
It is quite appar- 
delegation will 

exceed, the 


Chamber of 
than 
have signed to attend. 
ent that this 
least 


We: 


more 


already 


year’s 
30-man 
delegation which attended the Rio de 
Janiero Conference of two years ago, 


equal, if not 


“The committee in charge of the 
United States arrangements has held 
several meetings and has assigned the 


of papers on 
insurance in the 


preparation of a number 
various. phases. of 
United States for presentation at 
Buenos Aires. Also, a series of educa- 
tional films will be presented.” 


Exchange of Young Workers 


One of the important subjects to be 
reviewed is a project for exchange of 
young workers of companies among the 
various countries who are employed 
home offices and who, at the same time, 
will attend an insurance school. In 
brief, an exchange of students. 

“You are going to hear more about 
this project in the weeks ahead since it 
requires the fullest cooperation on the 
part of our U home offices,” added 
Mr. Smith. The committee working on 
the report concerning the proposed ex- 
change of employes consists of John 
Adams of Adams & Porter, international 
insurance brokers; Arthur C. Goerlich, 
dean of Insurance Society of New York, 
and A. L. Kirkpatrick, insurance mana- 
ger of Chamber of Commerce of the 
United States which jointly with the 
Inter-American Council of Commerce 
and Production, sponsored the Hemi- 
spheric Insurance Conference as a result 
of a resolution adopted in May, 1945— 
the U. S. Chamber acting upon a sug- 
gestion from the insurance companies of 
Chile for such a gathering. In 1948 at 
the second Hemispheric Conference 
which was held in Mexico City, the first 
suggestion of an inter-change of. stu- 
dents was made. 

At the Waldorf luncheon Mr. Smith 
was pinch-hitting for John A. Diemand, 
president of North America Companies, 
who recently, accompanied by some of 
the directors of those companies, went 
to Europe to open a European head 
office at the Hague, Holland, for the 
North America Companies, and_ they 
are still in Europe. Mr. Diemand_ has 
been chairman of the U. S. Chamber's 
apse Beast on the Hemispheric Insurance 

Conference since its inception; he pre- 
sided at the first Conference and_ has 
attended each of the biennial plenary 
sessions since, except this week’s. These 
Conferences were in Mexico City in 
1948; Santiago in 1950; New York again 
in 1952, and Rio de Janeiro in 1954. 
Mr. Diemand will again head the U. S. 
delegation to the sixth Conference, the 
one in Buenos Aires next November. 


On the Dais 


Seated on the dais of the Waldorf 
luncheon Monday were Owen E. Barker, 
president, Appleton & Cox, Inc., presi- 
dent of American Institute of Marine 
Underwriters; Frank <A. Christensen, 
chairman, America Fore — Insurance 
Group; Enrique Godoy, president of 
Godoy-Sayan, Havana, Cuba; James O. 
Nichols, president, American Foreign 
Insurance Association; A. L. Kirk- 
patrick; Truman D. Weller, manager, 
Northeastern division, U. S. Chamber; 
John W. White, executive director, U. S. 
section, Inter- American Council of Com- 
merce and Production; and H. W. Bal- 
gooyen, executive vice president, Ameri- 
can & Foreign Power Co. 

The speakers Monday were Julius S. 
Wikler, First Deputy Insurance Super- 
intendent of this state, and Henry B. 
Sargent, president of American & For- 
eign Power Co. The address of Mr. 
Wikler, which was on the subject of 
multiple peril coverage, is printed in 
part in another page of this paper. 

Mr. Sargent described the improved 
climate for investment in Latin Amer- 
ica and told in detail about operations 
of his corporation in each of the re- 
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publics. He commended the insurance 
companies for their services to these 
republics and their vital role in the 
achievement of the present high levels 
of commercial interchange between the 
U. S. and “our fellow republics in the 
South.” Discussing the expansion of 
American & Foreign Power System he 
estimated that $500 million is needed to 
be spent for adding to its Latin Amer- 
ica facilities by the end of 1960. This 
stepped-up construction program, he 
said, compares with approximately $232 
million which was spent in system ex- 
pansion by the corporation for the five- 
year period ending in 1955. Not in- 
cluded in the expansion program, es- 
timate, he said, is the cost of installing 
three atomic power plants. It expects to 
place orders for two of these atomic 
plants shortly. Commenting on Argen- 
tine he said that the new government 
has taken bold and courageous steps 
to put the economy back on its feet, 
both national and foreign. He saw an 
atmosphere there of good will. He said 
that “generally fair treatment” was ac- 
corded operations of his company in 
Brazil. 

Tables at the Waldorf luncheon were 
taken by a large number of insurance 
companies, insurance brokerage organi- 
zations and insurance industry organiza- 


~ Flood Bill Passed 


(Continued from Page 22) 





within the three-year grace period, even 
if they wanted to do so. Others, they 
pointed out, would not want to contrib- 
ute financially, and had voiced opposition 
to this provision during the hearings on 
the bill. 

The bill now goes over to the House, 
where the Banking and Currency Com- 
mittee held preliminary hearings earlier 
this session, but then marked time pend- 
ing Senate action. 





AIA Hopes Govt. Payment 
Is Not Called Insurance 


_Commenting on passage by the United 
States Senate of the Federal Flood In- 
surance Act of 1956, a spokesman for 
American Insurance Association stated 
that the complete facilities of the capital 
stock insurance business would be avail- 
able to the Government in the event it 
is determined to provide specific flood 
indemnity by subsidy, or otherwise, if 
the Government requests the assistance 
of the industry in carrying out the 
scheme. This repeats the offer made by 
the industry during the Congressional 
hearings on the subject. 

However, it was added that the indus- 
try hopes that if legislation providing 
indemnity for losses to flood victims 
finally becomes law that the word “in- 
surance” will not be used in connection 
therewith. The industry does not believe 
that the writing of specific flood insur- 
ance covering fixed-location properties in 
areas subject to recurring floods is a 
teasible undertaking for either private 
industry or for the Government, and any 
plan which the Government develops and 
puts in effect is a subsidy and is not 
insurance, 

If legislation becomes law, the spokes- 
man stated, the Government, consistent 
With its announced policies, should make 
certain that the law permits only the 
Writing of flood indemnity. As the bill 
1s written the “Federal Flood Insurance 
Commissioner” has practically unlimited 
authority to expand the perils which the 
Government can cover. The spokesman 
declared that Congress should not allow 
/y regulation, or otherwise, the unwar- 
ranted invasion of the private insurance 
business by permitting the definition of 
flood to be expanded to cover those 
perils for which a private insurance mar- 
ket now is available. 


Garden State Pond of 
N. J. Outing May 25 


The Garden State Pond of Blue Goose 
will hold its annual meeting and golf 
outing at the Rock Spring Country Club 
In West Orange, N. J., on Friday 
May 25. : i 
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This advertisement of The Home Insurance Company really hits hard. 
It can open the doors of hundreds of new prospects for you. It will help 
you most if you tie-in your own efforts with it. You can get newspaper 
mats, posters and other help from your Home f ieldman. He stands ready 


to assist you in any way he can. 


This advertisement appears in color in: 


American Home—June «+ Better Homes and Gardens—June + 
Town Journal—June + Business Week—May 5 + Newsweek—May 14 + 
U.S. News & World Report—May 25 


Nation’s Business—June 
Time—May 14 





Royal-Liverpool Group 
Promotions Announced 


BENSON ASST. MARINE  SECY. 


Stehle Asst. Marine Underwriter, Robin- 
son Manager Aviation Department 


With Benkner Asst. Manager 


The Royal-Liverpool Insurance Group 
announces four appointments in its ma- 
rine and aviation departments. 

Edwin B. Benson, formerly manager 
of the aviation department, has been 
appointed an assistant marine secretary. 

William M. Stehle of the marine 
agency department thas been appointed 
an assistant marine underwriter. 

Lawrence J. Robinson will succeed Mr. 
Benson as manager of the aviation de- 
partment and Alfred ‘F. Benkner_ has 
been appointed assistant manager of the 
aviation department. 

Benson and Stehle 

Mr. Benson was graduated from the 
Wharton School, University of Pennsyl- 
vania, in 1938. He joined Royal-Liver- 
pool in the general cover department 
immediately upon graduation and served 
in various capacities in the New York 
office. Following military service as a 
first lieutenant, U. S. Air Force, he was 
transferred in 1945 to the field. In Octo- 
ber, 1950, he returned to New York as 
assistant manager of the aviation de- 
partment, and was named manager in 
January, 1953. 

Mr. Stehle attended New York Uni- 
versity and the School of Insurance of 
the Insurance Society of New York. He 
joined Royal-Liverpool in 1936 in the 
marine branch and advanced through 
the reinsurance, hull and cargo depart- 
ments until he entered the U. S. Air 
Force. He returned from service in 
October, 1945, and joined the metropoli- 
tan cargo department. He later trans- 
ferred to the marine agency department 
and recently served as head of that 
department. 

Robinson and Benkner 

Mr. Robinson attended New York 
University and joined the group as a 
junior in the marine branch in 1933, He 
served with the U. S. Air Force for 
four and one-half years, attaining the 
rank of major. In 1948 he joined the 
aviation department as an underwriter 
and was promoted to assistant manager 
in January, 1953. Mr. Robinson received 
his CPCU designation in October, 1954. 

Mr. Benkner served with the U. S. 
Army in World War IJ. With several 
years of prior aviation insurance experi- 
ence, he joined Royal-Liverpool in 1948 
as an assistant underwriter in the avia- 
tion department. He has been a terri- 
torial underwriter since 1952. 

Supplementing these appointments, 
John C. Bowater, claims and _ technical 
supervisor of the aviation department, 
in addition to his existing duties, will 
assume increased responsibilities in 
aviation operations. 


North America Reduces 
Many La. Rates by 10% 


Insurance Company of North America 
has reduced rates in Louisiana on many 
classes of fire insurance by 10%. Ap- 
proval of North America’s application 
for the rate reduction was granted by 
the Fire Insurance Division of the 
Louisiana Rating Commission. 

The 10% reduction applies to all fire 
and extended coverage rates on policies 
issued in the North America and _ its 
affiliate, Philadelphia Fire and Marine, 
except those on mercantile contents, 
warehouses and storage, and manufac- 
turing risks other than public utilities. 


Chubb Concert May 22 


Chubb & Son will present its annual 
spring concert, open to the public, at 
12:15 noon on Tuesday, May 22, in the 
board room on the second floor of the 
National Board of Fire Underwriters, 
85 John Street, New York City. The di- 
rector and accompanist is Allan Hughes. 
The program will include some old time 
songs by the chorus, together with ren- 
ditions by the Chubb & Son quartet. 
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Fire Loss Manager 
For American Surety 





Paul Parker Photo 


RRANK W. PROSSER 


Frank Woodward Prosser has” been 
appointed manager of the newly organ- 
ized fire loss division of the American 
Surety of New York. He _ has’ been 


Royal Liverpool 


since 1936. In 1947 he was as 


associated with the 
(;roup 
charge of the loss de 
partment of the Virginia Fire and Ma 
rine, a subsidiary of that group, oper 
ating im most states. He was elected 
assistant secretary of that company and 
in addition was later designated loss 
superintendent for the group in Virginia, 
North Carolina and South Carolina. 


signed to take 


Short in Kansas City for 


London Insurance Brokers 


Seear, U. S. A., Ltd, Kansas 
London insurance brokerage 
office, associated with Lloyd’s London, 
and Ingolf H. KE. Otto, manager, an 
nounce appointment of lan G. Short of 
London, England, as manager 
of the office in Kansas City. He will 
remain there for several months to aid 
in the opening of the firm’s new offices 

Mr. Short entered insurance in 1948 
in the London office of Norwich Union 
Fire, handling all types of casualty un 
derwriting. In 1954 he was given an 
associateship in the Chartered Insurance 
Institute, and the same vear joined the 
London brokerage firm of J. kK. Seear & 
Co., specializing in American insurance 
business. He has made frequent business 
trips here and for the past few months 
has been assisting in the Denver office 
f J. K. Seear, Ltd. He is 29 years old. 


» a 
City’s only 


assistant 


Wilkes-Barre Women 
Elect Eva Hughes Pres. 


Officers were elected at a dinner meet- 
ing of the recently organized Insurance 
Women of Wilkes-Barre in Wilkes- 
Barre, Pa. te Hughes of Aetna Casual- 
ty and Surety was chosen as the first 
president of t] group. 

Other officers  akaoned are Alice Callan, 
first vice president; Gertrude Turpin, 
second vice president; Charmaine Broo- 
dy, recording secretary; Pearl Ullman, 
corresponding secretary; Miriam Craig, 
treasurer. 


AETNA TEXAS MANAGERS 

f William T. Magee as 
peien Insurance Group 
in Houston, Texas, and of Tom Holleran 
as manager for the territory served by 
the San Antonio and Corpus Christi 
offices is announced by President ( linton 
L. Allen Appointment of J. Rober 
Murphy as assistant manager in Haus- 


Appointment « 
manager for rig 


ton is announced. 














PROTECTION MUST FIT 


the product and place 


In West Africa the farmer protects his grain in caches 
atop poles. He knows local conditions! 

For the sound insurance protection of your clients’ 
business overseas, AFIA knows local conditions too... 
not only in Africa but in practically all countries where 
American business properties may be located. From its 
more than 600 branch and claims offices around the 
world AFIA receives a constant flow of vital 
information which may materially 
affect your insured’s operation. 

To provide strong, professional 
protection founded upon decades 
of foreign insurance experience, 
contact AFIA’s nearest 
office. 
















AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street e« New York 38, New York 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DAIZAS GPFICE . 5.021535 % Mercantile Bank Building, 106 So. Ervay Street, Dallas 1, Texas 
LOG ARNGEIES OPPICE 2.6 ce ieee 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE . . Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICE . . . Woodward Building, 733 15th Street, N.W., Washington 5, D.C. 


An association of 24 American capital stock fire, marine and casualty insurance companies 


providing insurance protection in foreign lands 











AMIDON EXECUTIVE V.P. 





Advanced by Northeastern; Burt Vice 

President; Bieszad and Mahoney 

Made Secretaries 

Directors of the Northeastern 
ance Co. of Hartford, at the 52nd annual 
meeting last elected Frank E£. 
Amidon executive vice president, Wallace 
Burt, Jr., vice president and G. A. 
3ieszad and T. W. Mahoney secretaries, 
All other officers were reelected. 

Mr. Amidon, also a director of the 
company, has been vice precident and 
secretary since 1947 and has been with 
the Northeastern since 1923. Mr. Burt 
joined the company in 1950 and has been 
assistant vice president since 1953. 

Mr. Bieszad, who went with the com- 
pany in 1920, has served as assistant 
secretary and assistant treasurer since 
1945. Mr. Mahoney has been assistant 
secretary since 1948. He joined the com- 
pany in 1923, 


FIA Veterans’ Dinner; 
Cranick New President 


The eleventh annual dinner meeting of 
the Eastern Regional Office Pioneers’ 
Club of the Factory Insurance Associa- 
tion was held May 8 at Wampanoag 
Country Club, near Hartford. The club 
is composed of 72 members in this area 
who have been with the FIA 25 years 
or more. 

Over half a hundred long-service em- 
ployes gathered for the traditional dinner 
and celebration. Singled out for special 
honors were F. P. Britt, field manager 
of the FIA’s Syracuse office, who re- 
cently celebrated a half- century of — 
service with the association, and E. 
Caruso and G. W. Woodward. The an 
two were inducted into the club as new 
members and were given suitable initia- 


Insur- 


week, 


tions in keeping with the pioneer spirit 
of the club. 
Following the dinner and an_ enter- 


tainment program, new officers of the 
Club were elected for 1956. They are 
Harold C. Cranick, Sr., president; Wil- 
lard H. Forristall, vice president, and 
Zylphia M. Bradstreet, secretary. 





Mass. Bars Dealer Forms 


Of the North America 


The Insurance Co. of North America 
of Philadelphia may not write its all- 
risk dealers’ policies as inland marine 
insurance in Massachusetts, the Massa- 
chusetts Supreme Court ruled, upholding 
the State Insurance Department on its 
ban on the policies. 

The Supreme Court opinion, written 
by Justice Raymond S. Wilkins, upholds 
Insurance Commissioner Joseph A. 
Humphreys and Deputy Commissioner 
John H. Louden in their contention that 
the disputed dealers’ policies do not 
constitute inland marine insurance under 
either the laws of Massachusetts or the 
general custom of the business. 

In November, 1954, the North America 
Cos. notified Massachusetts agents and 
brokers that they were prepared to write 
all-risk dealers policies for wholesale and 
retai] dealers in cameras, furs, heating 
and air conditioning equipment, house- 
hold appliances, industrial mz ichinery and 


tools, marine supplies, musical instru- 
ments, office equipment and supplies, 
professional and scientific instruments 


and sporting goods. 





Dewntown Manhattan Forum 


The architectural planning in down- 
town New York and the role of insur- 
ance in that section were discussed May 
9 at a forum held at Pace College, 41 
Park Row. Speakers were Ivor B. Clark, 
head of a realty firm having considerable 
activity in new building construction in 
the insurance district; Bernard P. Day, 
chairman of New York Board of Trade 
and president of Joseph P. Day, Inc., 
also a leading realty concern; and J. 
Walter Severinghaus, one of the archi- 
tects for the Chase Manhattan Bank 
development. 
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LA. CATASTROPHE PROPOSAL 


Capital Stock Loss Committee Suggested 
To Be Prepared to Act in Event 
of Disaster 

As a means of preventing further loss 
of life and property, and at the same 
time to keep chaos from developing, a 
permanent joint catastrophe loss commit- 
tee has been proposed by the Capital 
Stock Fire Insurance Association of 
Louisiana. The joint committee has been 
suggested for immediate organization in 
order to be fully prepared to serve in 
the area when the need arises. 

Sidney St. John Eshleman, local capital 
stock fire insurance fieldman and _ co- 
ordinator of the proposed joint catas- 
trophe committee, disclosed preliminary 
plans of operation to members of CSFIA 
at the organization’s regular monthly 
meeting held April 9 at the St. Charles 
Hotel in New Orleans. Mr. Eshleman 
said that this new committee would be 
established along the lines of the one in 
Texas which began its operations only 
a few years ago and has served success- 
fully during recent disasters in that 
state. 

The proposed eight-man joint commit- 
tee is to have two representatives each 
from CSFIA, General Adjustment Bu- 
reau, Independent Adjusters Association, 
and from the local capital stock insur- 
ance agents. 

“In areas where estimated losses from 
disasters exceeds $1 million,” said Mr. 
Eshleman, “the National Board of Fire 
Underwriters automatically sets up a 
catastrophe loss board. Our plan, still in 
the discussion stage, calls for the pro- 
posed joint catastrophe loss committee 
to open a disaster office immediately 
on losses of any size so as to take 
care of situations that do not exceed 
the $1 million mark while at the 
same time being fully organized to lend 
assistance where necessary to the Na- 
tional Board of Fire Underwriters on 
losses of greater magnitude.” 


Oklahoma Refunds on 


Finance Risk Overcharges 


Joe B. Hunt, Insurance Commissioner 
states that Oklahomans have received 
over $37,000 this year in refunds from 
insurance companies which overcharged 
policvholders on automobile collision in- 
surance premiums. He directed the com- 
panies to mail questionnaires to policy- 
holders after an investigation disclosed 
that Oklahomans were being  over- 
charged. 

The third company to report to him 
recently, the Service Fire, has repaid 
$11,326.77 to 1,040 policyholders, Hunt 
said, and is now reporting results each 
month to the Commissioner. Earlier, the 
Calvert and Marathon Fire reported 
refunds of $25,677. 

Hunt predicts that refunds on over- 
charges to Oklahoma policyholders will 
amount to over $100,000. 








Fireman’s Fund Exchange 
Plan for Founders Stock 


The Fireman’s Fund of San Francisco 
has filed an application with the Cali- 
fornia Department of Insurance for a 
permit to issue its $2.50 par value com- 
mon stock in exchange for the $10.00 par 
value of the Founder’s Insurance Co. of 
Los Angeles, the total not to exceed 
61,880 shares of Fireman’s Fund stock. 

The Fireman’s Fund stock is to be 
exchanged for 103,000 shares of $10.00 
Par value of the Founders stock. Under 
the plan submitted the exchange is at 
the rate of three-fifths of a share of 
Fireman’s for one share of Founders. 
The exchange ratio is based on the book 
value of each company’s shares as shown 
in the annual statement of the companies 
tor the year ending December 31, 1955, 
as on file with the Department of Insur- 
ance, 

The exchange transaction if and when 
the permit is granted, will be made on 
the condition that 80% of Founder’s 
shareholders accept the offer of Fire- 
man’s and deposit their stock certificates 
with the Farmers & Merchants National 
Bank of Los Angeles, which has been 
named a depository. 











1955 Financial Statements 
orthery 


»\ 
gnsurance oe (ompany 
of New York 


EIGHTY-THREE MAIDEN LANE 
NEW YORK 38, N.Y. 
STATEMENT AS OF DECEMBER 31, 1955 





ASSETS 
Gashror: Deposit: adem Omees <..6.<s05/e0cis0.0's sacs ecgetenses $ 5,308,988 
BESRYER CRS cos oreo ses croc oun Te es ei ara errs SC SoSTE Aw a 57 SN SSeS soe ssthlar Rohe 13,102,062 
SHOES Mee ER ahah erate So aarde amr taal are a siays ike rai gaeeceraiers 32,419,881 
Pe AIOMLRTRUE erie Cree ere cea e siclaecsic cinta emelewialsis oaibiare 816,164 
IMontgage ods Of Real State. «casino. o.005 yo e.e cieleenee cee 175,000 
Agents Balances (not more than 90 days due) .....-...+--- 4,318,020 
WIPER UP NCR UGC re alc on mo naiadia Nein.n sitios nia see neieneeanees 109,269 
NCTE NORE RSE ie nn td te a ieee ea wakes ans Secs 102,059 
HOPGUTAGIINUICU ANGEIS” 4 crcl cKnec cio cs ste e camieianets $56,351,443 
LIABILITIES 
inearned PE remain. IVESERVE) scc.c:6cc-005-60.005 40:00:56 5.050% dee $26,428,437 
Winradgtsted enOSSO Sievers rece 's 055/04. cusere isles ocor es sinidie siaterciciet e's 48600 3,735,790 
Reserve for Taxes, Expenses and Contingencies ............ 1,493,364 
MO Erector aS TLTERES 8 oes ostsCovarzvo.e sae’ anese.e 0. gens ioletovelsve wienorey exe team enekecoks 753,143 
Geatrieale StOG lee ainiaxe/ nieve: 51s wise: cisie sree cxs:sieiefnisisrsions ss $ 3,300,000 
PNG be SUAS ois sia\e eisai os asst orsie. Scie ernie di visieis dhelaisiens 20,640,709 
tSurplus to Policyholders ............eseeeeeececeeeeceeens __ 23,940,709 
EGR ke ORE Sola bee Oc als dates ae otek $56,351,443 





*Valuation on basis approved by National Association of Insurance Commissioners. 
+On the basis of December 31, 1955 Market Quotations for all Bonds and Stocks 
owned, this Company’s Total Admitted Assets would be .......................-....$56,994,246 


and Surplus to Policyholders sravathbaeuids=siabigs shdbousesdasnacananddhaeasiaa nroseeseeessseeneceeseess 24,583,512 
Securities carried at $735,461 in above statement are deposited as required by law. 











Bir t. 





ASSURANCE; COMPANY 
QF AMERICA, 
STATEMENT AS OF DECEMBER 31, 1955 








ASSETS 
CashieOneDEpOsl Oras Hoses einheis. coe asvaro neces ewan "eee $ 965,900 
MONS? oeieicin's SOR ee oh sane Was ayate re genepuat cee 4,314,355 
sfc] 0) oo Mr eae RN Cee Nee tear en ty ty nan Oe 1,528,826 
Agents Balances (not more than 90 days due) ............-- 577,176 
RIN CY CHIU ACOLUECH  erss'e sie acol tin cte-eie sles 0 alaieieve cee Kewesio nemeae 31,864 
GGT: RRC tee wace ooo os ose aor ore ase PaaOlG) dala acto aid brestoeie Siete — 300 
OU AAINELER EH PA SSELG) a ec cic-s ¢:s-cic vacielneieeiees me erse nes __ $7,418,421 
*Valuation on basis approved by National Association of Insurance Commissioners. 
LIABILITIES 

Witteniated we reMmuntnl ELCSEEVE. << 5.5.x. o:6.0.o.0\ 010) v.c:siors «viel eie belo alesis $3,476,331 
Waa steCdeLOSSES? ai, o7ao scace cisrecelo ale sivleleioicleensie ainjanieraia.cieieieie« 460,759 
Reserve for Taxes, Expenses and Contingencies ............ 263,504 
pine ae PEEEIES 6 sos eek bis oa wee ee te nein eee 109,400 

(ehyeriaall \ocrd aan eae are nO cor ere Oconec $1,000,000 

Nie SinpLiG SAS peOnennT en CnO Dene a mcernr src . 2,108,427 
A SUNS OME OMGVHOICEIS? axs/<i2 <.sreie,a1s:¢ elo'sje exevern eno viei Neivinne eseieisie __ 3,108,427 
LI /17 1h POE PR et OOOO PRETO OCCT OT ae TIE ee $7,418,421 


+On the basis of December 31, 1955 Market Quotations for all Bonds and Stocks 
owned, this Company’s Total Admitted Assets would be . 7 $7,321,486 


and Surplus to Policyholders . eeocatents ee lceieoc Siscowiowea _ A 
Securities carried at $661,318 in above statement are deposited as required by 








law. 
Sn f 
STATEMENT AS OF DECEMBER 31, 1955 
ASSETS 

Gxeh OM We posite ters sc:- arota.6:siecs mrscaipheceiere oars ecoisie nieuw oleate e wielace’s $ 517,214 
WERE TN GA ese anne, c/o) we Ros pice al acve oh Gms aoablpaiaicrele se a's) Rees mae we 1,257,314 
kg Go EE OMRS 2 ILA 9 eens May eR RRO ar ee Sie ae oer up eee ae IRI Pe ES 230,142 
eT RG SEE CHUTE ler oes os cscs sore toea recstahe: Kees sre otistaw clecatnlevaaa 7,619 

SR Ee MERTISEERCER. AASSEES: 6 5. <icss S s:d ote nie Sasa bisla Ra wil bs) wcoew $2,012,289 

LIABILITIES 

Gapital’ Stocks 2 2i.).)5c:<.c:c:cte wisieicisicici'eoicinls' ofesiaiele $1,000,000 
icf escbty( Wie Ge BROCDOOC URE Cp noc RoC GOnccor 1,012,289 
+Surplus to Paliep helena cacercewiteisteincce a ccae erie eines ___ 2,012,289 

{LE} TL Re DEA TEE CE ose PACT OPE _ $2,012,289 


*Valuation on basis approved by National Association of Insurance Commissioners. 
+On the basis of December 31, 1955 Market Quotations for all Bonds and Stocks 
owned, this Company’s Total Admitted Assets would be $1,991,833 


and Surplus to Policyholders ........................0.-:.sssseesssserensssovnsenssese ea { 
Securities carried at $661,318 in above statements are deposited as required by 


"OME OFFICES: 83 MAIDEN LANE, NEW YORK 














COLE HEADS VA. FIELD CLUB 


Frayser Is Vice President; Sommers 
Explains New Extended Coverage 
Rates and Rules in Virginia 
The Stock Fire Insurance Field Club 
of Virginia held its 51st annual meeting 
on May 9 at Staunton, Va., and elected 
officers for the ensuing year as follows: 
President, John C. Cole, Fire Associa- 
tion; vice president, Stuart K. Frayser, 
Springfield Fire & Marine; secretary- 
treasurer, G. A. Sprinkel, Loyalty Group. 
Members of executive committee are: 
C. B. Marshall, Phoenix Insurance Co.; 
T. S. Parsons, Virginia Fire & Marine; 
J. H. Hosier, National Union; R. D. 
Briggs, Home Insurance Co., and J. G. 

Spence, Springfield F. & M. 

Guest speaker was E. D. Sommers, 
assistant secretary of the Virginia In- 
surance Rating Bureau. He spoke on the 
filing made by the Bureau with the Vir 
ginia State Corporation Commission on 
extended coverage rates. He explained 
that for the past ten years the loss ratio 
for extended coverage in Virginia was 
approximately 70% and the present rate 
level was not adequate. 

The filing requires that where the $50 
deductible is waived a flat charge of 
$10 per item per annum be charged. The 
rates with the $50 deductible clause ap- 
plicable to windstorm and hail to be 
approximately those now charged for full 
coverage extended coverage. Certain 
minor changes were also being requested 
including the exclusion of radio and 
television antennae. 


Ward H. Chadwick Promoted 
By Royal-Liverpool Group 


The Royal-Liverpool Insurance Group 
has appointed Ward H. Chadwick as 
marine special representative for the 
New York metropolitan and suburban 
area. Mr. Chadwick will be available to 
agents and brokers for consultation and 
assistance on production and underwrit- 
ing matters. 

A graduate of Rutgers University, Mr. 
Chadwick served with the United States 
Navy in World War II and_ joined 
Royal-Liverpool in 1946 in its marine 
underwriting department. Following 
training in marine lines, reinsurance, loss 
adjusting, rating and underwriting, he 
Was named underwriting assistant in 
1954. A former student at the Insurance 
Society of New York, Mr. Chadwick is 
presently a director of the American 
Marine Insurance Forum. 


Walt Disney Releases 
Two New Safety Films 


Recognizing the tremendous need for 
safety films designed for younger chii- 
dren, Walt Disney has now released two 
such films in 16mm. sound, full anima 
tion and color by Technicolor. The two 
subjects deal with bicycle and fire safety 
and are titled “I’m No Fool With a 
Bicycle” and “I’m No Fool With Fire.” 
Each film runs eight minutes. 

Both represent a fresh, amusing and 
effective approach to serious problems 
Jiminy Cricket, long famed as Pinoc- 
chio’s conscience, serves as an engaging 
master of ceremonies and teacher. In 
both films Jiminy traces the history of 
his subject and then takes up the safety 
rules which apply. To further make his 
points he conducts a contest between a 
“Common Ordinary Fool and Y-O-U.” 
The winner is duly proclaimed and Jim- 
iny presents the badge of intelligence. 

Throughout both films Jiminy sings 
and dances to the catchy melody of “I’m 
No Fool,” changing the lyrics to fit the 
problem at hand. 

30th films are available under the 
Disney long-term lease plan to all edu 
cational film libraries and industrial or 
ganizations. Full information is avail 
able through 16mm. Division, Walt Dis 
ney Productions, Burbank, Calif., or if 
in New England or Eastern Seaboard 
states, write to: Walt Disney Produc- 
tions, 16mm. Division, 477 Madison Ave- 
nue, New York 22, N. Y. 
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Danahy Gets Pohs Institute Award 
For Outstanding Service ‘To Brokers 


For his “outstanding service on behalf 
of insurance brokers,” C. Joseph Danahy, 
well known Brooklyn attorney and 
counsel to the Greater New York Insur- 
ance Brokers’ Association, on May 14 
received the 1955 Pohs Institute Award. 
Presentation of a handsome embossed 
plaque as a symbol of his accomplish- 





Knickerbocker Pictures 


Alex Goldberger, left, one of the lead- 
ing Brooklyn insurance brokers, present- 
ing the coveted Pohs Institute Award 
to C. Joseph Danahy, Brooklyn attorney 
and counsel to the Greater New York 
Insurance Brokers’ Association. 





ment, was made to Mr. Danahy by 
Alex Goldberger on behalf of the Pohs 
Institute of Insurance at a luncheon held 
at The Steak Joint, New York City. 

Pohs Institute, largest school of its 
kind in the country, is headed by Her- 
bert J. Pohs, founder-director, The 
school has given eight similar awards 
over the past seven years. Mr. Danahy, 
who is associated in his law firm with 
Congressman James J. Delaney and 
Maritime Commissioner G. Joseph Mi- 
netti, has been counsel to the Greater 
New York Insurance Brokers’ Associa- 
tion since 1954, 

Goldberger Commends Danahy 

In making the presentation to him, 
Mr. Goldberger characterized the attor- 
ney as a person who gives generously 
of his time and effort, without reserva- 
tion, far beyond that which is ever 
expected of him. His work for the asso- 
ciation, Mr. Goldberger said, has brought 
results “that I believe have left a lasting 
imprint on the pages of insurance his- 
tory.” 

It was the vigorous approach of Mr. 
Danahy, Mr. Goldberger said, which 
contributed in no little degree to the 
collapse of the attempt in the electrical 
industry to divert, as part of a labor- 
management agreement, the compensa 
tion insurance of an entire segment of 
that industry into the New York State 
Insurance Fund. 

He also credited Mr. Danahy with a 


part of the success in the recently en- 
acted legislation dealing with the super- 
vision of Welfare Plans pointing out 
that some of his recommendations made 
before the New York Insurance Depart- 
ment and in conferences with the Attor- 
ney General's office were written into 
the law. 

The fight against the accident insur- 
ance give-away programs of American 
Motors and Studebaker-Packard found 
Mr. Danahy an important participant, 
Mr. Goldberger said. He said that the 
brokers’ counsel has “steadfastly attacked 
free insurance and tie-in sales with in- 
surance, which come up with surprising 
frequency.” 

Calling these accomplishments “merely 
items selected from an agenda of activ- 
ity,’ Mr. Goldberger said that it is, 
however, “clearly indicative of one pos- 
sessed of boundless energy and_ that 
devotion to duty which insists on always 
contributing so much more than is ever 
demanded or expected.” 

Mr. Goldberger took the occasion to 
set forth the broad principles which 
guide the Greater New York Insurance 
Brokers’ Association. Its fundamental 
doctrine, he said, is that which is good 
for the insured is good for the industry. 
He declared too, that the association also 
believes in letting the insurance world 
know what it is doing. 

“There are some,” he said, “who look 
upon the spotlight of publicity with 
some distaste and perhaps even fear. 
What these well intentioned dissenters 
do not realize is that this policy also 
invites constructive critcism and inspires 
within the industry to enlist their own 
best efforts in support or opposition of 
whatever the particular subject at issue 
may be.” 

Danahy Responds 


In accepting the Pohs Institute Award, 
Mr. Danahy paid his respects to the 
committee chairman and directors and 
his many friends in the business who 
aided him in viewing the many practical 
ramifications of the problems given to 
him for study or action. 

Pointing out that he always proceeded 
on these problems on the basis that 
human law “is a rule of reason promul- 
gated by proper authority in order to 
promote the common good.” However, 
he said, “it is always well to bear in 
mind that human law is not self exe- 
cuting.” 

Mr. Danahy said that in applying the 
principle in the case of the electrical 
union and the other cases in which 
unions were involved, the abuses which 
were halted, were actually a real con- 
tribution toward the future welfare of 
union members as well as the common 
good. 

Turning to the celebrated Zanger de- 
cision, Mr. Danahy said that the issues 
involved were concerned with the pro- 
tection of the public. “In arguing the 
Zanger case,” he said, “we are in reality 
arguing the fact that premium monies 
represent a sacred trust. The law has 
recognized this in creating the book- 
keeping entries heretofore defined as un- 
earned premium reserves. What we must 





Fisher Studio 
HERBERT J. POHS 


seriously consider is whether the time 
has come to consider these unearned 
premium reserves as monies held in trust 
for policyholders.” Citing the existence 
of insurance security funds in compen- 
sation and auto liability, Mr. Danahy 
posed the following question: “Should 
we therefore, in like manner, establish 
unearned premium reserves as fiduciary 
funds to be held in trust for their true 
owners, the policyholders ?” 


Pohs Students Rank High 


Mr. Pohs stated that he is proud of 
the record of the Institute’s students 
in the state examinations for agents and 
brokers. He said that the “latest reports 
sent to all schools teaching insurance by 
the Insurance Department shows that 
during 1955 more students passed the 
state examinations from Pohs Institute 
than from all other schools in the state 
combined. According to the report our 
average was 82.4% compared to a com- 


bined average of all other schools of 
70.4%.” 
Besides many members of the Pohs 


Institute faculty, former award winners 
and presidents of brokers’ and agents’ 
associations in the New York metropoli- 
tan area, the following representatives 
of the New York Insurance Department 
attended the luncheon: Deputy Superin- 
tendents Walter F. Brooks, Arthur F. 
Lamanda, Robert Malang and Aloysius 
J. Maickel, and Executive Assistant Mil- 
ton Shalleck. Also present were Joseph 
Singer, chief enforcement officer, Secre- 
tary of State’s office, and Abraham S. 
Wechsler, director of licenses, Secretary 
of State’s office. : 


Maryland Agents Meet 
June 10-12, Ocean City 


The Maryland Association of Insur- 
ance Agents will hold its 16th summer 
convention, June 10-12, at the Com- 
mander Hotel, Ocean City. The Monday 
and Tuesday, June 11 and 12, morning 
sessions will be devoted to association 
business, including a discussion of com- 
pulsory automobile insurance. Past 
President Joseph A. Neumann of the 
NAIA will be a feature speaker. 

Monday afternoon will be set aside 
for an educational program featuring 
the new mercantile block policy. Hosts 
for the convention will be the Somerset- 
Worcester-Wicomico Association. On 
Tuesday at noon the convention will 
gather for a beach clambake. 





REVIEW CLASS JUNE 7 

A review class for students planning 
to take the New York State brokers’ 
and agents’ examinations will be held at 
the Hotel McAlpin on 34th Street on 
Thursday, June 7, from 6:00 to 9:30 p.m. 
This is sponsored by the metropolitan 
department of the Home Insurance Co. 
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Bronx Brokers Reelect 
Whitestone President 


At the annual meeting of members of 
Bronx Insurance Brokers Association 
the following members were elected for 
1956-1957 : 

Lee H. Whitestone, president; Wm. 
H. Henotter, first vice president; Mur- 
ray Berns, second vice president; Harold 
Zipperman, treasurer; Mildred Mamock, 
secretary; chairman of board of direc- 
tors, George E. Rosen. 

Directors are William J.O’Brien, John 
Aubeck, George N. Wohn, Rose Kosloff, 
A. B. Tamor, Daniel Fortnash, Dan 
Morgigno, David S. Kaplan. 

Speakers at this meeting were William 
Kessler, special representative of group 
department, U. S. Life Insurance Co., 
and Emanuel Winston, general agent, 
Union Casualty & Life of Mt. Vernon, 
N.Y. 





NACSA Will Continue in 
Auto Marketing Survey | 


J. Edward Cochran, Hagerstown, | 
Md., president of National Associa- 
tion of Casualty & Surety Agents, | 
stated this week that his membership | 
will continue its participation in the 
automobile insurance marketing sur- | 
vey which National Bureau of Casu- | 
alty Underwriters has under way. | 
F. Albert Roloson, Baltimore, and | 
T. W. Earls, Cincinnati, both on the | 
committee dealing with the marketing | 
survey problem, concur in Mr. Coch- | 
ran’s view. 

“Tt is our hope,” said Mr. Cochran, | 
“that continuance of the survey will | 
be authorized by National Bureau’s 
executive committee and that other | 
producers’ organizations will continue | 
to cooperate in procuring this helpful | 
information .. .” 
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New Executive V. P. of 
New York Agents’ Assn. 





Brokers’ Forum May 23 
On Auto Compulsory Law 


Legislative and administrative officials 
are expected to shed some light on the 
future of compulsory automobile insur- 
ance in New York State when they 
address a forum next week. 

Sponsored by the Greater New York 
Insurance Brokers’ Association as part 
of its regular educational series, the 
forum meeting will hear Julius Wikler, 


First Deputy Superintendent of Insur- 
ance; Joseph P. Kelly, Commissioner of 
Motor Vehicles; Joseph F. Carlino (R., 
Suffolk), majority leader of the New 
York State Assembly, and Eugene F. 
3annigan (D., New York), minority 
leader of the lower house. Armand A. 
Lowell, vice president of the brokers’ 
association, will be the moderator. 

To be held on Wednesday, May 23, in 
the Oak Room of Hotel Martinique, 
32nd Street and Broadway, New York 
City, the meeting will open at 8 p.m. 


Douglass, Haslam, and 
Brewer Honored by N. Y. 


Robert B. Douglass of Potsdam was 
honored with a Presidential Citation 
from retiring President Arthur Schwab 
at the annual meeting last week in 
Syracuse of the New York State Asso- 
ciation of Insurance Agents. He was 
cited for his success in educational work. 
Kenneth W. Haslam of Queens County 
and Herbert S. Brewer, Lockport, also 
received citations for their local board 
membership development work. 











CRAIG THORN, JR. 


Craig Thorn, Jr., of Hudson, N. Y., 

popular newly elected executive vice ate 
; = ; . AD ‘‘Ag-Empire 
president of the New York State Asso- i AWARD Agents’ 

ciation of Insurance Agents, is president WINNER Ad-Idea Contest 


of Craig Thorn, Inc., an agency which Based on a True Story by 
Milton H. Crane 
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president; Calvin Raff, third vice presi- 
| dent; Kenneth W. Haslam, treasurer; 
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Helen S. Williams, secretary. George 


O. Niemann and Edward A. Degnan was 
directors for 


is. | elected to the board of dir f 
ip three years. The annual installation , 
| meeting is scheduled for Tuesday, June Ye, Nf 
19, at the Fresh Meadows Inn. 
r| M'It really “landed” that Cy, 
a | bu ‘ness by himself. But as Milt says: 
a It’s mighty nice to have an ‘Ag-Empire’ man 
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1€ \n all-day institute was held by the A 

| “a : ’ ent-fieldman teamwork pays — both ways! 

1g | Insurance Women of Toledo in Toledo, see 

a Ohio, First speaker was James E. Like to learn more about the helpful, friendly “Ag-Empire’’ way? We’re easy to write to. 


Davies, whose subject was “Mercantile 
Nn, | Block Policy.” He was followed by 


Ronald M. Streeter, assistant Cleveland | 
‘Ss manager, Hartford Accident & Indem- 4 Att | san Sta 
ar | nity, on “Casualty Insurance.” Gree wr oa Hips v «| Q 
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Arthur H. Kimble, Albany, N. Y., manager for the Phoenix of Hartford Insur- 
ance Companies, presents a bronze plaque to E. Barnes Dunlap and John L. Davison 
in recognition of 101 years of representation of the Phoenix by Hartwell & Shackle- 


ford Agency of Saratoga Springs, N. Y. 








Commerce & Industry Assn. 
Elects Six New Directors 


Six new members were elected to the 
directors of the Commerce & 
Association of New York, Inc., 
They are: 


iy vard of 
Industry 
annual meeting. 
partner, 


at its recent 
Harold A. senior 
& Co.; William H. Burkhart, president, 
Lever Brothers Co.; Harland C. Forbes, 
Edison Co. of 
New York; Gardner, presi- 
dent, Ebasco Services Inc. of New York; 
Lewis A. Lapham, president, Grace Line; 
Burton A. Zorn, of Proskauer, Rose, 
Goetz & Mendelsohn. 

Re-elected as members of the board 
were Clement V. Conole, chairman of 
board, \merican Management (50:2 
Thomas J. Deegan, Jr., vice president, 
New York Central System; Thomas S. 
Holden, vice chairman of board, F. W. 
Dodge Corp.; L. A. Petersen, president, 
Otis Elevator Co.; Edward Staley, presi- 
dent, W. T. Grant Co.; H. C. Turner, 
Jr., president, Turner Construction Co.; 
and Robert C. Tyson, vice chairman, 
finance committee, United States Steel 
Corp 

The six new directors fill vacancies 
created by amendment of the Associ- 
ation by-laws to increase the number of 
elective members of the board from 27 
to 33. 


sache, Bache 


president, Consolidated 


Frederick C. 


Continuing Study of All 
Flood Risk Possibilities 


Milton W. Mays of New York City, 


secretary of the America Fore Insurance 


Group, says the insurance industry of 
the nation is making a continuing study 
ft floods to determine whether some 


kind of plan should or should not be 
idopted for indemnification against flood 
losses. He spoke before the Zone 5 
meeting of the National Association of 
Insurance Commissioners at Dallas, Tex. 


He said engineers, employed by the 
insurance industry, had made compre- 
hensive studies of every major flood 


since 1951, including those last fall in 
the northeastern states and on the Pa- 
cific Coast. These studies have included 
the calculation of flood probabilities and 
flood damage 

These studies had been made in order 

uncover any new facts “that might 
Warrant a modification of the traditional 
position ot the insurance business that 
the writing of insurance on fixed prop- 
erty against the perils of flood is not a 


feasible undertaking.” 
Each time a flood occurs, Mr. Mays 
said, it is necessrav to make a study 


“because times and conditions change.” 


W. D. Crawford Joins 
South Carolina Dept. 


W. D. Columbia, S. C., 
has assumed duties with the State Insur- 


Crawford of 


casualty 
succeeds J. E. McDavid, 
Deputy Commis- 
Mr. Crawford for- 
Loyalty 
fieldman and ad- 


ance Department as fire and 
analyst. He 
Jr, who was named 
sioner some time ago. 
merly was with the Group in 
South Carolina as 


juster. 





For Placing Your Excess and Surplus Lines 
or VEE 


GEO. F. BROWN & SONS 


32 CLIFF STREET 


e NEW YORK 


Telephone: WOrth 4-0745 


Hartford Blue Goose Pond 
Elects Officers for Year 


The Hartford Pond of the Blue Goose 
at its meeting April 30 elected the fol- 
lowing officers for next year: Most 
Loyal Gander, Lew Geis; Supervisor of 
Flock, Andy Carlin; Custodian of Gos- 
lings, Bill Davis; Guardian of the Pond, 
Rod Nicholson; Keeper of the Golden 
Goose Egg, Carl Plock, and Wielder of 
the Goose Quill, Gordon Crowther. 

The annual stag outing and_ steak 
roast of the Hartford Pond will be held 
at Rosewood in Simsbury, Conn., May 
28, at 4 p.m. 





Western-British American 
Group Gains in 1955 


The Western-British American Group 
of Canadian insurance companies, with 
head office in Toronto, reports consoli- 
dated results of its global operations in 
1955 with premiums written totaling 
$32,145,000 compared with $30,852,000 in 
1954. 

Assets increased to $56,264,000 from 
$54,542,000 and funds for protection of 
policyholders were higher at $35,659,000 
compared with $34,541,000. 
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PROTEST “FREE” INSURANCE 





Midwest Conference Agents Also Hit 
Direct Writing Companies, and Pre- 
mium Credits in Package Deals 


Delegates attending the eighth Mid- 
west Territorial Conference of the Na- 
tional Association of Insurance Agents 


at St. Paul took a definite stand on four 
issues at their closing session. Getting 
most attention and the only one that 
brought on a discussion from the floor 
was a resolution condemning tthe so- 
called “free” or “giveaway automobile 
accident policies to purchasers of auto- 
mobiles. 

The conference voted that the national 
board of state directors of the NAIA be 
requested to take immediate steps to 
urge and assist the various state asso- 
ciations “in every possible way to bring 
to an end in their respective states ad- 
vertising and supplying of free accident 
insurance to the purchasers of automo- 
biles.” 

Direct-writing companies came in for 
criticism in a resolution which urged 
members of the conference “and other 
agents, brokers and company represent- 
atives who subscribe to and believe in 
the American Agency System to make 
known instances they may encounter 
wherein markets for insurance coverages 
presumably available only to independ- 
ent agents and brokers may be made 
available to any direct-writing company 
or their representatives. Self-respect and 
self-preservation should prevent the fur- 
nishing of markets to those companies 
operating competitively in a manner 
antagonistic to the principles of the 
American Agency system.” 

Stating that an inequity now exists 
between the amount of unearned pre- 
mium credit granted for existing policies 
in the writing of package policies and 
the manual short rate return, the con- 
ference referred this matter to the _prop- 
erty insurance committee of the NAIA 
and the Midwest conference committee 
with a request that efforts be made by 
these groups to obtain consent from the 
companies to change the present 80% 
figure to the manual short rate return 
now allowed on fire policies. 





Zurich-American Names 


Decker Special at Phila. 


George Decker has joined the fire in- 
surance department of the Zurich-Amer- 
ican Insurance Companies as a _ special 
agent in the Philadelphia office. He will 
work with Philadelphia Branch Manager 
E. K. Lukert in the development of fire 
lines in eastern Pennsylvania, southern 
New Jersey, and Delaware—an area in 
which he is well known to agents. 

A graduate of the Wharton School of 
Finance and Commerce, University of 
Pennsylvania, Mr. Decker entered the 
fire field in 1937 as an underwriter. In 
1947 he became a special agent, handling 
rate problems in the Philadelphia sub- 
urban territory. In recent years his work 
as a special agent has been extended to 
include casualty lines. 


R. I. MUTUAL IN N. H. 
Russell G. Weston, president, Rhode 
Island Mutual of Providence, R. I., 


announces that his company has _ re- 


ceived a license to underwrite insurance 
in New Hampshire. 
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Windstorms, Tornadoes 


Cause Heavy Damage 
Millions of dollars of damage were 
caused by windstorms, tornadoes and 
hailstorms in Michigan and Ohio on 
May 12 and in Pennsylvania, May 13. 
Insurance losses may run as high as 
$7,500,000 in the first two states, with 
3,500 claims at Flint and 25,000 at Cleve- 
land where factory buildings as well as 
homes on the west side, were hit. The 
National Board of Fire Underwriters 
has assigned Catastrophe Serial No. 74 
to these losses. 


Chubb on Marine 


(Continued from Page 36) 





claims, and special clauses comparable 
to those used for Western Hemisphere 
trade corporations have been devised to 
meet the problem. 

Another problem for such corporations 
arises from the fact that financial con- 
siderations frequently lead them to hold 
title to merchandise until arrival at for- 
eign destination. This becomes important 
where the foreign subsidiary is requested 
to sell on Cost & Freight Terms. It 
should be borne in mind that financial 
risk in these cases usually rests with the 
seller until after completion of the ocean 
voyage. He should accordingly satisfy 
himself as to the adequacy and financial 
security of the insurance provided by the 
buyer, and insist that the insurance 
policy include his name as payee. AIl- 
ternatively, the foreign subsidiary selling 
C. & F. may negotiate with his own 
marine insurers for contingency insur- 
ance if unwilling to rely on the buyer’s 
insurance. 

The few insurance provisions that ] 
cited do demonstrate the marine in- 
surer’s awareness of unusual marine in 
surance problems for different types of 
foreign operations and his flexibility in 
meeting those problems. 

Contracts and Costs 

I have indicated my view that there 
are not apt to be any peculiar problem: 
in connection with the marine insurance 
of your foreign operations from the 
standpoint of risk. However, you are al- 
most certain to find numerous differ- 
ences in the form of contract issued and, 
in some areas, substantial difference in 
the cost of the insurance. 

Unlike this country, many foreign 
countries have national laws which gov- 
ern and interpret the written wor’s of 
the policy. The policy itself mav be 
issued in a foreign language and for 
those insurance managers who suvervise 
the insurance of the foreign operations 
trom the head office I insert the fol- 
lowing caution. Do not rely on literal 
translations of the abbreviated terms 
by which insuring conditions are cus- 
tomarily designated. 

It is common practice, in negotiating 
marine insurance both here and abroad, 
to use terms such as “Total Loss Only,” 
“Free of Particular Average,” “With 
Particular Average,” “All Risks,” and 
these phrases have a precise meaning 
tor us. However, they are usually 
merely the key words of the insuring 
clauses and while the clauses they refer 
to have practically identical language 
and meaning here and in England, it 
cannot be assumed that similar symbols 
will have the same meaning elsewhere. 

Translation of Terms 

_ For example, I may cite policies issued 
in France which contain the paragraph 
heading “Tous Risques,” over the in- 
suring clause, and these two words are 
also used as a symbol for the clause 
that follows them. A literal translation 
would be “All Risks.” As you know in 
this country “all risks” insurance is a 
very broad cover indeed, but one cannot 
assume that “Tous Risques” is equally 
road. A translation of the entire clause 
ot the French policy would reveal a more 
limited form of cover, comparable to our 
“With average” insurance. 

So it is my recommendation that 
Where you are required to accept a 
policy on other than standard American 
or British terms, you obtain the com- 
plete foreign policy and formulate your 
Judgment upon the translation of the 





entire policy, as well as an analysis of 
the insurance law of the country in 
question. 
, One final problem lies in the fact that 
éertain countries require that ocean ma- 
rine insurance on goods moving to or 
from those countries must be placed 
with companies operating within their 
borders. In many cases you may find 
that the insurer with whom you place 
the risk for your American plant is not 
licensed in the country where your for- 
eign branch is located. 

In such cases it may be possible for 
your customary insurer, even though not 


so licensed, to arrange for a local com- 
pany to issue the policy to your branch 
office and reinsure a percentage of the 
risk back to him. From the standpoint 
of the policyholder this arrangement is 
often desirable in order to obtain for 
the foreign branch some unusual pro- 
tection or some special basis of loss 
settlement that would not ordinarily be 
available in the country in question. 
Moreover an insurer who has had a 
long history of favorable experience in 
insuring the parent company is often 
able to arrange insurance for the for- 
eign branch at a lower level of rates 


than would be expected from a new in- 
surer with no knowledge of the past 
loss record. 

In the final analysis, when operating 
in a foreign country the whole operation 
must be conditioned on local laws and 
customs, and this applies to marine in- 
surers operating in foreign countries as 
well as to you who manufacture goods. 
In such unfamiliar circumstances your 
best reliance may well be your own cus- 
tomary insurance broker and underwriter 
who can give you responsible advice as 
to dealing with the special problems you 
face. 





This America Fore Advertisement 
is currently appearing in the following 
national publications: 

%* THE SATURDAY EVENING POST LIFE 


* TIME 


* NEWSWEEK %* FORTUNE 


* NATIONAL GEOGRAPHIC 
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Three-Day Program for 
Ins. Education Directors 


MAY 23 TO 25 AT SKYTOP, PA. 
Emphasis To Be on Practical Training 
Problems and Audio Visual Aids; 
University Day One Feature 


A three-day program, designed to fit 
the needs of the 100 members of the 
Insurance Company Education Directors 
Society, will be conducted at Skytop 
Lodge, Pa., from Wednesday, May 23, to 
Friday, May 25. 

On the first day with John Wash- 
burn of the Home Insurance Co. as 
moderator, “Training the Trainer” will 
be presented by the “Training Within 


This will be in 
company 


Industry Foundations.” 
association with two insurance 


on-the-job trainers. This will be fol- 
lowed by “The True Security—a New 
Merchandising Concept,” presented by 


Douglas Palmer of the Mutual Benefit 
Life: a panel discussion, “Practical 
Training Problems,” and the annual 


business session. 


For Thursday, John Davison of the 
Phoenix of Hartford Group will preside 
over “Audio/Visual Aids.” Next will be 
“Use of Flip Charts and Flannel Boards,” 
by E. W. Brouder of the Hartford Ac- 
cident & Indemnity; “Use of Models,” 

demonstration to the classroom audience 
by Allan Wikman of the General Ad- 
justment Bureau; “Do It Yourself: 
Audio/Visual” (sound slides) by L. R. 
Barber of the Fidelity & Casualty; 
teaching with films; selections from in- 
surance films, narrated by George W. 
Tisdale of the Commercial Union-Ocean 
Group; vocational teaching with aids and 
exhibits by E. C. Vale of the Vale 
Technical Institute, and “Evaluation of 


Visual Aids,” a panel discussion. 
Friday will be “University Day,” with 
Professors H. L. Carlston of the Uni- 


Blanchard 
York, in 
will 


versity of Utah, and Ralph H. 
of Columbia University, New 
‘wept Induction of new. officers 
be the final feature of the meeting. 


Phoenix Establishes 
Newark Branch Office 


The Phoenix of London Group an- 
nounces that effective May 16 the New- 
ark service office has become a branch 
office in order to present the group’s 
many facilities to its New Jersey agents 
in the counties of Bergen, Essex, Hud- 
son, Hunterdon, Middlesex, Monmouth, 
Morris, Passaic, Somerset, Sussex, 
Union and Warren. 

George A. Wander, 
agent for New Jersey, has become resi- 
dent manager of the Newark branch 
office and will supervise all production, 
underwriting, claim, engineering and ac- 
counting operations. 


formerly state 


Elect Hanson President 

J. E. Hanson, executive vice president 
of American Hardware Mutual of 
Minneapolis since 1944, has been elected 
president succeeding Harold R. Caley. 
He also was made president of American 
Hardware Indemnity. Warren W. Zetz- 
man, accounting manager, has been 


elected treasurer. 


PROMOTION FOR T. F. HAMMOND 

Thomas F. Hammond has been ap- 
pointed special agent in western Con- 
necticut for the Security-Connecticut 
Companies. He will assist K. V. Jackson, 
traveling out of the home office in New 
Haven 

Mr. 


Hammond, who attended Quinni- 


piac lege where he majored in ac- 
counting, has completed several courses 
in fire and casualty insurance at the 


University of Connecticut in Hartford. 

In 1952 he joined the Security in its 
accounting department and has since 
served as underwriter in the marine, fire 
and fidelity-surety departments. 


Increasing Interest By Producers 


In Insurance Educational Courses 


National Board 
the National As- 

Agents at their 
mid-year meeting in Hartford, April 23- 
25, Ernest F. Young, Charlotte, N. C., 
chairman of the NAIA educational com- 
mittee, that there is increasing 
interest on the part of a major portion of 
NAIA members in insurance education. 

Mr. Young pointed to the larger at- 
tendance at schools con- 
ducted by state associations and the 
number of requests for the assistance 
of the NAIA educational director in 
conducting or participating in schools 
put on by state associations. 

“As further concrete evidence of this 
surging interest in educational material 
we can point to the new, tear-out feature 
recently introduced in the American 
Agency Bulletin titled ‘Education for 
the Agent,” he continued. “This new 
section has tapped an apparently unreal- 
ized reservoir of agents desirious of se- 
curing up-to-date, authoritative informa- 
tion on the latest developments in 
insurance coverages. It has attempted to 


report to the 
Directors of 


In his 
of State 


sociation of 


Insurance 


said 


short-course 


fulfill that need 


attention of 


well over 100 


and is attracting the 


agents every 


month, the majority of whom have pur- 


chased educational material, 


pointed out. 


Mr. Young 


Employe Training Program 


“We have found that one of the prime 


needs of this material, 


from basic prin- 


ciples through the more advanced mate- 


rial, is being put 


to excellent use in the 


training of new personnel in our member 


agencies, 
all know, 


” Mr. Young continued. 
the value of an employe to 


“As we 


an agent depends to a great extent on 
that employe’s knowledge of insurance 


and the 


insurance business. But, 


most 


agents don’t have the time or the oppor- 


tunity and 


training program to properly 


facilities to work out a self- 


indoctri- 


nate new personnel in the intricacies of 


the insurance 


agency 


Those 


business. 


agents who have need of such a train- 


ing 
a favor if 
director in 
Young said. 


program 
they 
the 


will be 


doing themselves 
contact our educational 


New York. office,” Mr. 


There is also an increasing concentra- 
tion on insurance schools conducted by 


state association 


s in which the NATA 








e Fire 

e Marine 

e Auto 

e Water Damage 


Robert C. Mehorter 
Raymond Andreasen 









PROBLEM 


.-. TO FIND US 


WE’RE IN THE HEART 
OF THE INSURANCE DISTRICT! 


City —Suburban — Countrywide Facilities 


e Homeowners 
e Comprehensive Dwelling 
e Life 

e Trip Insurance 


McDANIEL « CO., INC. 


John D. Hickey 


Samuel A. Mehorter 
Alfred T. Young 


Whitehall 3-0616 
15 GOLD STREET, NEW YORK 38, N.Y. 





IT’S 
» [eo 

















has had a share, Mr. Young stated “We 
would like to again pledge our utmost 
efforts in support of this work and 
through our New York office will do 
all in our power to encourage the spread 
of this exceedingly valuable activity. 

“In line with our standing policy of 
providing up-to-date material for the 
use of our members in insurance train- 
ing, we have recently revised the auto- 
mobile and accident and health units of 
our Standard Course series and we shal] 
continue to add and revise material as 
the occasion warrants,” Mr. Young said. 

“Our Educational Award Program, 
which ends on September 1 of this year, 
has evoked continuing interest and al- 
though several local boards have done 
outstanding jobs up to the present, no 
one group is so far in front that other 
local boards cannot still mz ike a susté Lined 
and concerted effort to win the prize 
money in the time remaining,” Mr. 
Young pointed out. 

Another milestone in the NAIA edu- 
cational program, which has _ registered 
over 120,000 students since it began in 
1941, was reached in January, 1956, with 
the 5,000th graduate, Mr. Young stated, 
This honor went to Mrs. Beatrice K, 
John of the John M. Hennessy and Son 
Agency in Louisville, Ky. 





CARL A. WEERS ADVANCED 
Assistant Chief Engineer in San Fran- 
cisco Office of National Board, 
Succeeding Herbert Raines 

The National Board of Fire Under- 
writers announces promotion of Carl A. 
. eers to assistant chief engineer in its 

San Francisco office. He succeeds Her- 
bert Raines, who is being retired after 
35 years’ service. 

Mr. Weers, who was born in Peoria, 
Ill, attended public schools there and 
the University of Illinois. Following 
graduation in 1937 he joined the Na- 
tional Board of Fire Underwriters as an 
engineer attached to the Chicago office. 

During the two decades he has been 
with the National Board, Mr. Weers has 
worked in New York, Chicago and San 
Francisco. His major activities have 
dealt with engineering surveys of the 
fire protection facilities of the nation’s 
major cities, the National Building Code, 
the Fire Prevention Ordinance and _ the 
preparation of special engineering re- 
ports and standards. While assigned to 
the New York office from 1953 to 1955 
he took an active part in the recruit- 
ment and training program of National 
Board engineers. 

Mr. Raines, who lives in San Fran- 
cisco, was born in San Jose. He is the 
first native Californian to join the Na- 
tional Board of Fire Underwriters, be- 
coming associated with that organization 
in 1921. A graduate of Stanford Uni- 
versity at Palo Alto, he worked for the 
General Electric Co. and the Great 
Western Power Co. before joining the 
National Board. He became assistant 
chief engineer in charge of its engineer- 
ing work at the San Francisco office in 


1947, 


Toledo Women Elect 


Newly elected officers and standing 
committee chairladies of the Insurance 
Women of Toledo were installed at a 
recent dinner meeting. Installing officer 
was Mrs. Mildred Johnson, first presi- 
dent of the local organization and a past 
regional director of the National Asso- 
ciation of Insurance Women. 





New officers are Mrs. Lorine O’Bo) is 
president; Mrs. Frances W. Schneidé 
first vice president and program chai 


man; Mrs. Betty Raitz, second vice 
president and education chairman; Gavle 
Parks, recording secretary; Mrs. Carolyn 
Allison, corresponding ‘sec retary, and 
Mrs. Betty Brown, treasurer. 


Charles S. Malcolm Dies 


Charles Stuart Malcolm, manager in 
Canada of the Royal Exchange Assir- 
ance and associated companies for 26 
years, died recently in Montreal. Born 
in Winnipeg, he was a_ past president 
of the Dominion Board of Insurance 
Underwriters and the Canadian Under- 
writers Association. He retired in 195]. 
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Associated Reciprocal Exchanges 
Report on Results for Last Year 


The Associated Reciprocal Exchanges, 
with headquarters in New York City, 
have issued a report on 1955 business. 
This year marks the 75th anniversary of 
the oldest and largest preferred risk fire 
reciprocal group in North America. As- 
sets of all the exchanges, including the 
Group Exchanges and Affiliated Under- 
writers, totaled $16,674,778 at the close of 


1955, with surplus as regards policy- 
holders of $8,055,602. For the Group 
Exchanges these figures were assets, 


$11,631,242 and surplus $6,551,605 and for 
the Affiliated Underwriters, $5,043,536 
and $1,503,997. 

Earned premiums in 1955 for the Group 
Exchanges totaled $2,948,475 and for the 
\ffiliated Underwriters $2,177,622, for 
total earned premiums by all exchanges 
of $5,126,097. The total underwriting loss 
was $391,270. 


Merritt on Results 


Schuyler Merritt II, chairman = and 
president, states that “there has been 
credited to subscribers at the Group 
Exchanges a return equivalent to 12.2% 
of earned premiums for those subscribers 
whose operating reserves are fullv ac- 
cumulated and equivalent to 43% of 
earned premiums on the average for all 
subscribers who have accumulated any 
operating reserves. Similar figures for 
Affiliated Underwriters are 6.5% and 
14% respectively. 

“It is gratifying to report that, in spite 
of heavy losses and after the returns to 
subscribers, the reserves for contingen- 
cies at both the Group Exchanges and 
Affiliated Underwriters were higher on 
December 31, 1955, than a year previ- 
ously, due to capital transactions and 
adjustments in reinsurance costs apply- 
ing to prior years. Furthermore, earned 
premiums increased at the Group Ex- 
changes and at Affiliated Underwriters. 

“Both the Group Exchanges and A ffili- 
ated Underwriters had _— substantially 
higher losses than they had averaged 
during the past five years. They experi- 
enced a greater number of large losses 
by some of our oldest and most highly 
considered accounts. These losses were 
the result of a variety of causes and 
were of such a nature that, unforunately, 
they might have been experienced by 
any one of our superior risks. 


Losses and Expenses 


“At the Group Exchanges losses en 
adjustment expenses incurred, less rein- 
surance recoveries, were $1,060,678, com- 
pared with an average of $815,830 for the 
past five vears. After losses, expenses, 
taxes, fees, net reinsurance premiums, 
and gain from investments, $125,659 was 
credited to subscribers’ operating re- 
serves after addition of $44,089 to con- 
tingency reserves. This credit repre- 
sented a return of 12.2% of earned 
premiums for subscribers fully reserved, 





Travelers Modernizing Its 


Bldg. at 90 John St., N. Y. 


Work was started last week on a 
$2,000,000 modernization project at the 
Travelers Insurance Co. Building at 90 
John Street, New York, a 24-story struc- 
ture. General contractor is the George 

Fuller Co., and engineer is Edward 
I’. Ashley. 

Roger C. Wilkins, vice president of 
the Travelers, states that major features 

' the project will include air condition- 
ing, replacement of the present elevators 
with operatorless cars, and completion 
it the modernization of the building’s 
electrical system. 

Sixteen floors of the building are oc- 
upied by Travelers’ branch offices, and 
United States 


major tenant is the 
Aviation Underwriters, Inc. The 90 
lohn Street building was erected in 


1926 by the John Gold Realty Corp, The 
l'ravelers purchased it in 1947 from the 


S80 John Street Corp. for $2,050,000. 


compared with an average of 20.5% re- 
turn for the past five years. 

“At Affiliated Underwriters losses and 
adjustment expenses incurred, less rein- 
surance recoveries, were $940,957, com- 
pared with an average of $687,563 for the 
past five years. After losses, expenses, 
taxes, fees, net reinsurance premiums, 
and gain from investments, $31,032 was 
credited to subscribers’ operating re- 
serves after addition of $19,640 to con- 


tingency reserves. This credit repre- 
sented a return of 65% of earned 
premiums for those subscribers fully 


reserved, compared with an average of 
10.8% for the past five years. 

“In the aggregate, the Exchanges ex- 
perienced 1,152 losses totaling $1,998,837, 
compared with 1,129 losses totaling 
$1,679,258 in 1954. Of the total number 
of losses, 70 were in excess of $5,000 
totaling $1,468,440, compared with an 
average of 58 such losses, totaling $1,165,- 
381 per year for the past five years. 
There were 42 fire losses in excess of 
$10,000 compared with 26 in 1954; 19 of 
them occurred at night or over week- 
ends or holidays. It is believed that the 
industry as a whole experienced more 
large loss sin 1955 than in the previous 
year. 

“In 1955 losses per $100 of insurance 
in force at the Group Exchanges were 
4.61 cents and at Affiliated Underwriters 
were 13.99 cents, compared with a five 
vear average of 3.95 cents and 14.04 cents 
respectively.” 


Society Summer Course 


For Producers’ Exams 

For the first time the New York In- 
surance Society’s School of Insurance is 
offering a summer course for candidates 
The 
course will begin May 25 and end Sep- 


New 


for the agent’s or broker’s license. 


tember 11, two days before the 
York State examination. will 
meet Monday, Wednesday, and Friday 
evenings from 5:45 to 8:35 in one of 
the Society’s air-conditioned classrooms 
at 225 Broadway. 

The course will comprise a total of 
135 hours of instruction and is designed 
both to provide the knowledge of cover- 
ages necessary for the examination and 
to equip candidates with a general un- 
derstanding of the business. 

Registration is now being held at the 
Society’s offices at 225 Broadway, Room 


1907. 


Classes 

















Consultants 


the best. 
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HOWARD & HOFFMAN HONORED 


Washington Agency Marks 25 Years 
With Security Companies; Celebrated 
50th Anniversary This Year 

The Howard & Hoffman 
agency of Washington, D. C., was hon- 
ored by the Security-Connecticut Insur- 
ance Companies of New Haven on the 
occasion of its 25th anniversary with the 
companies. <A_ special certificate was 
presented to the agency by Peter J. 
Berry, president of the companies, dur- 
ing a dinner held for the agency staff 
at the Columbia Country Club, May 3. 
In addition, hand tooled leather execu- 
tive wallets with sunburst design of the 
Security-Connecticut emblem, were pre- 
sented to the various members of the 
agency, 

This anniversary comes two months 
after the celebration by Howard & 
Hoffman of 50 years in insurance. 
Founded March 3, 1906, by Clement W. 
Howard and William M. Hoffman, the 
present partners are Albert W. Howard 
and V. Manning Hoffman, sons of the 
original founders. The agency still occu- 
pies its original office building at 303 
7th Street, N.W., Washington. 

Those attending the dinner from How- 
ard & Hoffman, were Albert W. How- 


insurance 


ard, V. Manning Hoffman, James N. 
Fitzpatrick, Herbert M.  Pasewalk, 
Richard H. Winkelman, Clement H. 


James, Lowell E. Seim, Alfred B. Grun- 


well, William A. Campbell, James M. 
3uzard, Martin S. Portu, William C. 
Hall, Alexander M. Loker, Robert F. 


Dooley, and William G. Hoffman. 

Representing the Security-Connecticut 
Companies were Mr. Berry, B. J. Daen- 
zer, vice president, and C. P. Pearson, 
special agent supervising Maryland and 
the District of Columbia. 
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New Agency Formed by 
Merger in Springfield 

Two tnsurance agencies in Springfield, 
Mass., representing 144 years of service, 
have been merged to form the present 
agency of Baldwin, Simons & Campbell, 
44 Vernon Street. 
This move was announced by Fred M. 
Campbell, president of Campbell & Bald 
win, Inc., and Robert A. Baldwin, Jr., 
president of Welch & Baldwin, Inc. 

The Campbell & Baldwin agency 1s 
the outgrowth of an insurance agency 
established in 1866 by Joseph C. Pynchon 
and Charles Marsh, the former a de- 
scendant of William Pynchon, founder 
of Springfield. Marsh retired from the 
firm in 1870, and 15 years later James 
H. Pynchon joined his father, the busi 
ness operating under the name of Jo- 
seph C. Pynchon & Son. 

The following year, Charles FE. Stick 
ney became a member of the firm which 
then became Pynchon & Stickney. He 
became sole owner in 1896, From the 
time of his death in 1909 until February 
1, 1923, when it was transferred to Mr. 
Campbell, the business operated under 
several managements. After the latter 
purchased the agency it was known as 
the Mr. Campbell Page Co. until Sep- 
tember 1, 1952, when it was incorporated 
under the name, Campbell & Baldwin, 
Inc, 

Welch & Baldwin, Inc., was established 
in 1912 by William E. Welch who was 
joined by Mr. Baldwin in 1927 when the 
firm was incorporated under its present 
name. Mr. Welch, who died several 
years ago, sold his stock to Mr. Baldwin 
in 1929, 

Both insurance agencies have con- 
ducted business at their joint offices on 
44 Vernon Street since 1952. Richard 
L. F. Simons of Longmeadow, a new 
member of the firm, joined the agencies 
in 1953. A graduate of Amherst Col- 
lege, he is a veteran of the U. S. Navy. 

Mr. Campbell will be president of the 
new firm; Mr. Simons, vice president, 
and Mr. Baldwin, treasurer. 


Inc., with offices at 


All-Industry Insurance 
Council Formed in Alabama 


The Alabama Property and Casualty 
Insurance Council has been formed in 
Birmingham by company. executives, 
agents, general agents and other field 
representatives. The objectives are to 
support State regulation of the insurance 
business and oppose Federal encroach 
ment; to advocate that taxes collected 
from insurance companies in the state be 
used in greater measure to support the 
State Insurance Department, to work for 
proper qualifications for agents, and seek 
legislative safeguards against entry or 
organization of irresponsible insurance 
companies. 

The first president of the Council is 
W. O. Thomas, a former president of the 
Alabama _ Association of Insurance 
Agents. 
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Insurance Managers Hear Chubb 
On Marine Problems and Practices 


Percy Chubb, 


2nd, partner in the world-renowned underwriting firm of Chubb & Son 


of New York, discussed the place of ocean marine insurance in the steadily aie 


economy of 
the American 
New York 
interests, including placing of fire, 
marine insurance and its place in the 
ur full 


Management 


Marine insurance has always been in- 
ternational in character, and those en- 
raged in this branch of insurance are 
ecustomed to thinking in terms of in 
ternational business and of foreign trade. 
Your marine insurer, therefore, has a 
vood background from which to ap- 
proach the marine insurance problems 
of your foreign branch operations. 


Handling Marine Risks 


What are the ocean marine risks en 
countered by firms selling abroad, and 
are those risks essentially different from 
those of your parent organizations ? 
Your present marine insurer who han 
dles the overseas shipments of your 
\merican company is undoubtedly fa 
miliar with the particular hazards, cus- 
toms and usages involved in shipping 
voods to or from the site of your for 
eign branch. In the regular course of 
handling import and export cargo insur- 
wnece he has become quite expert in the 
commercial geography of the world. The 
fact that products, traditionally exported 
from the more highly developed indus 
trial nations, should suddenly be shipped 
from an area which formerly did little 
or no manufacturing, should present no 
great problem to him. 

The underwriter may seek from you 
information about any differences in th 
specifications or standards of your for 
cign products as compared with the 

duct of the American plant with 
which he is familiar. He may wish simi- 
lar information about your methods of 
packing. However, with this knowledge, 
he should be able to evaluate the ocean 
marine risks of your foreign branch 
shipments with considerable accuracy. 

it is true that there may be great 
disparity between the types of inland 
connecting conveyances employed in dif- 
ferent foreign countries. The laws de- 
fining the responsibility of these inland 
carriers may be quite different from our 
own laws. Trade customs may vary 
widely. Nevertheless you will probably 
find that your ocean marine insurer is 


today at the foreign insurance panel session of the Insurance Conference of 
Association meeting last week at the 
Other speakers also considered aspects of insurance abroad of 
casualty and other risks. 
American fore:gn operations follows practically 


Hote / Rooseve It in 
American 
Mr. Chubb’s address on 





PERCY CHUBB 2nd 


adequately informed on such aspects of 
these local peculiarities as might affect 
the marine insurance risk. 


Worldwide Claim Settling Facilities 


To provide a proper marine insurance 
facility, the insurer maintains a world- 
wide representation of claims settling 
agents and surveyors. These represen- 
tatives transmit a continuous flow of 
information on a variety ot subjects 
which might affect the insurer’s risk and 
these correspondents are available to 
the insurer if he wishes to investigate 
any exceptional situations affecting a 
foreign branch insurance. These claims 
agents and surveyors are usually quali- 
fied to analyze situations from the risk 
standpoint and can be relied upon to 
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give efficient service when it is needed. 

It may be assumed that raw materials 
needed in manufacturing operations will 
be insured while in transit until their 
arrival at the factory. Similarly, the 
finished factory products will be insured 
under an ocean marine policy if they 
are shipped by vessel to other destina- 
tions. However, I can see no close con- 
nection between ocean marine insurance 
and the actual manufacturing operation 
which is outside the scope of the usual 
marine insurance policy. 

I do have a few comments on insur- 
ance problems and practices affecting 
American companies in their foreign op- 
erations, and some mention should be 
made of Western Hemisphere trade cor- 
porations, 


Western Hemisphere 
Corporations 


Our government accords favorable tax 
treatment to Western Hemisphere trade 
corporations in that it allows them a 
tax rate reduction of approximately 14 
points. To qualify as such a corporation, 
it must be a domestic corporation and 
must derive 100% of its profits from 
sources within the Western Hemisphere, 
but 95% of those profits must be pro- 
duced outside of the United States. 

There is nothing in this brief state- 
ment that implies any unusual marine 
insurance problem. However, there is 
a tax ruling to the effect that any profits 
derived from the proceeds of an insur- 
ance claim shall be deemed to be pro- 
duced in the United States if paid in 
the United States. Because of this rul- 
ing, there is the possibility that one or 
more serious losses might result in an 
indemnity sufficiently higher than the 
corporation’s monetary loss as to exceed 
the allowable 5% of United States pro- 
duced profit I have inst referred to. 
This would nullify the corporation’s tax 
advantage for that entire period. 

To meet this problem, marine insurers 
have formulated a_ special valuation 
clause in their policy which permits the 
policyholder to insure in the amount re- 
quired by the buyer but which limits the 
amount recoverable by the Western 
Hemisphere Trade Corp. for loss or 
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damage occurring prior to the time 

that title in the goods is passed to the 

buyer. This limited recovery is based 

on the actual “out of pocket” loss of the 

Western Hemisphere Trade Corporation. 
Taxation Problems 

It may also be pertinent to consider 
a few marine insurance problems of 
American corporations which have 
formed foreign subsidiaries with Pana- 
manian, Venezuelan, Liberian or other 
foreign domicile. Marine insurance may 
well be involved in the taxation problems 
of such setups. 

Generally speaking, the United States 
does not tax foreign corporations on 
income derived from sources outside of 
the United States, and such foreign gov- 
ernments do not tax corporations estab- 
lished in their country on any income 
derived from sources outside of their 
country. 

Here again it is frequently important 
to the foreign corporation to avoid earn- 
ing what is technically United States 
income through the medium of insurance 

(Turn Back to Page 33) 
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New Program of Auto Rate Revisions 
Gets Under Way; Trend Is Downward 


are increased for cars without any young 
men operators under age 25 the rate in- 
creases range from $3 to $12.” 

Rate increases for cars owned or — 


As part of a sizeable program of auto- 
mobile insurance rate revisions two rat- 
ing organizations—National Bureau of 
Casualty Underwriters and National 
Automobile Underwriters Association— 
jointly announced this week revised rates 
for their member and subscriber com- 
panies to become effective May 16 in the 
states of Connecticut, Maine, New 
Hampshire, Vermont and the District of 
Columbia. The revision embraces new 
rates for automobile material damage 
insurance, announced by NAUA, and 
new private passenger automobile liabil- 
ity rates, announced by NBCU. 

Future rate revisions in other states 
around the country will be announced 
on a staggered basis. State by state, 
the following gives the experience trend 
picture: 


Connecticut Revision Upward 


In Connecticut prive ite passenger car 
premiums for $100 deductible collision 
insurance are reduced approximately 6% 
and premiums for $50 deductible collision 
insurance remain unchanged. Collision 
insurance premiums for commercial in- 
termediate and long distance hauling 
risks are reduced 10%. 

Private passenger car premiums for 
comprehensive insurance which affords 
coverage for fire, theft, glass breakage, 
flood, etc., are increased approximately 
6%. 

The private passenger car experience 
for the state as a whole has been ad- 
verse. NBCU stated that frequency and 
average cost of B.I. claims were follow- 
ing an upward trend in Connecticut. In 
fact, they are higher in this state than 
in Rhode Island, New Hampshire, Ver- 
mont, Maine and many other states. 
NBCU further announced: 

“Liability insurance rates are increased 
for cars owned or principally operated 
by unmarried young men under age 25. 
These are classified as the most haz- 
ardous class of private passenger car 
risks. Liability insurance rate increases 
for these cars, which constitutes a small 
proportion of insured cars, range from 
$28 to $68, depending upon territory. 

“Cars owned or operated by married 
young men under age 25 and cars oper- 
ated by young men under age 25 who 
are neither owners nor principal opera- 
tors also constitute a small proportion 
of insured cars. Where liability insur- 
ance rates for these cars are increased 
the increases range from $1 to $26, de- 
pending upon territory. 

“Car owners qualifying for farmer 
rates will continue to receive a discount 
of approximately 20% from the rates 
that would otherwise apply to their 
cars.” 

Maine Rate Changes Vary 


Material damage rates in Maine have 
been reduced, approximately 5% for pri- 
vate passenger car collision insurance, 
and about 10% for collision insurance on 
commercial intermediate and long dis- 
tance hauling risks. 

Automobile accidents in this state in- 
creased 31% from 1953 to 1955 and auto- 
mobile fatalities jumped by 18%. 

For many car owners the liability rate 
revision has resulted in increases, but 
some rates remain unchanged and others 
are reduced. Changes vary by car classi- 
fication and territory. Said NBCU 

“For those motorists whose cars are 
affected by liability insurance rate re- 
ductions, the reductions range from $2 
to $3. Where liability insurance rates 





cipally operated by unmarried young 
men under age 25 vary from $23 ra $57. 
These risks constitute a small proportion 
of insured cars in Maine. Cars owned 
or operated by married young men under 
age 25 and cars operated by young men 
under age 25 who are neither owners 
nor principal operators also constitute 
a small proportion of insured cars. For 
these cars the liability insurance rate 
increase ranges from $2 to $17. 

“Car owners qualifying for farmer 
rates will continue to receive a discount 
of about 20% from the rates that would 
otherwise apply to their cars.” 

New Hampshire Rates Reduced 

The situation in New Hampshire is 
more encouraging as improved experi- 
ence for private passenger cars in five 
rate territories has resulted in rate re- 
ductions in those territories. These rates 
are reduced $10 for the city of Berlin; 
$8 for the cities of Laconia, Rochester 
and Claremont; # for the cities of Man- 
chester and Nashua; $3 for the city of 
Keene; and $2 for the city of Ports- 
mouth. In the rest of the state liability 


(Continued on Page 41) 


AEC Urges Excess 
“Indemnity” Program 

OR REINSURANCE ALTERNATIVE 

Joint Committee “Maintains $65 Million 


Per Reactor Project by Private 
Industry Insufficient 





A program of Federal excess-coverage 
“indemnity” for atomic reactor power 
plants, or an apne wine plan of Govern- 
ment reinsurance, for third party liability 
losses above ine which can be covered 
by private insurance, was recommended 
May 15 by the Atomic Energy Commis- 
sion. 

AEC officials consumed the first day 
of hearings by the Joint Senate-House 
Atomic Energy Committee into the in- 
surance problem, allegedly the focal 
point of the holdup in the development 
of private atomic power plants. The 
hearings are slated to run for a week. 

Commercial insurers, who were sched- 
uled to testify later, have indicated they 
can provide coverage up to about $65 
million per plant, but the atomic industry 
has stated that it must be protected 
against the remote possibility of a dis 
aster caused by a runaway reactor, and 
that it cannot go ahead with its plans 
unless the Government covers potential 
losses above this figure. 


A Major Deterrent 


The lack of excess coverage ‘“consti- 
tutes a major deterrent to the develop- 
ment of nuclear power by private indus- 
try,” AEC Chairman Lewis L. Strauss 
told the committee. . “A number of 
atomic power projects have reached the 
point where very substantial commit- 
ments must now be made if they are to 
proceed according to schedule. The Com- 
mission therefore urges that legislation 
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be enacted at this session of Congress 
to provide this protection.” 

Under the legislation proposed by the 
Commission, either a direct Government 
indemnity or reinsurance would satisfy 
the need of manufacturers and power 
plant operators for protection against 
this remote risk of catastrophic losses, 
Harold Price, director of AEC’s Division 
of Civilian Application, pointed out. But, 
he added, the Commission expects the 
first alternative to be utilized, since there 
is no indication that the insurance busi- 
ness is ready to participate in a reinsur- 
ance program for coverage «above the 
$65 million per project to which it is 
already committed. 

Furthermore, he added, reinsurance 
could provide the way for turning over 
the entire program to the insurance in- 
dustry at the end of the ten-year pro- 
gram of Government indemnity called 
for by the proposed bill. But either the 
direct indemnity or reinsurance approach 
would be satisfactory to the Commission, 
he said. 

Disagreeing with a recent suggestion 
by Senator Clinton P. Anderson (D., 
N. M.), chairman of the Joint Commit- 
tee, that the pss. should cover 
only up to $500 million above that writ- 
ten ‘by the insurance business, the AEC 
recommended against any top limit, and 
said the amount of coverage should in 
each case be determined by the amount 
which the licensee decided to buy. 

Nor would the licensee be required 
to purchase $65 million from the private 
insurers, but the Government would not 
cover any amount of losses between the 
coverage obtained from private insurers 
and the top limit which could be pur- 
chased, Mr. Price said, in explaining the 
AEC proposal. 

The rates for the Government indem- 
nity or reinsurance would be based on 
a percentage of the rates charged bv the 
private companies, he pointed out. These 
rates would be designed prim irily to pay 
administrative costs and would not be 
intended to build up a reserve fund suf- 
ficient to meet prospective losses. 


Insurance Facilities 


The bill also would direct the Com- 
mission to employ, to the maximum ex- 
tent possible, the facilities and services 
of insurance companies, agents and bro- 
kers, and adjustment organizations. 

Citing estimates of the worst possible 
damages to life and property that might 
occur, AEC Commissioner W. F. Libby 
said that if the core of a 100,000 kilowatt 
reactor ruptured and all accumulated 
fission products escaped, property dam- 
age could run from $50 million to $200 
million. 

Much of the opening day’s questioning 
by committee members focused on the 
rates to be charged, with AEC officials 
maintaining that the program would not 
be held up by the inability of the insur- 
ance business to determine basic rates. 

Chairman Anderson at many points 
emphasized that the AEC’s insurance 
plan seemed to be designed for the pro- 
tection of the atomic energy companies’ 
stockholders rather than for the public, 
particularly by providing in effect that 
the atomic companies could self-insure 
for risks between the amount of insur- 
ance they decide to purchase from pri- 
vate carriers and the $65 million figure 
at which Government coverage would 
take over. 


Commission Approves 
2.6% Comp. Rate Increase 


Virginia’s State Corporation Commis- 
sion has approved state workmen’s com- 
pensation insurance rate revisions which 
will result in an over-all increase of 
2.6%, effective July 1. 

A Commission order authorized de 
creases in rates in 374 instances, in 
creases in 232 others, and made no 
change in 57 classifications. The revi 
sion was requested by the Workmen's 
Compensation Inspection Rating Bureau 
of Virginia. 

Increases for manufacturing classifi- 
cations will be 2.9%, while increases for 
contracting classifications will be 9.5%, 
and for other classifications, 1.2%. 
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Third- Party Liability 
—A Knotty Problem 


IN NUCLEAR INSURANCE FIELD 
A. L. Papenfuss, Renavers Mutual Lia- 
bility, Cites Multiple Risks of Every 
Installation 


The insurance industry has made much 
progress in marshaling the large capacity 
needed for nuclear insurance, but third 
party liability remains a knotty problem, 
A. L. Papenfuss, vice president, Employ- 
ers Mutual Liability Insurance Co., 
Wausau, Wis., seported May 11 to the 
\merican Management Association’s 
spring insurance conference in the Hotel 


Roosevelt, New York. 

Nuclear insurance is not a remote 
problem, Mr. Papenfuss emphasized. The 
atomic energy industry may be a multi- 


billion-dollar business by 1963. By 1964 
vearly additions to nuclear power plant 
heat capaciity may be running at the 
rate of 20 million kw, and dollar ex- 
penditures in that year may be high 
as $1.5 billion. 

Since the Government is held harmless 
for damage to life or property resulting 
from the operation of a licensed reactor, 
insurance is the responsibility of the 
designers, builders, reactor manufac- 
turers, component parts manufacturers 
and operators of private nuclear reactors, 
the speaker pointed out. 


Serious Catastrophe Remote 


The possibility of a serious catastrophe 
arising out of the use of atomic reactors 
seems remote, an insurance study group 
reported to the Atomic Energy Commis 
sion last year, because of substantial 
progress in the development of controls 
to prevent accidents and in the develop- 
ment of features for containment of the 
results of a reactor failure. However, 
the committee noted, even though the 
catastrophe potential is remote, it is 
more serious than anything now known 
in industry. 

Substantial progress has been made 
developing insurance capacity for physi 
cal damage, Mr. Papenfuss reported. The 
stock fire insurance companies are or 
ganizing a facilitv exclusively for slik 
cal damage coverage with an expected 
capacity of $50 million or more applic- 
able to each installation. The mutual 
companies are developing a pool exnected 
to have a capacity in excess of $15 mil- 
lion, which will be available for physical 
damage, third-party liability, or a com- 
bination of the two. Tt appears pri able 
that insurance against loss of use will be 
limited for such installations, he said. 
at least during the experimental period 
of atomic power development. 

Liability is a bigger problem. Ab- 
normally large amounts of liability. in- 


surance are being sought because of the 
high aggregate dollar amount of claims 
: A 


that may arise in the event of catas 
trophe. No cases involving damage from 
the escape of radiation resulting from 
the use of atomic materials have as vet 
been decided by the courts. But there 
seems a strong possibility, according to 
Mr. Papenfuss, that the courts will im- 
pose the doctrine of absolute liability, 
whereby anyone injured can recover 
vithout any showing of negligence be- 
‘ause the activ is inherently “ultra- 
hazardous.” Of course, Mr. Papenfuss 
pointed out, “Costs of insurance protec- 
tion will be largely affected bv the ap- 
that the courts adopt.” 


Most Difficult Problem 


Third-party liability 
cult problem of all, he said, because of 
the number of possible insurable inter- 
that may be involved in each atomic 
installation. The stock casualty 
companies are in the process of develon- 
ing a facility with an aggregate third- 
party liability capacitv estimated at $50 
million. In addition, the $15-million mu- 
tual pool will be available unless it is 
utilized for phvsical damage. Therefore 
the total third- party liability capacity 
tinued on Page 46) 
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AMA Panel Discusses Methods For 


Adequate Protection at Minimum Cost 


Alert analysis of risks, effective loss 
prevention, and sound insurance cover- 
age will give corporate operations ade- 
quate protection at minimum cost, speak- 
ers at a panel session on corporate risk 
management agreed before the Ameri- 
can Management Association’s spring in- 
surance conference held May 9, in the 
Hotel Roosevelt, New York. 

More than 1,000 corporate insurance 
managers attended the three-day na- 
tional meeting of the management 
educational association. The entire af- 
iernoon was devoted to the panel dis- 
cussion, which was led by Frazier S. 
Wilson, manager, insurance division, 
United Air Lines, Chicago. Panel mem- 
bers were Albert J. Ingley, manager of 
insurance, Diamond Alkali Co., Cleve- 
land, Ohio, who discussed risk analysis; 


George H. Connerat, insurance mana- 
ger, Republic Aviation Corp., Farming- 
dale, N. Y., risk abatement; and A. G. 


Westcott, secretary-treasurer, the Union 
Ice Co., San Francisco, Calif., risk in- 
surance. 
Advocates Aggressiveness 

Only by being an aggressive risk 
manager does the corporate insurance 
executive remove himself from the rou- 
tine clerical function of renewing poli- 
cies and make a substantial contribution 
to his company’s advancement, with a 
resulting position of respect for him- 
self, Mr. Ingley declared. “If we are 
clerks, renewing policies in a vacuum, 
isolated from the stream of our com- 
pany’s affairs, we will be looked on as 
just that. If we bring to our job of serv- 
ice an attitude of risk management— 
emphasize management—we will have no 
concern over our position or prestige. 
That question will solve itself.” 

Risk analysis, he said, demands “eyes 
and ears, substantial imagination, and 


plenty of shoe leather. No insurance 
manager ever learned what his risks 


were sitting behind his desk. The only 
risk that is ever created within the 
confines of the insurance department of 
any company is the growing risk to life 
and limb represented by the ever-mad- 
dening stampede for the morning cup of 
coffee.” 
Find Out About Risks 

He suggested that the insurance man- 
ager get thoroughly acquainted with 
other departments and their problems to 
“find out what your risks really are.” 
He also recommended sitting down and 
talking over common. problems with 
other insurance managers. 

However, more than information- 
gathering is involved. Eyes, ears, and 
shoe leather “can identify, but they have 
no sense of discrimination. One must 
not only identify the problems but must 
have imagination to qualify the risk.” 
This process he defined as “feet-on-the- 
desk, eyes-on-ceiling dreaming. But let 
us make it controlled dreaming.” And, 
he emphasized, “this job of risk ané ilysis 
is never over. The analysis is continu- 
continuous as the changing 
stream of your company’s affairs.” 

Mr. Ingley recommended use of flow 
charts in analyzing risks. Make a chart 
for each plant, he suggested, putting raw 
materials at suppliers’ plants and pur- 
chased utilities at the top and the ulti- 


ous—as 


mate consumer at the bottom. Then 
trace operations through plants, proc- 
esses, warehouses, shippers, research, ad- 


vertising, and the like. “Now consider 
what might be the result if something 
of an insurable nature went wrong 
somewhere in this chain. Remember the 
question is not simply what could happen 
but also how often and how much. And 
what effect these events would have on 
your company’s health.” 

Work closely with both insurance 
company personnel and your own oper- 
ating people, Mr. Ingley concluded. En- 


courage personal visits to your opera- 
tions by underwriters and brokers. For 
they are “not only insuring your plants, 
your potential liability, your hoped for 
profits, but, of infinitely more impor- 
tance, they are insuring the management 
skill and philosophy of the human be- 
ings that are running your company. 
That is truly their big risk.” 
Compensation Costs 

Compensation costs are but a 
part of the total cost of an 
accident, Mr. Connerat reminded the 
group. “The greater part is the cost 
of work stoppage and the demoralizing 
effect of an accident. It has been esti- 
mated that these other including 
loss of production, are at least seven 
times the amount of compensation bene- 
fits paid to the employe.” 

It is possible to prevent losses, 
serted. “Where we have a loss we gen- 
erally find a human failure that has 
caused or contributed to the loss.” 

Loss prevention, which Mr. Connerat 
defined as “a continuous program di- 
rected toward preventing injury to per- 
sons or damage to property,” should be 
as much a part of an operating manger’s 
iob as meeting schedules, he said. The 
best program is the one where loss pre- 
vention activities become part of the 
everyday duties of the production 
people. 

Loss prevention “actually involves do- 
ing those things which result in a well 
run business and should be considered 
by the operating people that way and 
not as an additional burden. It should 
not be considered as something new—a 
new procedure or a new set of rules 
that is being put into your plants.” 


small 
industrial 


costs, 


he as- 


Top Management Support 

The program also needs the active and 
enthusiastic support of top management. 
“This support and cooperation can be 
easily obtained when it is made clear 
that the real purpose of loss prevention 
is profit protection and the result is 
increased efficiency and a reduction in 
costs.” 

Do not rely on insurance carriers for 
prevention, Mr. Connerat advised. 
Their opinions are helpful, and their ex- 
perience is invaluable, but risk abate- 
ment is the insured’s own problem. It 
involves a knowledge of processes, sound 
control procedures, protective measures 
to contain a disaster when there is a 
failure in the program, investigation 
after the fact to improve methods and 
procedures, and finally an insurance 
policy to prevent a financial disaster. 

Insurance, he emphasized, should not 
be considered as part of loss prevention 
but as a reserve of funds to call on if 
the loss prevention program fails. It 
should be considered “as a life preserver 
that we carry and hope we never have 
to use.” 


loss 


Insuring Against Large Losses 

No company can afford to insure 
against every conceivable loss, Mr. 
Westcott pointed out. “You can assume 
small losses and in actual practice do 
this and think nothing about it. We aim 
to insure against large losses which 
could seriously affect the company.” 

For self-insurance or non-insurance, 
he said, ‘there must be a substantial num- 
ber of detached units of property in 
order that the law of large numbers will 
operate. The value of each unit or risk 
must be within the. agreed-upon maxi- 
mum loss that your company can sustain 
without financial embarrassment. The 
loss experience over the past five years 
—or preferably the past ten years—must 
be such that you can reasonably antici- 
pate a continued low ratio with 
sufficient margin of profit to assume the 
risk. And the premium you would pay 
for insurance should be so high as not 

(Continued on Page 41) 
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Comprehensive Plans 

Better Than Major-Med. 
INS. CONFERENCE TOLD 
J. -&. Feller Tis AMA Mastin: Aden: 


tages of Shawinigan’s Health 
Ins. Package Plan 


AMA 





Companies considering 
medical insurance for their employes 
were advised May 9 to adopt a com- 
prehensive plan rather than major medi- 
cal because the former “is the only one 
that provides built-in cost contro] from 
the bottom up.” 

This suggestion was made at the open- 
ing session of the American Manage- 
ment Association’s spring insurance con- 


catastrophe 


ference in the Hotel Roosevelt, New 
York, by John A. Fuller, president, 
Shawinigan Water & Power Co., Mont- 


real, Canada. 

Superimposing major medical coverage 
on a basic hospitalization plan will not 
give the company control of costs on 
the basic portion of the plan, Mr. Fuller 
cautioned. “I believe,” he said, “it would 
be difficult if not impossible to get em- 
ploye acceptance of the comprehensive 
plan at a later date.” 


Comprehensive Plan 


comprehensive medical 
the first one to be estab- 


Shawinigan’s 
expense plan, 


lished in Canada, went into effect last 
August. It replaced a basic hospitaliza- 
tion plan with which Shawinigan was 


dissatisfied for these reasons: Costs were 
increasing faster than benefits (by 40% 
in 1953 alone). Employes were often 
dissatisfied with the limitations and ex- 
clusions of the hospitalization coverage. 
There was no coverage for medical ex- 
pense outside of hospital, and expenses 
were paid only up to a certain maximum, 


with no provision for serious long- 
drawn-out illness. 
The comprehensive plan, Mr. Fuller 


noted, “puts all our health insurance in 
one package.” It covers the employe 
and each of his dependents for 75% of 
all necessary expenses billed by the hos- 
pital. For non-hospital expenses a de- 
ductible is applied which varies accord- 
ing to salary, with the plan paying 75% 
of the balance. The maximum benefit 
for each illness or injury is $5,000, which 
in combination with amount paid by 
the employe covers expenses up to about 
$6,700. 
Covered 
mended by a 


expenses are those recom- 
licensed physician and in- 
clude many items that are either ex- 

cluded or strictly limited in ordinary 
incaleh insurance policies, for example 
private nurses, trained attendants, pre- 
scribed drugs and medicines, and fees 
of doctors and surgeons, in or out of 
the hospital. The plan also covers many 
illnesses, such as tuberculosis, polio, and 
mental illness, that were excluded under 
the previous policy. 

The deductible runs from a low of 
$30 to a miximum of $125 but applies 
only to expenses other than those billed 
by the hospital. The cost to the employe 
is the same as under the previous plan 
—$1.90 per month single and $6.50 per 
month married, including all children 
up to the age of 19; the company pays 
the balance. 


For All Regular Employes 


This plan, Mr. Fuller emphasized, pro- 
vides protection against crippling ex- 
penses for all regular employes, not just 
a special group. By beginning with a 
deductible rather than having a deduc- 
tible (such as a corridor) after the basic 
plan * is paid off and by introducing the 
factor of co-insurance at all levels 
“which is the real key to cost control’- 
it reduces the first dollar cost and there- 
fore can be more liberal on major medi 
ca] expense. It gives, he said, “the 
greatest potential claims control of any 
type of medical plan yet designed. While 


believe this is of considerable value 


(Continued on Page 45) 
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Risk Managers Must 
Foster Education Plan 


FOR -diatiaiadliasiacteniclvianiniaas STATUS 
Dr. Snider Tells AMA Meeting of Risk 


Management Responsibilities ; 
Leadership Necessary 


management is to become a 
profession, those who are now profes- 
sjonals must show the way, Dr. H. W. 
Snider, associate professor of insurance, 
Illinois Wesleyan University, Blooming- 
ton, Ill, told the American Management 
Association’s spring insurance confer- 
ence at the Hotel Roosevelt, New York, 
May 11. Corporate insurance executives 
from all parts of the country attended 
the meeting of the management educa- 
tional association, which was concluded 
by the luncheon at which Dr. Snider 
spoke. 

Some, he pointed out, have to a large 
degree reached the goal of professional 
status. They have done so largely by 
experience—by trial and success. It is 
up to them to make the knowledge they 
have acquired available to others and 
thus develop the over-all program that 
is necessary to make risk management 
a profession. 


If risk 


Cites Responsibility 


’ 


“You have a responsibility,” he said, 
“to write for magazines and journals 
explaining the basis for the decisions 
which you make, You have a responsi- 
bility to accept leadership in seminars 
which develop principles and techniques 
to guide the activities of the risk man- 
agers. You have a responsibility to en- 
courage the colleges to develop courses 
in risk management.” 

The essence of a profession, accord- 
ing to Dr. Snider, is not to be found 
in a code of moral conduct—‘If this 
were so, every Kiwanian and Rotarian 
in the land would be a member of a 
profession”—nor in group organizations 
and group consciousness—“On this basis 
I cannot distinguish between a member 
of a profession and a member of a well 
managed, closely knit labor union”—nor 
in an empasis on public service—“‘I do 
not believe that an accountant is a pro- 


fessional man because he pursues his 
occupation largely for the benefit of 
others while the bookkeeper is not a 


professional man because he pursues his 
occupation for personal pecuniary gains. 

Instead, he declared, the essence of a 
profession lies in the specialized training 
and education of it—which in turn lead 
to these other characteristics. 

The desirability of professional status 
for the risk manager is seldom ques- 
tioned, Dr. Snider pointed out. He cited 
the following benefits of professionaliza- 
tion: The prestige attached to the occu- 
pation would be increased. Increased 
prestige should enz ible the risk m:z inager 
to take a broader view of his responsi- 
ase and his opportunities and thus 

ncourage top management to give him 
the authority necessary to fulfill these 
broader functions. : 

The most important benefit of profes- 
sional status, however, comes from the 
process of achieving it, the speaker said. 
“Since the essence of a profession is 
specialized training and education, it fol- 
ae that basic principles and specialized 
techniques must be developed which will 
improve the efficiency and effectiveness 
ot those engaged in the profession.” 


Sources of Training Available 


There are many sources of informa- 
tion and training now available to the 
risk manager desiring to develop his 
knowldge and improve his skills, D-. 
Snider noted. He suggested college 
courses in various business subjects, 
training courses offered by insurance 
c oo and trade associations, study 

‘ograms developed by special institutes 
‘nd associations, meetings and seminars 
such as those of the American Manage- 
ment Association, general and specialized 





Record Attendance Set 


The American Management Associ- 
ation reported the largest attendance 
ever recorded at its Spring insurance 
conference held last week at the Ho- 
tel Roosevelt, New York. Official 
figures indicated that over 1,100 cor- 
porate insurance executives from all 
parts of the country attended the 
three-day AMA meeting. 











textbooks in insurance and in business 
and insurance law, and commercial and 
learned magazines. 

Two major sources are not available, 
he pointed cut. There is no college of 
business administration tha t offers a ma- 
jor in risk management; “in fact, to my 
knowledge there is not a Jacke college 
course offered on risk menagement.” And 
not a single textbook has been written 
on risk management. 

Obviousiy present sources of informa- 
tion and training are inadequate, “or we 
would not be considering the question 
of how professional status might be 
achieved. You who are now professionals 
must show the way.” 


High Personal Taxes 
Security Hindrance 


CHARLES E. TOSCH DECLARES 


Addresses AMA Spring Insurance Con- 
ference; Cites Serious Gaps 
in Coverage 


account executive, 
New York, 


income tax 


Charles E. Tosch, 
Johnson & Higgins, 
clared that high personal 
rates are making it increasingly difficult 
for business executives to provide se- 
curity for their families. Addressing the 
American Management  Association’s 
spring meeting, in New York, May 9, 
the speaker pointed out that a $10,000- 
a-year increase in salary to the married 
executive who is earning $50,000 a year 
leaves after taxes only aboyt $4,000 for 
his own use. 

“Tf he is at the $100,000 level,” Mr. 
Tosch said, “he would keep only $2,500 
of a $10,000 increase; his increase would 


has de- 


have to be $16,000 order for him to 
net $4,000.” 
For this reason Mr. Tosch advised 
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WITH Vesterdapy’s SELLING METHODS? 


To do a successful selling job in today’s tighter, more competitive in- 
surance market — you need modern, up-to-date selling tools. Peerless 


gives you these tools with the “orGANIzER” for sellin 
programs of Fire, Casualty and Bonding protection, and the 


g complete insurance 
“SIMPLI- 


FIER”, an easy method for handling all bonds. 

These effective Peerless selling tools save you time and energy by 
showing the most eflicient way to find and sell new prospects ... and 
increase your sales with present accounts. Best of all, Peerless selling 
tools leave nothing to chance or memory! Write today for full details! 
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¢ special 
insurance plans as incentives to attract 
and keep able men in key positions. He 


corporations to consider use of 


discussed five types of deferred com- 
pensation which result in capital gains 
treatment or postpone the tax to later 
years when the total income is likely 
to be lower. 


Serious Gaps in Protection 


One of the serious gaps in executive 
protection, he said, is the lack of pro- 
vision for continuance of an adequate 
income for employes who are disabled 
tor long periods of time. Although com- 
panies usually continue salaries for short 
periods, the executive has no assurance 
of how much he will be paid or for how 
long. Extended disability coverages pick 
up where the company’s salary continu- 
ance plan leaves off. 

The executive thus has a guaranteed 
income not subject to continuing man 
agement approval nor tinged with char 
ity. To the employer, extended disability 
offers the advantages of a definite sched- 
ule of benefits, leveled costs not de- 
pendent on the incidence of claims 
(probably between 1 and 2% of covered 
payroll); shift to the insurance com- 
pany of the onus of deciding whether 
disability exists and payments are to 
be continued; and employe contribution 
toward the cost, if desired. 

In some states Group life insurance 
can be increased in relation to an ex- 
ecutive’s earnings. Since the insurance 
companies often relate an  employe’s 
maximum amount of insurance to the 
total volume generated by the entire 
group, smal] and medium-sized compa- 
nies usu lly must be combined to obtain 
maximums ranging from $50,000 to 
$100,000, 

Split-dollar life insurance enables an 
employer, on a selective basis and at 
very little cost, to help an employe ob- 
tain low-cost life insurance protection. 
It is primarily designed to assist the 
young executive by giving him low-cost 
insurance protection when his family 
responsibilities are greatest but when his 
financial potential is not fully realized. 
The employer pays that part of the pre- 
mium which represents each year’s in- 
crease in the policy’s cash surrender 
value and the employe pays the balance. 
The employe’s protection is reduced 
each year by a nominal amount; his 
cost decreases rapidly. The employer’s 
outlay is not deductible as a business 
expense, but neither is it considered 
taxable income to the employe. 


Deferred Compensation Plans 


Deferred compensation plans have 
been developed to increase retirement 
income since retirement plans qualified 
under Section 401(a) of the internal 
Revenue Code are not permitted to dis 
criminate in favor of higher-paid execu 
tives. Sometimes the company agrees 
to pay a specified amount during active 
service and a fixed amount after retire 
ment, for life or for a limited period. 
Part of the income may be continued 
to the wife after his death. The length 
of payment may be mi ide dependent upon 
length of service. Sometimes it is a 
bonus or profit-sharing arrangement pro 
viding for a pay-out on a contingent 
basis over a number of years so that 
the unpaid balance is forfeited if the 
employe resigns, is dismissed for cause, 
or acts so as to injure the company. 

If these plans are properly drawn, the 
executive is not subject to tax until he 
actually receives the payments. The em- 
ployer benefits because potential for- 
feiture of the benefits deters the execu 
tive from leaving. 

Stock options give the 
chance to acquire an_ interest 
company even if he lacks the capital to 
make such purchases in the open mar 
ket. They enable him to obtain income 
at capital gain rates, to get a bargain 
price on investment stock, and to use 
the stock for retirement income or as 
income for his family after his death. 

All these plans enable the recipient 

(Continued on Page 41) 
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J. P. Hacker Elected Chairman of 


Surety Assn’s. Executive Committee 


W. H. Bennem, Committee Vice Chairman; General Manager 
Gaffney, at 48th Annual Meeting, Reports Major 
Developments in Surety Field 


senior vice president of 
Accident 
chairman of 
committee of the Surety 
America at the 48th 
that organization at the Hotel Sheraton 
Astor, New York, May 10. William H. 
Bennem, vice president of the American 
Surety Co., 
of the committee. 

Warren N. Gaffney re-elected 
general manager of the association, Also 
re-elected were John L. Kirkwood, depu- 
ty general manager and secretary, and 
KE. Vernon Roth, secretary. 

The meeting, attended by represen 
tatives of the 74 stock insurance com- 
panies comprising the association’s mem- 
bership, was marked by a review of 
major developments of the past year and 
reports of advisory committees. 


f. BP; Hacker, 
the Standard 


elected 


Insurance Co., 
was the executive 
Association ot 


annual meeting of 


was elected vice chairman 


was 


Executive Committee Members 


In accordance with the principle of 
rotating membership, the association 
elected the following companies to the 
executive committee: American Surety 
Co., Columbia Casualty Co., Commercial 
Insurance Co., of Newark, Fidelity & 
Casualty Co., Fidelity & Deposit Co., 
ireman’s Fund Indemnity Co., Glens 
Falls Indemnity Co., Great American 
Indemnity Co., Hartford Accident & In- 
demnity Co., Maryland Casualty Co., 
Massachusetts Bonding and Insurance 
Co., New Amsterdam 
Standard Accident Insurance Co., 
elers Indemnity Co., and United 
Fidelity & Guaranty Co. 

At the meeting of the executive com- 
mittee following the annual meeting, 
members of the Association’s advisory 
committees were appointed and the fol- 
lowing officers were re-appointed: As- 


Trav- 
States 


sistant secretaries, Elmer C, Anderson, 
John F. FitzGerald, Philip T. Morehouse, 
Peter A. Zimmermann and William J. 


educational director, David 
actuary, N. M. Franklin. 


Virginia Rate Case 


Zimmerman ; 
Porter, and 


In his annual report to the association, 
Mr. Gaffney summarized major develop- 
ments of the year. He reported on the 
Virginia Rate Case. The Surety Asso- 
ciation general manager made it known 
that a conference has been arranged for 
June 13 with counsel for the Virginia 
Corporation Commission and represen- 
tatives of the Virginia Bureau of Insur- 
ance in an effort to limit the issue in 
the case. No date has been set for cross 
examination of Surety Association wit- 
nesses in the case, however, expectations 
are that this will take place either in 
June or the Fall. 

Mr. Gaffney gave his 
thumbnail sketch of the 
proceedings thus far. 
remains undertermined before the Vir- 
ginia Corporation Commission and the 
hearing has not yet been closed, what 
we have done to date is a matter of 
public record and I feel that you have a 
right to know at least in broad outline 
the position that we have taken and 
the manner of its development,” said 
the speaker. 

“On September 14, 1954 the Virginia 
Insurance Bureau presented its case 

vhich consisted of a series of statistical 
exhibits and explanatory testimony re- 
lating thereto. Those exhibits in the 
main covered only a 13 vear span from 
1940 to 1952 and were taken largely from 
insurance expense exhibits and data that 
our Association has furnished over the 
years to the Virginia Bureau of Insur- 


audience a 
Virginia Case 
“Although the case 





Casualty Co., 
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HACKER 


ance as its statutory statistical agent. 
“They showed premium volume and 
loss ratios by line and by sub-line of 
business for each year of the 13 year 
span and for five and ten year moving 
periods. For the most part the loss 
ratios thus derived in our judgment were 
not truly representative due to the rec- 
ord low loss levels of the 1940-46 period 


when underwriting results were most 
favorable. 

29 Year Span 
“We developed comparable exhibits 


for the 29 year span from 1926 to 1954 
setting forth net direct premiums written 
as reported and loss ratios year by year, 
and for five and ten year moving periods. 
However, in our exhibits, and this we 
believe to be of great significance, we 
also included net direct premiums writ- 
ten year by year during the entire 29 
year span when reconstructed at current 
rates and the loss ratios thus derived 
year by year and for five and ten year 
moving periods. We, of course, urged 
the need to give serious consideration 
to the long span of experience and point- 
ed out that the sole reason we were 
using the five and ten year moving 
periods was to conform to the pattern 
set by the Bureau of Insurance in its 
presentation. 

“Because there had been many rate 
reductions over the vears, the loss ratios 
set forth in our exhibits for the 29 
year span, particularly when computed 
on the basis of premium volumes recon- 
structed at current rate levels, were sub- 
stantially higher than those shown in 
the Insurance Bureau’s exhibits. 

“In the preparation of the exhibits 
and the proposed testimony of staff 
members,” Mr. Gaffney noted, “all of 
the elected and appointed officers of 
your Association worked tirelessly and 
effectively and our product was reviewed 
and refined by Messrs. David Mays and 
Richmond Moore, our local counsel, of 
Richmond, Virginia, James B. Donovan, 
our general counsel, Dr. Jules Backman, 
the noted economist and E. Kemp Cath- 
cart, chairman of our executive com- 
mittee 


Staff Members Testify 


was resumed 
Corporation Commission in 
on February 1, 1956 and_ continued 
through February 2. Our witnesses con- 

members of the staff, 


before the 
Richmond 


“The case 


sisted of four 





Warren Curtis, an outstanding producer 


of Richmond and Dr. Backman. We of 
the staff introduced our statistical ex- 
hibits and interpreted them and testified 
on the evolution of our lines and sub- 
lines of business and on our rating and 
classification procedures. 

“Mr. Curtis explained the expert and 
ofttimes irksome services rendered by 
the companies’ field men and the pro- 
ducers. Dr. Backman’s testimony was 
really a summary of his notable work, 
‘Surety Rate-Making, brought down to 
date and supplemented by other inter- 
esting and enlightening observations and 
data. We urged that the loss figures in 
our exhibits taken in conjunction with 
expense data available in the insurance 


expense exhibit and in the cost study, 
which was introduced in evidence and 
will be referred to in more detail !ater, 


constituted persuasive statistical justifi- 
cation for our current rates. Of course, 
throughout we made it plain that our 
rates have never been made on the basis 
of an automatic formula but rather have 
resulted from the exercise of informed 
judgment. 

“We have done our very best in this 
matter,” said Mr. Gaffney, “and while 
we believe that we have made a good 
and strong case in support of our present 
rates, since the issues are still pending 
before the Corporation Commission it 
would be unseemly to speculate on_ the 
outcome. Moreover, quite apart from 
the proprieties involved, as this in effect 
is contested litigation, none but the ven- 
turesome would hazard a_ prophecy.” 

Contract Bond Rate Revision 

Referring to the contract bond rate 
revision of last summer, he said: 

“While the competitive situation ad- 
mittedly was a relevant factor, there 
were other important considerations. 
First, there was a widespread expecta- 
tion that construction activity would 
soon grow to unprecedented levels. Sec- 
ond, the preliminary indications of the 
Cost Study showed that the expense 
ratio for contract bonds was less than 
for surety generally. Third, supervisory 
officials had expressed definite interest 
in contract bond rates and the prospect 
of being forced to do hastily and in an 
uncraftsmanlike manner what we could 
and should do voluntarily and with 
measured skill was real and imminent. 

“Finally, as the reduction appeared to 
be inevitable and near, we were satisfied 
that it should be made so as to become 
a part of the Virginia rate case and 
thus give us and the sitting Commis- 
sioners the opportunity to consider the 
substantial and favorable revision in 
statistics that would result therefrom. 

“It is interesting to note that despite 
the July 20, 1955 reduction in contract 
bond premiums, which constitute over 
two-thirds of all surety premiums, the 
volume of surety premiums written by 
our member companies in 1955 was al- 
most $8,000,000 more than in 1954. This 
Was more than three times the 1954 
increase over 1953.” 


Research Data 


Research of a timely nature has devel- 
oped constructive data for the companies 
and insureds, Mr. Gaffney noted. 

“For several years, he said, “within 
the advisory committee for bankers and 
brokers blanket bonds and fidelity and 
forgery bonds, a study was conducted 
on a most perplexing problem in the 
mercantile fidelity field which is best 
expressed by the title of the sub-com- 
mittee charged with finding a solution, 
namely, “How Much Fidelity Coverage ? 

“Tt is to be remember that there has 
been nothing in the mercantile fidelity 
field comparable to the schedule of sug- 
gested ranges of minimum amounts of 
blanket bond coverage prepared years 
ago by the American Bankers Associa- 
tion for the bank field. The sub-com- 
mittee after long, arduous and painstak- 
ing research, recently filed an_ illumi- 
nating report which sets up a series of 
uncomplicated tests whereby for the 
first time on any given mercantile risk 
it will be possible to suggest a suitable 
range of minimum fidelity coverage. The 
report which spells out a most promising 
project has been approved by the Ad- 


Fight on Between Wade 


Martin, Sr. and Gov. Long 

Wade O. Martin, Sr., whose son js 
Louisiana Insurance Commissioner and 
Secretary of State, announced on May 
15 that he would not seek reelection as 
a member of the Public Service Com- 
mission of Louisiana on which he has 
served for many years. 

At the same time Mr. Martin launched 
a vehement attack on Governor Far| 
Long of Louisiana. This attack grows 
out of the fact that Mr. Long has ad- 
vocated a separation of the State In- 
surance Department from the office of 
Secretary of State. 

Adding fuel to the fire, State Senator 
Larcad, who conducts a large scale in- 
surance agency in Opelousas, La., intro- 
duced a bill on May 14 which would 
create the Louisiana Department of In- 
surance as a separate bureau. It fur- 
ther provides for the appointment of 
the Insurance Commissioner by the Goy- 
ernor at a salary of $8,500. Still fur- 
ther, the bill divorces the Insurance 
Commissioner’s office from that of Sec- 
retary of State, abolishes the Louisiana 
Insurance Rating Commission, and puts 
the functions of that bureau under the 
proposed new Insurance Department 

Observers of this situation predict a 
“fight to the finish” between Governor 
Long and the Wade Martins, father and 
son, who have long been political powers 
in the state. 





ASKS PROVISIONAL LICENSES 
Catlin Suggests Plan To Reduce Motor 
Vehicle Accidents; To Apply 
To Beginners 

Addressing the recent eastern regional 
conference ; the President’s Committee 
for Traffic Safety held at Atlantic City, 
Robert 1. Catlin, vice president of Aetna 
Casualty & Surety Co. and chairman of 
the Connecticut Safety Commission, sug- 
gested a plan to reduce motor vehicle 
accidents. 

He recommended the issuance of one 
to two year provisional licenses to all 
new drivers, regardless of age. Upon a 
driver proving himself, he would then 
be issued a regular license at the end of 
the trial period. 

The speaker offered the suggestion as 
an answer to the teen-age driving prob- 
lem as well as all beginners. Mr. Catlin 
maintained that novice drivers should he 
put on notice at the beginning. This 
would cause a proper respect for license 
ownership, he continued. 

“A limited or a Provisional license,” 
said Mr. Catlin, “would bring about 
greater respect for the law and _ the 
rights of other motorists.” 





Polson Casualty Manager 


Donald E. Polson has been named 
casualty manager for the southern de- 
partment of New Hampshire Fire Insur- 
ance Group. He was formerly New 
Hampshire special agent for the Ameri- 
can Fidelity Co. 

Special Agent Donald W. Haskell 
the American Fidelity succeeds Mr, Pol- 
son, 





visory Committee and within a few weeks 
it will be the subject of an appropriate 
pamphlet.” 

Noting that the future will not be free 
of new challenges, Mr. Gaffney said: 
“As we start another year, we can look 
back upon some tasks that were accom- 
plished, yet we see that we are still 
surrounded by other old and unsolved 
questions as well as by newly-arrived 
and challenging situations. | suppose 
that the nature of our business is such 
that this will always be so. Yet, the 
important thing is that we address ou 
selves to the assignments of each day. 
be they old or new, with enthusiasm and 
in the belief that for every problem, 
thought, patience, diligence, ‘hard work 
and cooperative effort can find an an- 
swer. This we shall do.” 


Governor Robert B. Meyner of New 


Jersey gave a brief address at the recep- 


tion following the annual meeting. 
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Leonhart in Spotlight 
At Civitan Luncheon 


INTERNATIONALLY PROMINENT 


Presents Moving Picture Projector to 
Baltimore Club; Many Insurance 
Men in Its Membership 
One of the most active civic organiza- 
tions in Baltimore is the Civitan Club 
whose insurance membership includes a 
number ot outstanding leaders in that 


city. At their luncheon meeting on 
May 11, held in Emerson Hotel, W. 


Harold Leonhart, reinsurance interme- 
diary, was the center of interest. 

A past president of the club, Mr. 
Leonhart graciously presented to Jo- 
seph X. Harris, 1956 Civitan president, a 
moving picture projector. It was a wel- 
come gift inasmuch as the club fre- 
quently entertains its members with 
flm showings on timely subjects. At this 
luncheon the subject was “America in 
1975, a prophetic presentation arranged 
by the Chamber of Commerce of the 
United States. 

Mr. Harris, who is general agent in 
Baltimore of the Lincoln National Life, 
accepted Mr. Leonhart’s gift apprecia- 
tively. It was pointed out that Mr. 
Leonhart’s Civitan activities embrace 
one of its most noteworthy projects. He 
is chairman of the Foundation for Men- 
tally Retarded and Handicapped Chil- 
dren. Instituted in Baltimore about two 
years ago, the Foundation’s scope of 
operations was recently broadened to 
include the Chesapeake District of Civi- 
tan. And at the forthcoming annual 
mecting in June of Civitan International 
action will be taken to adopt interna- 
tionally the Baltimore program. 

Attending this luncheon were the fol- 
lowing well known insurance men: Jack 
Yost, retired vice president, Fidelity & 
Deposit; Howard Gates of Maryland 
Insurance Department who is back on 
the job after two successful cataract 
operations; Charles C. Clabaugh, retired 
superintendent of agencies of Maryland 
Life Insurance Co., who has been named 
sergeant at arms of Baltimore Civitan 
Club; Charles H. McFarland, formerly 
director of the Baltimore Chapter of 
the American Red Cross, now an agent 
for the Lincoln National Life; Richard 
H. Warren, former assistant manager of 
The Prudential, who is a new officer of 
the club; Jack Oakley, executive di- 
rector, Maryland Association of Insur- 
ance Agents, a past president, and John 
S. McEachern, president of the agency 
bearing his name, who recently joined 
Baltimore Civitan. 





AETNA C. & S. CONTRACT BONDS 
Company Executes Over $34 Million in 
Eonds in Penna., W. Va., Wash- 
ington, D. C., and Iowa 
A number of large construction bonds 
have been written recently by the Aetna 

Casualty & Surety Co. 

Two bonds, one for $10,565,300 and an- 
other for $8,172,500, were executed for 
the Dravo Corp. of Pittsburgh, Pa., cov- 
ering sewer construction projects for the 
Allegheny County Sanitary Authority. 

A bond for $8,622,919 for the con- 
struction of the Hildebrand Lock and 
Dam on the Monongahela River in West 
Virginia for the U. S. Army Engineers 
Was issued for the J. A. Jones Construc- 
tion Co, of Charlotte, N. C... and the 
Charles A. Tompkins Co. of Washing- 
fon, BD, CG. 

Ponds of $5,618,750 and $1,476,000 have 
been executed for the Western Contract- 
ing Corp. of Sioux City, Ia. for con- 
struction work on the Oake Dam near 
Pierre, S. D., for the Army Engineers. 





Allstate’s New Investment 

\llstate’s purchase of 661,579 Electro- 
Data Corp. common shares at $15.06 has 
been approved by shareholders of the 
latter corporation. The deal was made 
by Allstate in consideration for a_re- 
volving line of credit up to $2 million. 


Citizen’s Casualty Holds 
“Open House” at New H. O. 


Officers and directors of Citizens 
Casualty welcomed several hundred 
friends, including insurance brokers and 
stockholders, to an “open house” party, 
May 8, from 3 to 6 p.m., at their new 
home office building at 33 Maiden Lane, 
New York. Chief hosts were Jack 
Hyman, president, and Harry Hyman, 
chairman of the executive committee. 

At noon that day all employes of the 
company were guests at a staff luncheon 
and prominently on display was an 
elaborate cake on which was inscribed: 
“With Thanks to Our Loyal Staff Who 
Made This Move Possible.” 

The new home office, located at one 
of downtown New York’s prominent 
corners, has all modern conveniences in- 
cluding the latest in lighting and equip- 
ment. Citizens was previously located 
for many years in smaller offices at 116 
John Street, New York. 





Kemper Group Breakfast 
Host at AMA Meeting 


For the tenth consecutive year, the 
Kemper Insurance Group played host at 
a breakfast for members of the Ameri- 
can Management Association attending 
the Spring insurance conference in New 
York. 

Norris C. Flanagin, executive vice 
president of Lumbermens Mutual Casu- 
alty and American Motorists welcomed 
more than 200 insurance buyers attend- 
ing the conference to the breakfast on 
May 10 in the Palm Terrace of the 
Hotel Roosevelt. 

This semi-annual event has achieved 
the status of a tradition with insurance 
buyers. 

The Kemper companies also scheduled 
a reception in the hotel’s Presidential 
suite at the close of the conference’s 
first afternoon session. 





Asks Authority Certificate 


Auto Plan Insurance Co. of New York, 
has made application to the California 
Insurance Department for a_ certificate 
of authority to transact liability, auto- 
mobile, teams and vehicle. and miscel- 
laneous lines of insurance in Californic. 

Capital of the company is $1,000.000; 
surplus, $1,012,288. Officers are: chair- 
man of the board, Hovt O. Perry: presi- 
dent. Charles H. Conklin; treasurer, O. 
T. Ramsey; vice presidents, Fred J. 
Thein, Arthur Vreeland, Jr. 





REID JOHNSON’S NEW SON 

A. Reid Johnson. vice president of 
New Amsterdam Casualty, and Mrs. 
Tohnson are the nroud parents o; a new 
baby son, their first child, born May 8 
at Women’s Hospital of Maryland in 
3altimore. The boy, Andrew Reid John- 
son, III, weighed six pounds, nine 
ounces. 


WEECHES RETURN FROM ABROAD 

Sewell Weech, vice president of New 
Amsterdam Casualty, and Mrs. Weech 
returned on May 15 on the “Queen 
Elizabeth” from a month’s trip abroad. 
Their tour was principally of England 
but they also spent a week in Holland. 


Security Hindrance 


(Continued from Page 39) 


to postpone taxes to low-income periods. 
In many cases the company’s expendi- 
ture is deductible as a business expense. 
However, Mr. Tosch cautioned, “In addi- 
tion to the technical details which must 
be followed in setting up arrangements 
which will have favorable tax treatment, 
we must not lose sight of the require- 
ments of Section 162(a) of the 1954 
Revenue Act which applies the test ot 
‘reasonableness’ to all compensation paid 
to an employe in determining if it is a 
valid business expense to the employer.” 
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Auto Revision Program 


(Continued from Page 37) 


insurance rates for private 
cars remain unchanged. 

NAVA also announced premium re- 
ductions for auto material damage in- 
surance which will result in estimated 
saving of about $25,000 a year for New 
Hampshire insureds. Private passenger 
car premiums for $100 deductible col- 
lision insurance are reduced approxi- 
mately 6% and premiums for $50 de- 
ductible collision insurance remain un- 
changed.” 

The two rating organizations also an- 
nounced automobile liability and collision 
insurance rate discounts for owners of 
two or more private passenger cars who 
qualify. The discounts recognize that 
generally the exposure hazard of two 


passenger 


individually owned cars or two cars 
owned by husband and wife, where 
neither car is used for business and 


where there are no youthful male oper- 
ators, is less than twice the exposure 
hazard of the one individually owned car. 

Collision insurance premium reductions 
of approximately 10% for commercial 
intermediate and long distance hauling 
risks were announced by NAUA. , 

NBCU has increased some commercial 
car liability rates, has reduced other 
rates, and for some others rates remain 
unchanged. 


Improved Experience in Vermont 


Savings in automobile premium rates 
were also realized in Vermont as a re- 
sult of improved experience. For private 
passenger car collision insurance the 
reduction was approximately 5%: for 
collision premiums on commercial inter- 
mediate and long haul risks the reduc- 
tion was about 10%. 

Many private passenger car owners 
will benefit by the recent improved ex- 
perience throughout Vermont. “Rates are 
reduced for non-business cars, with no 
male operators under age 25, whether 
or not such cars are customarily used 
in driving to or from work,” the Bureau 
stated. “Rates are also reduced for indi- 
vidually owned cars, with no male oper- 
ators under age 25, which are used for 
business and cars owned by corporations, 
co-partnerships or unincorporated asso- 
ciations. The rate reductions range from 
$1 to $8, depending upon car classifica- 
tion and territory. 

“Cars owned or principally operated by un- 
married young men under age 25 are classified 
as the most hazardous class of private passenger 
car risks, and these constitute a small proportion 
of insured cars. The liability insurance rate for 
this classification is increased $27 for Burlington 
and Rutland and their vicinities and $25 for the 
remainder of the state. 

“Cars owned or operated by married young 


men under age and cars operated by young 


25 
25 who are neither owners nor 
comprise a_ less 
risks involving youthful 
For these cars the rate is reduced 
$5 for Burlington and Rutland and their vicini- 
ties and remains unchanged for the remainder 
of the state. 

“Car owners qualifying for farmer rates will 
continue to receive a discount of approximately 
20% from the rates that would otherwise apply 
to their cars.” 


D. of C. Rates Also Lower 


Improved experience in District of 
Columbia has also brought savings in 
automobile material damage rates, esti- 
mated by NAUA at $458,000 a year. 


Private passenger car premiums for 


men under age 
principal operators 
classification of 
operators. 


hazardous 
male 


Protection Methods Panel 


(Continued from Page 38) 


to justify the expense when measured 
against the risk. 

A funded reserve for self-insurance 
supplies cash to meet losses and is 
valuable if the fund is subject to large 
individual losses or to a series of losses. 
A non-funded book reserve for self- 
insurance differs little from no insurance 
at all except for the cost factor in profit 
and loss statements. 


Accurate Loss Record 


Whether you self-insure or do not in- 
sure, keep an accurate record of losses 
and periodically compare losses with the 
premiums you would have paid if you 
had purchased insurance, he advised. 
You can make the same test on smaller 
risks for which you purchase insurance. 

Some of the other suggestions Mr. 
Westcott had to offer included the fol- 
lowing: Give your insurance broker all 
pertinent details about your operations 
so that he can give you informed as 
sistance. When examining operating lo 
cations, try to visualize how an accident 
or loss might occur, what bad exposures 
are present, and what special hazards 
exist. Be sure your office is informed 
when new risks are assumed. Check on 
exclusions in policies to see whether they 
interfere with proper protection. See 
that every loss, no matter how small, is 
reported. Keep up with the loss experi- 
ence of risk managers of other compa- 
nies in the same business. Maintain by 
classes of risk a ten-year record of all 
losses to indicate where deductibles or 
self-insurance might be used. Have cer 
tified public accountants review — the 
company’s audit procedures periodically 
to catch any weaknesses in procedures 


comprehensive insurance, which affords 
coverage for fire, theft, glass breakage, 
flood, etc., are reduced more than 10%. 
Premiums for all forms of collision in- 
surance for private passenger automo- 
biles are reduced approximately 8%. 
Collision insurance premiums for com 
mercial local hauling risks are reduced 
approximately 14% and for commercial 
intermediate and long hauling risks the 
reductions amount to about 10%. 


The liability insurance rate revisions affect 
only private passenger automobiles and result 
in reductions for many car owners, NBCU 


stated. Rates are reduced for non-business cars, 
with no male operators under age 25, which are 
not customarily used in driving to or from work 
and those which are customarily used in driving 
work a distance of less than 10 
“The rate is also reduced 


to or from 
road miles one way. 
for individually owned cars, with no male oper- 
ators under age 25, which are used for business 
and cars owned by corporations, co-partnerships 
or unincorporated associations. The rate reduc 
tions range from $1 to $8, depending upon car 
classification. 

The rate remains unchanged for non-business 
cars, with no male operators under age 25, 
which are customarily used in driving to or from 
work a distance of 10 or more road miles one 
way. 

Rates for cars owned or principally operated 
by unmarried young men under age 25 are in- 
creased $22. For cars owned or operated by 
married young men and cars 
operated by young men under age 25 who are 
neither owners nor principal operators, the rate 
is increased $2. Cars with youthful male owners 
or operators constitute a small proportion of in 


under age 25 


sured cars. 








Prudential, Skandia, Hudson Complete 


First Year in Casualty Reinsurance 





L iit i ( Cire b ill, iit 
> i L Lil Huds ll, located at 9JV 
john 5S New York ve completed 

eir first vear in the casualty reimsur- 

‘ mem oer : eee ae j 
ci < i are uriher expanding alc 
sireng « a s¢ peralions Dy aug 
¢ M ( stall Ww expert per- 
s ici 

Lhe 4 npames, Well known in the hire 
eins eld, form the oldest rein 
su e zg p in America, They com 
prise i domestic reinsurance mal 
Ket W npiete multiple line tacilities 

Lilie x Ol pre i treaties and 


\. Munro, a leading reinsurance 





executive, is president of the Prudential 
1 the Hudson and United States man- 
ager of the Skandia. He 1s a graduate 
the University of tennsylvania and 
was tor many years with the American 
I eign insu tion and the 
iN Liver} up. While 
e foreign ins nee field, Mr. Mun 





hac 1 worldwide muitip le line 


Shelburne Studios 


\. MUNRO 


the casualty business. He 
casus ilty underw riting man 
aryl land Casualty’s Newark, 
‘rom 1942 to 1945 he served 
ance officer in the U. S. Army 
the United States and in the 
heater. He was released to 
luty with the rank of major. 
orth eafter, Mr. Pond joined 
boviidaearniel Insurance Group, 
he supervised the underwriting of 
rge nationwide risks, a responsi- 
which has given him a thorough 
knowledge of retrospective rating plans 
nd tailor-made insurance programs. He 
resigned in 1955 to become associated 
ith the Prudential, Skandia and Hud- 
] 1 casualty underwriting. 
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companies who wish 
heir casualty reinsur- 
up-to-date basis. 
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Approve New Jersey 
Compensation Manual 


RATES ARE EFFECTIVE JULY 1 


Collectible Level of New Rates Is 5.1% 
Lower Than Present; 5.2% Manual 
Rate Change 


The governing committee has adopted 
Banking & 
manual 


and the Commissioner of 
has approved a new 
of New Jersey Workmen’s Compensa- 
tion and Employers’ Liability insurance 
rates effective on new and renewal busi- 
ness July 1, 1950 and thereafter. The 
collectible level of the new manual of 
rates is 5.1% lower than that presently 
in effect and includes a complete adjust 
ment of rate relativity based upon the 


Insurance 


latest available policy year data. The 
manual rate change is a decrease ot 
5.2% 


Schedule “W” 1955 calendar year loss 
ratio report for all companies combined, 
upon which the rate level change with 
respect to experience has been estab- 
lished, develops a loss ratio of 52% 
The data indicates earned premiums of 
$76,313,791 with incurred losses of $39,- 
085,016. The 1954 calendar year loss ratio 
on $71,781,977, of premium was 56.42% 
and that for 1953 on $07,942,527 of pre- 
mium was 60.83%. The premium volume 
in 1955 was 12.3% more than in 1953. 

The decrease of 5.1% in the collectible 
level is made up of a decrease of 4.3% 
based on the experience of calendar year 
1955 and a decrease of O.8% tor the 
elimination of the tax for the Second 
Injury Fund (Section 34:15-94 R.S., 
N. J.). The statute provides that when 


Hutchinson and Rankin in 


Amer. Surety, N. J., Change 


Harry Rankin, Jr., has been promoted 
to manager of the East Orange branch 
office of American Surety Co., succeed- 
ing Herbert N. Hutchinson, who has 
been appointed resident vice president 
there. 

Mr. Hutchinson, who 
with the 
ager of this northern New 


has been 45 vears 


company, has been the man- 
Jersey branch 





HARRY RANKIN, JR. 


since 1933. Previously, he had been the 
manager at Atlanta and Denver. A past 
president and a member of the executive 
committees, Casualty Underwriters As- 
sociation and the Surety Underwriters 
Association of New Jersey, he is a past 
president of Newark Rotary Club, trus- 
tee of Down Town Club of swesie ark, 


NEW STANDARD DIVIDEND 

The board of directors of Standard 
Accident, Detroit, have declared dividend 
No, 294 of 45 cents per share to be 
paid June 5, 1956, to common stockhold- 
ers of record as of the close of business 


May 25. 








May 






reaches $1,500,000 no further 
will be required. As of 
1955, the Fund = was 
expected loss ratio un- 
manual of 


the Fund 
contributions 
December 31, 
$1,659,616. The 
derlying the new 
58.25%. 


rates js 


Adjustment of Rate 

The adjustment of rate relativity js 
based upon policy years 1949) throug! 
1953 as reported under the unit. statis- 
tical plan. The changes in the rates for 
the individus il classifications all follow the 
experience and are wholly  supporte 
by it. 

In the manufacturing group, the ej- 
fect of the selections and the rate Jevel 
results is a decrease of 5.3% 
construction and erection group, 
0.0%; and in the all 
decrease is 4.4% 
classifications in the 
July 1, 1956, omiitin 
chemical rating plan, 
the per capita classifications and the 
vessel classifications. There are three 
new classifications and 10 that carry n 
specific rate assignment. There are 59 
classifications that fall under the (N) 
provision and of the remainder, 101 de- 
velop increased rates, 455 show decreases 
and 52 remain unchanged. 

The rates for the per capita classi- 
fications have been reduced. The rate 
for Code 0912—“Outservants” will be 
$30 and the rate for Code 0913—“In- 
servants” will be $22. The rates for the 
vessel classifications were not change 
but the rates for the Chemical Ratin 
Plan have been readjusted to reflect the 
most recent over-all experience. The 
loss and expense constant remains un- 
changed with the loss portion of ie 
constant continuing at zero for all cla 
fications, 


change 
in the 
the decrease 1s 
other group, the 

There are 680 
manual effective 
the codes in the 


vice chairman of Insurance 


Manage- 
] 


ment Association of East Orange and a 
member of the Casualty and Surety Clul 
ot New York. 


Mr. Rankin, assistant manager of the 
East Orange (formerly Newark) brane! 
since 1949, previously had been special 
agent and later superintendent of casu- 
alty. He holds a B.S. degree from New 
York University and served in the Navy 
with rank of lieutenant. At Little Falls 
N. J., where he resides, Mr. Ranki 
is on boards of education and St. Agnes 


R. E. Condit Studi 
HERBERT N. HUTCHINSON 


Episcopal Church, director of the Saf 
Council, chairman, Heart Fund Drive 
and manager and coach of Little League 
3all Team. His business activities in- 
clude being secretary of Surety Under- 
writers Association of New Jersey 

he is a member of Casualty and Surety 
Club of New York. 





CALIF. ASSIGNED RISK PLAN 

California Automobile Assigned Risk 
Plan, during February, processed 5,97 
assignments as compared with 5,152 
February, 1954. The February, 1956, to- 
tal was a decrease from 6,330 processe¢ 
during January, 1950. 
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Pansing’s Chances for 
High Post in NAIC 


FTC DECISION HAS’ BEARING 


Executive Committee Chairmanship of 
Commissioners in Doubt; Gillooly, 
Saunders Also Candidates 


By LEvVERING CARTWRIGHT 


Thomas R. Pansing, Director of In- 
surance of Nebraska, was regarded as a 
“Shoo-in” for chairman of the National 
Association of Insurance Commissioners’ 
executive committee at the forthcoming 
annual meeting at St. Louis. However, 
decision by which the 
Trade Commission claims gobs 
regulatory power Mr. 
office has 


since the 3-2 
Federal 
of insurance 
Pansings’ 
more difficult. 

A number of Commissioners at heart 
were unsympathetic to the snow treat- 
ment of the FTC, which Mr. Pansing so 
successfully applied. Such critics, though, 
kept their counsel in the face of the 
build-up that developed for the Pansing 
program, 

Now that the FTC has sounded this 
sour jurisdictional note, the unrecon- 
structed states rights element is said 


road to become 


to be talking up a contest for the 
position of executive committee chair- 
man, 


Possible rivals are Thomas Gillooly of 


West Virginia and Byron Saunders of 
Texas. 
Robert Taylor of Oregon, presently 


vice president, is slated to go up to the 
presidency and Joseph Navarre of Michi- 
gan will step up from executive commit- 
tee chairman to vice president. 





Sammons Clarifies Deal 
For American Progressive 


A premature news story in the mid- 
west last week gave the impression that 
the control of American Progressive 
Health of New York had been sold to 
Reserve Life of Dallas, Tex. 

\ccording to Charles Sammons, char- 
man of the board of Reserve Life, the 
accurate facts are that majority stock 
(57,636 shares at $6 a share) were sold 
to him as representing various invest- 


ment interests. “Reserve Life will own 
marge f stock, if any,” he advises. A 
total of 17,518 shares of American Pro- 


gressive Health are still owned by Ber- 
nard Wallman, president of the com- 
pany. 

Mr. Sammons further advises that he 
has no ‘knowledge of the fact that Amer- 
ican Progressive Health was prominent 
. the sale of insurance to union welfare 


nds, “This is not indicated in the 
company’s books or in examination re- 
ports,” he says. 





Maurice I. Carlson Heads 
Dallas Estate Council 


Maurice I. Carlson, vice president of 
the Universal Life & Accident Insurance 
Co., Dallas, Texas, has been elected pres- 
ident of the Dallas Estate Council for 
the forthcoming council year. 

Other officers elected were: Loren 
D. Gordon, vice president in charge of 

grams; Sylvan Tobolowsky, vice pres- 
ident in charge of membership; Maurine 
cobs, secretary; Albert A. Helfand, 
treasurer. 
_Mr. Gordon is trust 
First National Bank in 


officer of the 
Dallas. Mr. 


Major-Med. Expense 
Policy Introduced 


BY FIREMAN’S FUND GROUP 


For Individuals; Blanket Coverage, a 
Feature; Five Combinations Avail- 
able; $10,000 Top Benefit 
A major medics al expense policy for 
individuals is being introduced by Fire- 
man’s Fund Insurance Group to help 
meet the needs of families for more ade- 
quate medical expense insurance. Blan- 





ket coverage is a feature of the new 
policy. 
It pays a large portion of the actual 


expenses involved in serious accidents or 
illnesses in excess of stated deductible 
amounts . . .not fixed dollar amounts 
which limit the policyholder to certain 
sums for surgery, drugs, hospital rooms 
and doctors’ fees. The only limit is the 
amount of coverage purchased, which 
may be $5,000, $7,500 or $10,000, and ex- 
penses from any single disability will be 
covered for as long as three years. 


Five Combinations Available 


Five combinations are available; $5,000 
benefit limit with $250 or $500 de- 
ductible ; $7,500 benefit limit with $500 or 
$750 deductible; or $10,000 benefit limit 
with $1,000 deductible. When covered 
expenses are incurred within a_three- 
year period, the company pays 75% of 
the first $2,500 in excess of the deduc- 
tible, and then 85% up to the benefit 
limit. One deductible applies when two 
or more family members are injured in 
the same accident or contract the saine 
disease within 30 days of each other. 

Family members between the ages of 
one month and 55 years and individuals 
between the ages of 18 and 25 years are 
eligible. The policy is renewable, at the 
option of the company, to age 70. The 
premium schedule for new and renewal 
business reflects the varying medical, 
hospital and surgical costs of different 
age groups and in different parts of the 
country. Self-employed males in Class 
D through G may be covered with an 
additional premium for the added occu- 
pational hazard not covered by work- 
men’s compensation. When more than 
two family members are insured in the 
same policy, a 10% premium reduction 
is allowed. 


No Hospital Cost Restriction 


The new Fireman’s Fund major medi- 
cal has no restriction as to type or daily 
cost of hospital room and board, and 
hospital extras, drugs and charges of 
physicians, surgeons or nurses are not 
limited to any set amounts. The insured 
can select the hospital and doctor as he 
chooses. 

Excluded from coverage 
policy are losses covered by workmen’s 
compensation or occupational disease 
laws; pregnancy, childbirth or miscar- 
riage (specific complications are cov- 
ered); dental surgery or treatment (ex- 
cept injury to natural teeth); war or 
military service; injury while operating 
or learning to operate or serving as a 
member of the crew of an airc raft; 
treatment in a military or veteran’s hos- 


under the 


pital ; cosmetic surgery unless occa- 
sioned by injury. 
The new major medical expense 


policy for individuals is available in 


most states. 





Tobolowsky is a tax attorney. Miss 
Jacobs is vice president, cashier and 
trust officer of the National Bank of 


Commerce. Mr. Helfand is a certified 
public accountant specializing in the tax 


field. 


Interpretative Guide 
Sent To Companies 


HEARING PLANNED FOR MAY 26 


NAIC Adv. Guide Cites Individual and 
Group Variance Regarding Rules 
Interpretation 

The proposed interpretative guide to 
the National Association of Insurance 
Commissioners’ rules governing accident 
and sickness insurance advertisements 
has been sent to interested parties in 
the insurance field by Nebraska Director 
of Insurance Thomas R. Pansing, chair 
man of the NAIC subcommittee on its 
advertising code. A public hearing is 
to be held May 26 at the Hotel Jeffer- 
son, St. Louis, for industry comments 
to the guide. 

A number of prominent industry ex 
ecutives acted as advisors to the Com 
missioners’ subcommittee in the fram 
ing of the interpretative guide. Repre- 
a trade associations, they were: 
Berkeley Cox, Association of Casualty & 


Surety Companies; Donald T. Diller, 
Blue Shield Commission ; Charles G. 
Dougherty, Bureau of A. & H. Under- 
writers; Jay C. Higdon, American Life 
Convention; Valentine Howell, Life In 
surance Association of America. 

Also, Artemas C. Leslie, Blue Cross 
Commission; Joseph J. McGee, Jr., In 


surance Advertisers Association; J. W. 
Scherr, Jr., Life Insurers Conference; 
Chase M. Smith, American Mutual Alli- 
ance; Paul W. Watt, Health & Accident 
Underwriters Conference. 

The proposed guide cautions that 
“when applying rules to a specific ad 
vertisement, it will be necessary to take 
into consideration the detail, character, 
purpose, use and entire content of the 
advertisement.” 

Group and Individual 

Regarding specific principles of inter 
pretation, the guide declares that the 
rules apply to Group as well as individ 
ual A. & H. insurance. “Because the 
two differ widely in many respects,” the 
new guide points out, “it follows that 
one interpretation will not always suffice 
for both. 

“When that 


is the case, a specific in 


terpretation for Group is set forth 
Some of the distinctions between indi 
vidual and Group that should be taken 


into account in applying the rules are: 

“1, Frequently the prospective Group 
policyholder is thoroughly conversant 
with insurance or employs competent 
insurance advisors. 

“2. Group plans are often the result 
of collective bargaining whereunder the 
plan must continue in existence for a 
specified period of time even though the 
insurance carrier may be changed. 

“3. Many Group contracts are tailor- 
made to fit the policyholder’s particular 
situation, and are the result of extensive 
negotiations. 

“4. Group insurance generally contem- 
plates that all or part of the premium is 
to be paid by the Group policyholder. 

“5. The insurance provided by a Group 
plan may be underwritten by several 
different insurers. 

“6. Much Group insurance 
prepared and published after 
tract is written. 

“7. Some states have 
of Group coverage.” 


material is 
the con 


statutory forms 


BOLSTER STATE REGULATION 
Charles R. Mond Stresses Closer 
Liaison Between Industry and New 
Jersey Insurance Department 


New Jersey (¢ om yer of Banking 
and Insurance Charles R. Howell was the 
speaker at the May gr Rt of the New 
Jersey Accident & — ulth §Association 
held at the Newark A. 


Commissioner Howell reminded his 
audience of the relationship of the vari- 
ous Insurance Department bureaus to 
the A. & business. He suggested 
closer liaison between the industry or- 
ganizations and the Department so that 
the concept of state regulation may be 
strengthened. 

He expressed regret that the advertis- 
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ing code had not been available for dis- 
cussion at an earlier date but predicted 
that it would be beneficial to the public 
in its final form, 

He discussed sickness policies that 
contain house confining provisions and 
questioned the advantage of any com- 
pany adopting an inflexible interpreta- 
tion of house confinement when consid- 
ering an otherwise worthy claim. 

The large number of new members 
and guests present made the gathering 
the best attended in the history of the 
association, Francis T. Curran of Loyalty 
Group, Association president, presided. 











% 
How to treat a case of 


SAGGING 


COMMISSIONS 


*First, get hold of some easy-sell- 
ing Canada Health and Accident 
policies. 

Next, apply them to the nearest 
families or groups. 

Results: a decided rising of the 
commissions. This has 
good effect on the profits too. 


a very 


In fact, it’s a cure recommended 
to any of you suffering from the 


high cost of living. 


PACK THESE POLICIES 
INTO YOUR KIT: 


CANADA HEALTH AND ACCIDENT’S 


© Hospitalization e Surgical 
e Group Plans 


® Medical 
Protection 


e CreditA & H 


@ Non-confining 
Disability 


e Non-can Income 
Protection 






FOR DETAILS 
WRITE TO: 


CANADA HEALTH & ACCIDENT 


ASSURANCE CORPORATION 
Waterloo, Ontario 






PAYS THE BILL WHEN YOU'RE ILL 








yNDER 














Review of FTC Activity Since 
First Complaints Issued In 1954 


Main Controversy Centering Around Public Law 15 Interpre- 
tation; Commission’s Continuation of Proceedings Against 
Companies Conforms to Its Stated Policy 


By ArtHurR E. O'Leary 


Federal Trade Commission 
issued its first series of complaints, 19 
months ago, against the advertising of 
insurance companies in the accident and 
health field, there have been numerous 
theories advanced as to the validity of 
FTC jurisdictional powers over insurance 
matters, chiefly centering around the 
interpretation of Public Law 15 (McCar- 
ran-Ferguson Act). Probably even more 
confusing to the insurance field, has been 
the Commission’s action in continuing 
its citations and cases against companies 
despite the adoption of an A. & S. 
advertising code by the National Asso- 
ciation of Insurance ‘Commissioners, 
promulgation of the NAIC code by 
numerous states, and industry participa- 
tion in two fair trade practice confer- 
ences called by the FTC. 

The recent 3-2 decision by the Com- 
mission in a Texas company case, just 
days before the second fair trade prac- 
tice conference, has left little doubt in 
industry minds that the FTC is deter- 
mined to pursue the complaint issue. 
Of the total of 41 companies receiving 
Commission citations, five signed consent 
agreements, one was decided as men 
tioned, and 35 are still to reach the final 
stage. Reports from Washington, D. C., 
indicate that two companies are sched 
uled for oral arguments before the FTC 
in the near future. 


Since the 


FTC Activity 


observation of the past 19 


Close 


months of Federal Trade Commission 
activity may provide a basis from which 
to surmise future FTC moves. During 
that time, they were reported as follows 

* ca * 

October 19, 1954—The Federal Trade 
Commission issued complaints against 
the advertising practices of 17 insurance 
companies in the A. & H. field. The 
action is said to be the result of an 
investigation launched by FTC Chairman 
Edward F. Howrey, ten months previous. 

November, 1954—An article in “Prin- 
ter’s Ink,” a prominent publice ition, 
pointed out that the recent issuance of 
advertising complaints against insurance 
companies was a precedent. Previously, 
the FTC had called trade practice con- 
ferences before issuing citations—as with 
the tobacco industry. 

The same month, FTC Chief Counsel 
Robert W. Sills, in a letter to the 17 
insurance companies, advised them of 
a pre-hearing conference called for 
December 6. 

The week of the pre-hearing confer- 
ence, Commissioner Lowell Bb. Mason, 
in an address before a Chamber of 
Commerce meeting at South Bend, Ind., 
predicted more company citations. At 
that time, he said that it would be ex- 
tremely difficult to stop FTC machinery 
then in motion. The Commissioner 
urged insurance companies to apply for 
a fair trade practice conference. 

The December 24, 1954 issue of the 
World-Telegram & Sun, part of the 
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Scripps-Howard newspaper chain, dis- 
closed reports that at least 10 additional 
insurance companies would face Govern- 
ment action. The article stated: “The 
entire health insurance industry is con- 
sidering a suggestion that it agree to a 
trade practice conference. Rules would 
be formulated on what could and could 
not be said in advertisements. 

“The Joint Committee on Health In- 
surance, whose members represent the 
seven largest associations of insurance 
firms, will meet in New York next month 
to pass on the conference idea. If it 
reports favorably, the conference prob- 
ably will be held next Spring. 


No Dismissal of Charges 


“But,” the article continued, “that 
won’t bring dismissal of its charges, the 
Federal Trade Commission says. It’s 
going ahead in any case. 

Six days later, the FTC cited six more 
companies for what it termed “false and 
deceptive advertising.” 

February 8, 1955—The Commission be- 
gan hearings in the first complaint case. 

Ten days subsequent, Representative 
Charles A. Wolverton (R—N.J.), ranking 
minority member of the House Com- 
merce Committee, at a committee hear- 
ing declared that he would not be ad- 
verse to introducing legislation clearing 
up any doubts about FTC power over 
A. & H. advertising. FTC Chairman 
Howrey gave testimony before that 
hearing. 

In late March, the Federal Trade 
Commission issued citations against the 
advertising practices of five more insur- 
ance companies, bringing the total to 28. 

Lowell B. Mason, in an address before 
the Insurance Federation of  I[Ilinois, 
March 17, 1955, again urged the insur- 
ance industry to petition the Federal 
Trade Commission for a trade practice 
conference. He called industry reserva- 
tions to such a conference on jurisdic- 
tional surrender grounds “silly” because 
“it isn’t within the power of the industry 
to surrender states’ rights. The matter 
of jurisdiction is a legal question and 


can’t be affected by anything the indus- 

try does here in a voluntary way. If 
FTC has jurisdiction, the industry can't 
take it away and on the other hand the 
industry can’t sign away any of its 
rights.” 


More Complaints in Offing 


Two months later, FTC Chairman 
Howrey, addressing the National Asso- 
ciation of Industrial Advertisers at 
Washington, D. C., warned that more 
complaints against insurance companies 
were in the offing. 

The week of July 24, the Commission 
brought charges against three more in- 
surance companies. 

In September of last year, Chairman 
Howrey resigned and was succeeded by 
John W. Gwynne. Former South Da- 
kota Governor Sigurd Anderson was 
appointed to the FTC to fill an interim 
vacancy. 

The same month, Commissioner Mason 
issued a statement maintaining that the 
FTC should authorize the institution of 
a fair trade practice conference. He also 
made it known that the Commission was 
not then interested in advertising done 
in the past by companies. He further 
declared: 

“T believe that in the interim the 
Federal Trade Commission should put 
on suspension 31 litigations (against the 
companies) until it has been ascertained 
whether or not their current advertising 
conforms to the aims sought in the 
FTC’s various complaints.” He felt that 
the FTC should, in the event current 
advertising conforms to such trade prac- 
tice rules as may be formulated by the 
FTC, dismiss such suits in accordance 
with the precedents already established 
in the cosmetic industry. 

The week of November 20, 1955 the 
Federal Trade Commission — brought 
charges against the advertising of 10 
additional companies. This action oc- 
curred just days before the first public 
hearing held by the NAIC code subcom- 
mittee under Nebraska Director of In- 
surance Thomas R. Pansing on_ the 
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formulation of the Insurance Commis- 
sioners’ advertising rules. 

The Federal Trade Commission, on 
December 15, 1955, authorized, on Com- 
missioner Mason’s resolution, a fair trade 
practice conference to be held February 
8, 1956 at Washington, D. C. 

In late January 1956, the Federal 
Trade Commission hinted at the trade 
practice conference scheduled for Febru- 
ary 7-8, other subjects, in addition to 
the announced meeting agenda, might be 
considered in working out rules to elimi- 
nate unethical trade practices. 


FTC Time Table 


At the first fair trade practice con- 
ference, the next month, Commissioner 
Lowell B. Mason set down the FTC 
time table for the promulgation of its 
rules to govern A. & H. advertising. The 
schedule was as follows: 

March 14, 1956—A full report on proposed 


FTC arising out of the trade practice confer- 
ence, would be presented to Commissioner Mason. 


March 15, 1956—Commissioner Mason would 
present the report to the full Commission. 


April 18, 1956—A public hearing would be 
held to hear any industry objections to the 
FTC proposed standards of ethical conduct. 

In March 1956, Commissioner Mason 
reported that the FTC time table had 
been delayed. He said, however, that 
his announced deadline of April 18 for 
the final hearing on the FTC rules would 
be met. 

The week of April 8, 1956, the ‘Federal 
Trade Commission announced the issu- 
ance of its proposed trade practice rules, 
again disrupting Commissioner Mason’s 
announced time table. The public hearing 
on the rules was scheduled for April 39. 

Late in the same month, just days be- 
for the final public hearing on the FTC 
code, the Commission, in a 3-2 verdict, 
rendered a final decision in the complaint 
case against a Texas company. A prece- 
dent was established in that the FTC 
upheld its jurisdictional powers over 
interstate insurance advertising. 





Sidestep Jurisdictional Issue 


April 30, 1956—The public hearing on 
the FTC rules to govern the advertising 
of accident and health insurance care- 
fully sidestepped the jurisdictional ques- 
tion. Commissioner Mason heard indus- 
try opinion on the Commission’s pro- 
posed rules. He declared that the insur- 
ance field would be notified of further 
action on the FTC code. 


kK Se 


From even a cursory view of the 
above Federal Trade Commission per- 
formance over the past year and a half, 
several elements stand out. 

The Commission has no aversion for 
establishing precedents—as was done by 
not calling a trade practice conference 
before the issuance of complaints (as 
with the tobacco industry); by not 
suspending charges against litigants un- 
til the results of a fair trade practice 
conference could be determined (as with 
the cosmetic industry); by rendering a 
final decision, upholding its interstate 
power over insurance advertising, before 
the insurance industry could attend the 
final hearing on proposed Commission 

advertising rules. 

The Federal Trade Commission has 
steadily maintained, through its pro- 
ceedings against the insurance industry, 
that any fair trade practice conferences 
held would in no way affect litigation 
against cited companies. In this light, 
Commission action can be said to be 
consistent with its stated policy. 

However, it is noteworthy that FTC 
action usually takes place on the eve of 
meetings in which the insurance industry 
participates. 

The next conference will be held May 
26 at St. Louis by the interpretative 
guide subcommittee of the National As- 
sociation of Insurance Comissioners for 
the purpose of hearing suggestions on 
the interpretative guide to the NAIC 
advertising code. If the pattern runs 
true, industry can expect more word 
from the Federal Trade Commission 
shortly before that time. 





MONY Lowers Rates on 
Individual A. & S. Policies 


Two more improvements in its indi- 
vidual accident and sickness and Ordi- 
nary insurance lines have been an- 
nounced by Mutual of New York. 

The company is reducing the premium 
to be charged for existing individual 
accident and sickness policies that pro- 
vide benefits for accidental loss of life, 
limb or sight. New policies are being 
issued at the lower rates. 

MONY has also liberalized the prac- 
tice for converting Ordinary decreasing 
Term insurance into permanent plans. 
Formerly Term insurance could be ex- 
changed without evidence of insurability 
for an amount equal to 80% of the 
Term insurance in force at the time of 
conversion. 

The permissible ratio has now been 
increased to 100% during the first two 
years, and 90% in the third and fourth 
years. After the fourth year, the limit 
continues at 80%. 





FLINT ASSOCIATION SPEAKER 

Leo G. Mero, new manager of the 
Flint, Michigan, division, Mutual of 
Omaha, talked on “Prospecting for Busi- 
ness” at the recent meeting of the Flint 
Association of Accident & Health Un- 
derwriters. 


Comprehensive Plans 


(Continued from Page 38) 


to employers, from a long-range point 
of view it results in economy for em- 
ployes as well.” 

There are some disadvantages to the 
employes. Because of the co-insurance 
feature the employe has to pay some 
portion of basic hospitalization cost, and 
the deductible applies to some costs even 
when the employe is hospitalized. “We 
therefore knew we would have a selling 
job to do.” 

The plan was described to employes in 
small groups, using an explanatory book- 
let, conference leaders chosen from the 
departments concerned and trained by 
the personnel department and consult- 
ants, and flip charts. Enrollment was 
95% of the approximately 3,000 eligible, 
compared to the 82% enrolled under the 
previous plan. 

It is too early to evaluate the results, 
Mr. Fuller reported. From the com- 
pany’s point of view, claims to date are 
about what was expected. “We feel we 
will need at least two years’ experience 
before we will know the actual costs as 
compared with estimates.” Some fea- 
tures have aroused employe dissatisfac- 
tion, centering principally around the 


MARK PAST PRESIDENT’S DAY 

The Detroit Association of Accident & 
Health Underwriters celebrated its an- 
nual past president’s day, May 14, at 
the Detroit-Leland Hotel. Speaker for 
the occasion was Daniel Holefca, an 
association past president. The subject 
of his talk was “Where Are We 
Headed ?” 





RANDALL HEADS ST. PAUL ASSN. 

The St. Paul Association of Accident 
& Health Underwriters has elected 
Loane J. Randall, executive vice presi- 
dent of the St. Paul Hospital & Casualty 
Co., president, and Terry McGovern of 
the same company secretary-treasurer. 


deductible and, to a lesser degree, the 
co-insurance items. However, only 11 
have withdrawn from the plan to date. 

“We think,” he concluded, “we have 
about as good a plan as has been de- 
veloped; we are very pleased with it 
but we are constantly watching the 
situation and if and when we can make 
improvements, we shall do so. We be- 
lieve our employes will want to keep it. 
We hope that claims experience will 
not exceed our original expectations; if 
so, we can maintain employe payments 
and company contributions at the pres 
ent level.” 





in Force. 


Home Office: Omaha 
Canadian Head Office: Toronto 
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MUTUAL of OMAHA is the Largest Company in the World 
Specializing in Health and Accident Insurance. 
OMAHA is one of America's Foremost Life Insurance Com- 
panies, with more than a Billion and a Half Dollars Insurance 





MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 





UNITED BENEFIT LIFE INSURANCE COMPANY 


N. MURRAY LONGWORTH, President 








MUTUAL of OMAHA and UNITED of OMAHA 
Need Top Calibre Qualified Men for Key 


Positions in Field Management 


up the ladder, get in touch at once with Howard 


UNITED of 
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Mail This TODAY! 


Mutual of Omaha, 
Farnam at 33rd Street, 
Omaha, Nebraska 


NAME... 
ADDRESG............. 
TOWN & STATE... 


TELEPHONE NUMBER 





If you are looking for security, stability and an oppor- 
tunity to be your own boss, you will find them now 


with two of the best known companies in the world. 


If you are qualified . . . if you feel its time to move 


Dewey. (Use coupon below.) 


Mr. Howard Dewey, 
Vice President in Charge of Sales, 
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Major Companies Reject 


Federal Health Risks Pool 


A report from Washington, D. C., 
this week indicated that most large in- 
surance companies have made known 
that they will not join a Federal pro- 
posal to pool costs and risks in order to 
expand voluntary health insurance pro- 
grams. Health, Education & Welfare 
Secretary Marion B. Folsom declared 
that the Government had not abandoned 
its plan and that discussions were con- 
tinuing with small and medium-sized 
companies. 

The Government proposal seeks to ex- 
tend Group insurance to catastrophic 
illness, rural areas, the over-ages and 
the disabled. 

Speculation in the nation’s capitol 
maintains that enabling legislation would 
have soon been sent to Congress by the 
HEW Department had the large insur- 
ance companies agreed to the Federal 
plan. 


“FLOOD CLOSURE” CLAUSE 





Added to Camp-Guard Insurance By 
Continental Casualty; Features 
Premium Reduction 
The special risks division of Contin 
ental Casualty Co. has added a com- 
pletely new “flood closure” clause to its 
“camp-guard” insurance—tuition refund 
coverages for private summer camps. 
The revamped policy also features a re- 
duction in premium for the 1956 summer 

camping season, 

The new clause insures against loss 
f income through camp closure because 
of flooding that causes destruction, re- 
moval, breakdown, or condemnation of 
sanitation facilities. The contract guar- 
antees 75% of necessary refunds to 
campers in the event of camp closure. 

Also added to Continental’s tuition re- 
fund insurance coverage is an expanded 
“specialist consultation” clause, which 
allows either $500 or $1,000 for medical 
specialist consultation for the control of 
six dread diseases and five other common 
sicknesses. This benefit formerly covered 
polio only. 

The Continental camp-guard plans also 
cover tuition refunds (in prescribed per- 
centages) in the event of post season 
quarantine, failure to open because of an 
epidemic in the immediate area, or epi- 
demic withdrawal of campers because of 
sickness. The plan includes coverage for 
individual late arrivals or individual 
withdrawals because of accident or sick- 
ness. 

The tuition 
written by 
division. 


DBL CHANGE EFFECTIVE SOON 


refund plans are under- 
Continental’s special risks 





New York Department Requests Cos. 
to File Supporting Data With 
New Rate Schedules 
The 1956 legislature has amended the 
New York Disability Benefits Law effec- 
tive July 1, 1956, increasing the maximum 
benefit rate to $40 a week and the maxi- 

mum indemnity period to 20 weeks. 

In order to expedite the processing of 
the revised DBL rate schedules which 
will be filed due to the increase in bene- 
fits, the Insurance Department requests 
all companies to submit, when revised 
rate schedules are filed, supporting data 
to the extent that the same are available, 
but in any event the rate filings shall 
include the following information: 

(1) An outline of the statistical basis 
of assumptions used in arriving at the 
premium rates (the company’s own ex- 
perience, the DBL experience released 
by the New York Insurance Department, 
on May 26, 1955, and other published 
experience). 

(2) For all rates applicable to groups 
of less than 50 lives: 

(a) The anticipated loss ratio, sepa- 
rated as between first year and re- 
newal years, on business effective be- 
ginning July 1, 1956. 

(b) The ratio of acquisition and op- 
erating expenses as a percentage of 
earned premiums, separated as be- 


tween first year and renewal years, on 

business 

1956. 
(c) The rate of dividends or experi- 


effective beginning July 1, 


Don R. Hodder Joins 
Pennsylvania Life 


ELECTED ITS EXECUTIVE V.P. 





Formerly Officer of Woodmen Accident 
& Life and Nebraska Director 
of Insurance 





Donald R. Hodder of Lincoln, Neb., 
is the newly elected executive vice presi- 
dent and secretary of Pennsylvania Life 
Insurance Co., Philadelphia, Pa. Mr. 
Hodder was also elected to the board of 
directors ot the company. 

Well known in insurance circles, Mr. 
Hodder has been an officer of Woodmen 





DONALD R. HODDER 


Accident & Life of Lincoln since 1947. 
Prior to his association with Woodmen 
\ccident & Life, Mr. Hodder was with 
the Nebraska Insurance Department for 
nine years and served as director of in- 
surance. While in the Department, he 
was active in the National Association 
of Insurance Commissioners, being a 
member of the blanks, fraternal and 
taxation committees. He has also been 
active in the Health & Accident Under- 
writers Conference, serving as chairman 
of its hospital-medical insurance com- 
mittee. 

Pennsylvania Life has associated with 
it the R. C. Markus Agency of United 
Insurance Co. of America. That agency 
is currently producing new health and 
accident premiums at the rate of $10,- 
000,000 annually and new life insurance 
of approximately $15,000,000 annually. 
Hereafter, approximately 50% of the 
writings of the Markus Agency will be 
for the Pennsylvania Life. The home 
office of the company is in Philadelphia 
and its executive offices are in Chicago 
at 1313 South Michigan Avenue. 

During the past year there has been 
a complete reorganization of the com- 
pany’s management. Presently licensed 
in 25 states, plans are being made to ex- 
pand its operations to additional states 
in the next few months. 





Indiana Assn. Elections 


The annual meeting and election of 
officers of the Indiana Association of 
\. & H. Underwriters will be held in 
Indianapolis, May 26. High on the 
agenda of business will be adoption of 
a new state constitution. 

The Indiana Association is made up 
of four local associations: Northwestern 
(Gary-Hammond), South Bend, Fort 
Wayne, and Indianapolis. Current presi- 
dent is John Morris, Hoosier Casualty 
Co., Fort Wayne. 





ence rating refunds, separated between 
first year and renewal years, for 
groups of less than 50 lives or for 
groups with an annual premium of less 
than $1,000, being used in 1956. 


Agenda For Commissioners’ Meeting 


(Continued from Page 13) 


1:30-2:45—Ivory Room: Valuation of 
Securities (0) Committee; Thomas R. 
Pansing, chairman—Nebraska; Leffert 
Holz, vice chairman—New York. 1. 
Valuation of Securities (O1) Subcom. 
Report. 2. Any other matter submitted 
for consideration. 
3:00-4:15—Crystal Room: Laws and 
Legislation (1) Committee; Harvey G. 
Combs, chairman—Arkansas; Paul A. 
Hammel, vice chairman—Nevada. 1. To 
study the Advisability of a Uniform 
Surplus Line Law (11) Subcom. Re- 
port. 2, To Study Problems of Fur- 
nishing Insurance on Plants Using 
Radio-Active Materials (12) Subcom. 
Report. 3. Unlicensed Companies 
(Kentucky). 4. Any other matter sub- 
mitted for consideration. 
:00-3:45—Ivory Room: Workmen’s 
Compensation (P) Committee; George 
F. Mahoney, chairman—Maine; J. Ed- 
win Larson, vice chairman—Florida. 
1. Workmen’s Comp. Small Policy 
Economies (P1) Subcom. Report. 2. 
Proposed “Model” Workmen’s Comp. 
Act of U. S. Dept. of Labor. 3. Any 
other matter submitted for considera- 
tion, 


w 


Wednesday A.M., May 30 


9 :00-10:15—Crystal Room: Blanks (A3) 
Committee; (Reports to Executive (A) 
Com.); Charles R. Howell, chairman— 
New Jersey; F. Britton McConnell, 
vice chairman—California. 1. Report 
of Meeting, April 9-11, 1956. 2. Any 
other matter submitted for considera- 
tion. 

:00-10:15—Rates and Rating Organiza- 
tions (L) Committee); Cyril C. Shee- 
han, chairman—Minnesota; Thomas R. 
Pansing, vice chairman—Nebraska. 
1. Statistical Classifications for Sprin- 
klered Risks (L1) Subcom. Report. 
2. Auto Rate Credits for Safety De- 
vices (L2) Subcom. Report. 3. Uni- 
form Statistical Plan for Block Type 
Policies (Ore.). 4. Any other matter 
submitted for consideration. 


o 


10:30-12:00—Crystal Room: Fire and 
Marine (F) Committee: George A. 
Bisson, chairman—Rhode Island; 


Thomas J. Gillooly, vice chairman— 
West Virginia. 1. Installment Pre- 
mium Reporting in Annual Statements 
(F1) Subcom. Report. 2. Any other 
matter submitted for consideration. 

10:30-12:00—Ivory Room: Life Ins. (K) 
Committee; T. J. Gillooly, chairman— 
West Virginia; J. Edwin Larson, vice 
chairman—Florida. 1. To Study the 
Subject of Group Life (K1) Subcom. 
Report. 2. Tie-in-Sales of Insurance 
with Mutual Fund Shares (K2) (Sub- 
com. Report. 3. Credit Life and Credit 
A. & H. Insurance Regulations (K3) 
Subcom. Report. 4. Commercial Pen- 
sion Funds and Trusteed Welfare 
Funds (K4) Subcom. Report. 5. Vari- 
able Annuities (K5) Subcom. Report. 
6. Special Policies (K6) Subcom. Re- 
port. 7. Any other matter submitted 
for consideration. 


Wednesday P.M. 


:30-2 :45—Crystal Room: Federal Liai- 
son (J) Committee; Federal Liaison 
Co-ordinating (Jl) Committee; C. 
Lawrence Leggett, president, chairman 
—Missouri; Joseph A. Navarre, vice 
chairman—Michigan. 1. Flood and 
Hurricane (J2) Committee Report. 2. 





_ 


Any other matter submitted for con- 
sideration. 

:30-2:45—Ivory Room: Casualty and 
Surety (C) Committee; Charles §, 

Jackson, chairman—Maryland; George 

F. Mahoney, vice chairman—Maine, 
1. Financial Responsibility Laws on a 

Reciprocal Basis between U. S. and 

Canada (C1) Subcom. Report. 2. Driver 

Training Credit clarification by Indus- 
try. 3. Any other matter submitted 
for consideration. 

:00-4:15—Ivory Room: Accident and 

Health (B) Committee; Donald Knowl- 

ton, chairman—New Hampshire; Cyril 

C. Sheehan, vice chairman—Minne- 
sota. 1. Blue Cross - Blue Shield (B1) 
Subcom, Report. 2. To study Reserves 
for Guaranteed Renewable Accident 
and Health Policies (B2) Subcom. Re- 

port. 3. On Company Reports on In- 
dividual Accident and Health Claim 

Settlements (B3) Subcom. Report. 4. 

To study Problems Incident to the 

Cancellation of Accident and Sickness 

Policies (B4) Subcom. Report. 5. On 

State Laws Governing Misleading and 
Deceptive Advertising (B5) Subcom. 
Report. 6. On Interpretation of the 

NAIC Rules Governing Advertisement 

of A. & S. Insurance (B6) Subcom. 

Report. 7. House Confinement Provi- 
sions of Accident and Health Policies 
(New Jersey). 8. Any other matter 
submitted for consideration. 

3 :00-4:15—Crystal Room: Examinations 
(FE) Committee; George A. Bowles, 
chairman—Virginia. 1. Examinations 
Practice & Procedure Manual Revi- 
sion (El) Subcom. Report. 2. Exami- 
nations Methods, Practices & Laws 
(E2) Subcom. Report. 3. Any other 
matter submitted for consideration. 


Thursday A.M., May 31 


9:00-10:15—Ivory Room: Executive (A) 
Committee; Joseph A. Navarre, chair- 
man—Michigan; Donald Knowlton, 
vice chairman—New Hampshire. (To 
complete Agenda—see Meeting No. 
23). 

10:30-11:15—East Room: Zone 1—Joseph 
A. Humphreys, chairman—Massachu- 
setts. 

10:30-11:15—Ivory Room: Zone 2— 
George A. Bowles, chairman—Virginia. 

10:30-11:15—Crystal Room: Zone 3— 
W. D. Davis, chairman—Mississippi. 

11:15-12:00—East Room: Zone 4—A. J. 
Jensen, chairman—North Dakota. 

11:15-12:00—Ivory Room: Zone 5—]. 
Byron Saunders, acting chairman-- 
Texas. 

13 :15-12:00—Crystal Room: Zone 6— 

William A. Sullivan, chairman—Wash- 
ington. 

Thursday P.M., May 31 

2 :30-4:30—Ivory Room: Plenary Ses- 
sion 2; C. Lawrence Leggett, presi- 
dent, presiding. 1. Committee Reports 
—Discussion, 


Friday A.M., June 1 


9 :30-12:00—Crystal Room: Plenary Ex- 
ecutive Session 3; C. Lawrence Leg- 
gett, president, presiding. 1. Commit- 
tee Reports—Final Action. 2. NAIC 
Elections. 

Next scheduled NAIC meeting 1956; 
regular meeting Di Lido Hotel, head- 
quarters, Miami Beach, Florida, Decem- 
ber 3-7, 1956. 


_ 
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Third-Party Liability 
(Continued from Page 38) 


available at any one installation may be 
in excess of $65 million, which is esti- 
mated to be more than four times the 
amount of such capacity hitherto avail- 
able to American industry with respect 
to any one operation. 

Rates probably will have to be deter- 
mined separately for each installation, 
Mr. Papenfuss said, because of the ex- 
perimental nature of the present nuclear 
reactor program and the variation as to 
hazard among installations. However, 
according to the study committee report, 





“It is hoped that preliminary rating 
standards can be established shortly 
after the completion of the insurance 
facilities from which approximate esti- 
mates of insurance costs can be fur- 
nished in connection with proposed re- 
actor construction.” 

In spite of the capacity already mar- 
shaled, he noted, some representatives of 
the atomic energy industry are asking 
for government participation in the form 
of a program similar to war damage in- 
surance, reinsurance, direct Government 
excess insurance, general indemnity leg 
islation, extension to licensees of the 
protection now afforded contractors, or 
statutory limitation of liability. 
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